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... is Union Central’s 


answer to the question every 
agent has asked himself: “How 
can I make my prospect see 
the vital necessity of adequate 
life insurance even in these 
times?” Through brief, convinc- 
ing presentations, supported by 
sincere, dramatic advertising 
in leading national publications 
and over the Columbia Broad- 
casting System, the prospect is 
able to see life insurance as 
something of immediate impor- 
tance. And the agent sees 
results in more applications. 


* 


Fhe 
UNION CENTRAL LIFE INSURANCE 
Company 


CINCINNATI, OHIO 











GREAT SOUTHERN 
REPRESENTATIVES’ 


Success 


1. Direct with home office contract. 


2. Liberal first year and exceptionally large 
renewal commissions. 


3. Generous and complete home office co 
operation and a complete line of attrac- 
tive policies. 


These three features are assisting Great 
Southern agents to attain success and finan- 
cial reward. It is directly responsible for 
their loyal enthusiasm which has resulted in 
the substantial increase of business they have 
been sending in during the past few months. 


Of course, there are numerous additional ad 
vantages in representing the Great Southern. 
To anyone interested in joining this group 
of successful representatives we will gladly 
send complete information. Just address the 
home office. 


Ww 





GREAT SOUTHERN 


Lire INSURANCE COMPANY 





E. P. GREENWOOD, President HOUSTON, TEXAS 
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‘Agency Men Ready 
for Chicago Meet 


Officers’ Association and Research 
Bureau Ready for Joint 
Conference 


PROGRAM NOW COMPLETE 


Number of Vital Points Will Be Dis- 
cussed at the Chicago Rally 
Next Week 


J. M. Holcombe, Jr., manager of the 
Life Insurance Sales Research Bureau 
has been in Chicago preparing for the 
annual meeting of that organization 
with the Association of Life 
Officers at the Edgewater Beach hotel 
in that city, Oct. 23-25. M. A Linton, 
Provident Mutual, chairman of the Re- 
search Bureau executive committee, will 
preside the first day and tell what the 
committee has done during the year. 
Manager Holcombe will present a sum- 
mary of the bureau’s work for the year 
the for the next 


Agency 


and outline 
year, 


program 


G. Fay Davies to Speak 


G. Fay Davies, formerly of the bu- 
reau staff and now assistant general 
manager of the Northern Life of Can- 
ada, will describe the purposes of the 
bureau's effort to make agency officers 
more cost and budget conscious. There 
will be a play presented headed by J. R. 
Larus, Jr., of the Phoenix Mutual. ‘The 
cast consists of J. A. Giffin, agency man- 
ager Phoenix Mutual; F. O. Lyter, as- 
sistant superintendent of agents Penn 
Mutual and Philip Hewes, managing 
editor “Manager's Magazine.” 

On the second day, L. J. Dougherty, 
Guaranty Life, and chairman of the 
board of the bureau, will preside. L. S. 
Morrison of the bureau staff will tell 
about how home offices can best assist 
their field forces and will take up the 
financial supervision of agencies by the 
home office. He will be followed by 


F. R. Gale, Continental American and 
H. M. Holderness, Connecticut Mutual, 
who will talk on the same subject. 
X. W. Simpkin, agency department 
Connecticut Mutual, will outline the 
methods this company pursued. Assis- 


tant Manager H. G. Kenagy of the 
bureau will take as his subject, “Pian- 
ning a Production Offensive.” The dis- 


cussion will be led by Vice-President 
W. W. Jaeger, Bankers Life of Iowa, 
and Assistant General Manager H. W. 
Manning, Great West Life. The semi- 
nar graduates, 48 in number, will have 
luncheon that noon and in the after- 








100n group sessions will be held. 

On the third day, J. A. Stevenson of 
the Penn Mutual, vice-chairman of the 
agency officers’ executive committee, 
will preside in place of Chairman C. D. 
Devlin of the Confederation Life, who 


has been called abroad on business for , 


(CONTINUED ON PAGE 8) 


Joint Actuarial Meeting 
On This Week in Chicago 





Meetings in Chicago this week of the 
American Institute of Actuaries and Ac- 
tuarial Society of America were packed 
with interest for layman as well as ac- 
tuary. Four years of depression and 
economic trends of as yet unpredictable 
direction and effect have brought the 
actuaries face to face with problems of 
great importance. The Chicago meet- 
ings were heavily attended as a conse- 
quence. 

The important distinction between un- 
employment insurance and unemploy- 
ment reserves was brought out in a paper 
entitled “Unemployment Reserves,” and 
was presented in the meeting of the 
Actuarial Society by G. W. Fitzhugh, 
of the Metropolitan Life. While insur- 
ance implies an absolute contract, and 
failure to comply strictly with its terms 
subjects the insurer to insolvency, a re- 
serve plan is merely a system of build- 
ing up funds for use for a specified pur- 
pose, and when these funds run out, no 
further payments are made or even due, 
and there is no question of insolvency. 


Why Unemployment Is Not Insurable 


Mr. Fitzhugh lists the principal rea- 
sons usually given to show that unem- 
ployment is not insurable, and then out- 
lines the chief types of reserve plans— 
as exemplified by the Wisconsin law, 
the Ohio bill, and the J. I. Case Com- 
pany plan. The high cost of an effec- 
tive plan is mentioned, and the limita- 
tions of even a comprehensive plan 
pointed out. The investment problems 
are considered, and one _ suggested 
method referred to under which the re- 


serve banks are utilized to preserve 
liquidity and counterbalance adverse 
credit effects. In an appendix to the 


paper Mr. Fitzhugh outlines a possible 
plan combining the principles of work- 
sharing and unemployment reserves, and 
limiting fixed charges. 


Accidental Death Benefit 


A paper entitled “Premiums and Re- 
serves tor the Accidental Death Benefit 
Attached to Life Insurance Policies” 
was presented by H. R. Bassford and 
J. A. Christman. This paper consists 
chiefly of a graduated table of double 
indemnity death rates based on Metro- 
politan Life experience, with an exten- 
sion to the high ages derived from cen- 
sus statistics. It emphasizes the increas- 
ing rates at the older ages, and dis- 
cusses the question of proper reserves 
for the benefit in question. Commuta- 
tion columns are developed, and net pre- 
miums and tabular reserves are shown 
at certain ages both for life coverage 
and for coverage limited to age 65. A 


table of causes of death concludes the 
paper. 
M. R. Hollenberg presented a paper 


on “Recent Developments in the Dis- 
tribution of Surplus to Policyholders.” 


Travelers Mortality Experience 
“Mortality Experience of the Travel- 
ers by Size of Policy,” by J. S. Elston, 
assistant actuary of that company, gives 





its mortality experience during the last 
17 years on regular standard business 
in seven different groups of policies ar- 








ranged by size ranging from policies for 
$2,000 and under to policies for $100,000 
and over. Each of these groups is ana- 
lyzed as to whether on term insurance 
or on permament forms. 

The experience given may be consid- 
ered from three viewpoints, first, a gen- 
eral investigation by size, second, as an 
additional experience to those previously 
published on large policies and third, as 
an experience on small policies com- 
pared with the general experience on the 
whole. business, the first such experi- 
ence that has been published. Some of 
the facts brought out are that the most 
favorable mortality was on the smallest 
policies and that in general the ratios 
of actual to expected deaths increase 
remarkably consistently with the size of 
the policies. The experience has been 
especially poor on large term policies. 
The total exposure analyzed amounted 
to $27,000,000,000, 


Discusses Inflation Effects 


Possible effects of inflation in this 
country were viewed in the light of in- 
flation in foreign countries by F. B. 
Mead, vice-president and actuary Lin- 
coln National Life, at the opening ses- 
sion Wednesday of the Institute, of 
which he is chairman, 

Inflation is here, he said, at least in 
anticipation if not directly. He feels 
that direct inflation will come more 
subtly here than in other countries. It 
will not necessarily be signalized by the 
roar of the printing presses turning out 
currency at top speed. Instead, he be- 
lieves, it will result through the pur- 
chase by the federal reserve system of 
government securities from member 
banks and the crediting of these in the 
newly authorized notes. If this is done 
conservatively, it will be a good thing 
for the country. The whole question is 
whether a sane balance will be struck. 

Outlines Companies’ Problems 


Problems before companies are con 
servation of assets, maintenance of pro- 
ductivity and morale of the home office 
and field force; liquidity of funds, con- 
tinuance of a yield on invested assets 
sufficiently large to meet the guaran- 
teed interest rate. Life company man- 
agements are particularly concerned 
about finding a method of avoiding de- 
preciation of assets if true inflation 
should come on a large scale. 

Mr. Mead discussed the possible infla- 
tion effects on stock and bond prices, 
showing results in France, England and 
Germany by means of charts. Stabil- 
ization of the franc, he said, ended ex- 
treme variations in bond prices in 
France and brought a steady rise. Stock 
prices remained steady for a year, then 
rose, due to speculation and satisfac- 
tory business conditions. 

Purchasing power of holders of stocks 
did not change much until stabilization, 
but great reduction occurred in the case 
of bonds. Stock and commodity prices 
rose rapidly in England when the gold 
standard was abandoned; bond prices 
rose steadily. 

In America, anticipated inflation 
brought rising bond, stock and com- 

(CONTINUED ON PAGE 8) 


Thompson Speaks 
of Panic Effects 


President Actuarial Society of 


America Recites History of 
Depressions 


REVIEWS CURRENT TREND 


Makes Some Observations About In- 
fluence in New Life Insurance Pro- 
duction and Investments 


John S. 
the Mutual Benefit Life, and president 


Thompson, vice-president of 


of the Actuarial Society of America, in 
his address at its meeting in Chicago 
this week dealt with the effect of panics 
and depression on life insurance starting 


with the world-wide disaster of 1873, 
which he regarded as a secondary post- 
war depression. He said that the 


amount of new life insurance decreased 
rapidly as did the number of companies 
in the business at a time when the in- 
dices of activity, if not of prosperity, 
were turning upward. Similar develop- 
ments affected mutual savings banks. 
He said that the climax of the effect of 
the depression on life insurance and sav- 
ings banks lagged five years behind the 
onset of the panic. 
Spoke of the 1893 Panic 


He spoke of the 1893 panic, pointing 
out that in 1896 was witnessed a mini- 
mum in the issuance of new life insur- 
ance. He said the low point of life in- 
surance development was not reached 
until three years after the beginning of 
the depression. 

Mr. Thompson said that similar ob- 
servations apply to the less severe de- 
pressions. The current disturbance, he 
said, unlike those of earlier days, has 
affected the new business as promptly 
as it has impressed itself upon other 
activities. He said that so far as the 
maintenance of assets is concerned, life 
companies as a group have fared better 
than savings banks. The increase in 
assets of life companies in 1932, about 
$594,000,000, was less than half the in- 
crease in the preceding year and a lit- 
tle more than a third of the increase in 
the outstanding year of 1928. He said 
that with a diminution in the amount of 
insurance in force it will not be surpris- 
ing if a decline in assets is indicated 
for this year. This is due to a decrease 
in both new and renewal premium and 
in interest income and also to increased 
expenditures, chiefly for surrender 
values. 

Gives Further Observations 


Speaking further, Mr. Thompson said: 

“It is impossible to form any con- 
clusion as to the immediate course of 
the life insurance business either rela- 
tively to other forms of activity, or ab- 
solutely, based on the fact that the early 
effects of the depression upon our life 





companies has been more prompt than 
(CONTINUED ON PAGE 9) 
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Difficult Problems 
Ahead Are Noted 


E. T. Burr Sees Home Office and 
Field Staffs Facing 
Great Tests 


LOW INVESTMENT YIELD 





Head of Industrial Insurers Conference 
Touches on Principal Issues 
in Annual Meeting 


Although life insurance, in the indus- 
trial end as well as ordinary, has met 
every contract obligation and every rea- 
demand and has 
made an enviable record of service and 
financial stability, there appear on the 
road ahead unusual 


sonable made on it, 


situations which 
probably will test to the limit the abil- 
ity and resourcefulness of company of- 
ficials and agents, President E. T. Burr 
of the Conference 
stated in his address at the annual 
meeting in French Lick Springs, Ind. 

One of these problems which he sees 
ahead ts the matter of rate of interest 
earned on investments. One of the 
chief sources of income for expenses in 
a non-participating company, he said, is 
excess interest earnings; that is, the in- 
terest earned on investments over and 
above the amount of interest necessary 
to maintain the interest on reserves. 


Industrial Insurers 


Mortgages Less Desirable 

Heretofore life companies usually in- 
vested more funds in real estate mort- 
gages than in any other item in invest- 
ment portfolios, but in view of present 
conditions, he said, and especially of 
legislation enacted in some states, he be- 
lieves investments of private capital in 


this class of security in future will be 
very small, 

Since life companies usually invest 
only a relatively small part, if any, of 
their assets in stocks, the only other 


medium remaining is bonds, on which 
the interest vield is considerably lower 
than that promised by real estate mort- 
gage loans. 

The problem facing the business is to 
find some means by which this reduc- 
tion in earnings may be offset. Mr. 
Burr said unless premium rates are in- 
creased it must come from economy in 
operation or better selection of risks. 
If the latter, better team work between 
home effice and field is indicated, 

Comments on Liquidity 


Ife commented on the loan and sur- 
render situation, saying that while this 
heavy demand had not presented so 
much of a problem to industrial com- 
panies as to ordinary, yet it had com- 
pelled industrial companies to maintain 
greater liquidity of assets than was 
necessary in normal times and this to 
some degree has reduced the yield. 

He said although the matter of re- 
covery may be uppermost in most 
minds, the problem of taxation should 
not be ignored. Companies always have 
paid their just share, or more, of taxes 


levied. They do not wish to pay less 
than they rightfully should. He said 
they must, however, be on the alert to 


prevent unfair and unjust taxes, col- 
lected in indirect manner through insur- 
ance companies, which nevertheless are 


in effect direct levy on the funds of 
policyholders. 
Mr. Burr noted as fortunate the 


change of the mass of the people from 
a negative to positive psychology on the 
matter of recovery and a determination 
to achieve it by some means. Increase 
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Joint Actuarial Meeting 








J. 8. THOMPSON 


FRANKLIN B. MEAD 


This week at the Edgewater Beach hotel in Chicago, there is being held a 
joint meeting of the Actuarial Society of America and the American Institute of 
Actuaries. J. S. Thompson, vice-president of the Mutual Benefit Life, is presi- 
dent of the senior society and Franklin B. Mead, executive vice-president Lincoln 
National Life, is head of the American Institute. 


Siw Heads United Mutual 


Prominent Attorney in North Dakota 
Has Been Elected President of 
Indianapolis Company 


INDIANAPOLIS, Oct. 19.--George 
\. Bangs, Grand Forks, N. D.. was 
elected president of the United Mutual 
Life by the directors this week, filling 
the vacancy caused by the death in June 
of Harry Wade. He has served as a 
member of the board of directors 31 
He took charge as president im- 


years. 

mediately and announced that no change 
in personnel of the office staff or in the 
operating policy is contemplated. He 


will move his family to Indianapolis in 
a few weeks. Mr. Bangs has practiced 
law in the northwest more than 40 years. 
He served as state’s attorney and was 
attorney for North Forks 18 years. He 
also served as special attorney-general 
in the banking department and was at- 
torney for the guaranty fund 
sion from 1923 to 1927. 

He served as attorney for the board 
of managers in the impeachment trial 
of Judge John F. Cowan and was presi- 
dent of the North Dakota capitol com- 
mission that directed the building of the 
new state capitol. During the settle- 
ment of the North Dakota farm lands 
from 1908 to 1918 he was.active in the 
establishment of new counties. 
the war he was major judge advocate 


of the national army and served in that | 


capacity at Washington. 


accident departments, where many thou- 
sands of unemployment claims masquer- 
ading as disability claims will be elimi- 
nated. 

The effect will be immediate and far 
reaching in relation to companies’ in- 
vestments. Mortgagors will find it less 
burdensome to pay taxes and interest, 
and in many cases will be able to liqui- 
date or curtail loans. 


Agency Celebrates 35th Year 
BALTIMORE, Oct. 19.—The Balti- 


more agency of the Sun Life of Can- 
ada celebrated its 35th anniversary with 
a one-day drive for new business result- 





in public purchasing power will benefit 
companies, particularly the health and 


ing in 151 applications for $430,000 busi- 
ness. C. F. New is manager 





comnis- | 
| personal producer; S. B. Maduro, coun- 


After | 





| Clyde 
|] 


To Have a Training Course 


Arrangements Are Made by the New 
York City Life Underwriters 
Association 


Vice-president G. M. Lovelace of the 
New York Life and Vincent B. Coffin, 
superintendent of agencies Connecticut 
Mutual Life, will speak at the two-day 
intensive training course sponsored by 
the New York City Life Underwriters 
Association Nov 1-2 at the Metropoli- 
tan Life auditorium. 

Speakers previously announced include 
James Elton Bragg, former head of the 
New York University _ life-insurance 
training course and now manager of the 
Guardian Life in New York City; Leon 
Gilbert Simon of the Equitable Life of 
New York, author of books on busi- 
ness insurance and estate conservation; 
R. G. Englesman, general agent in New 
York City, Penn Mutual Life, former 
N. Y. U. instructor and million-dollar 


sel of the local association and author 
of many magazine articles on taxation 
and the estate approach. 

The coure will cover every 
phase of life insurance selling. 


major 
Tickets 


for the course are $3 to members of 
the association and $5 to non-members, 


being credited to dues should 
latter care to join the associaion. 


the $2 
the 


Lincoln National Persistency 


Michigan led all others in the Lincoln 
National Life in number of men having 
100 percent monthly persistency record. 
Illinois and Ohio were tied for second 
and northern Indiana was third. The V. 
J. Harrold agency, of Fort Wayne, and 
the O. D. Douglas agency of Texas, 
were tied for first among the individual 
agencies represented in this honor list. 
In the Harrold agency, Mrs. Z. Z 
Brown, F. Beach Hall, and C. F. Mil- 
ler were credited with 100 percent per- 
sistency rate; while in the Texas agency 
Chaddick, F. J. Blanchard, and 

C. Tucker were those who had no 
lapse rate for the month. 





Production Advance Reported 


\ 15 percent increase in new business 
in September is reported by the Bankers 


Nebraska 


Life of 


National U. 
Forced to Wal 


Oldest and Largest Illinois Lit 
Company Is in Receiy- 
er’s Hands 


CAUSE OF THE COLLAps 


Investment Policy Was Too Lop-side 
and Sufficient Diversification 
Was Not Practiced 


Ihe National Life, U. S. A., of Gy 
cago, the largest and oldest Illinois leg; 


reserve company, was placed in ty 
hands of a receiver by Judge Lindg 
of the superior court at Chicago Tye. 


day following a petition filed by the x. 
torney general acting at the request 
the Illinois insurance department, P 
Lucey being named. 

The company reported assets Dec 
$54,878,046, insurance in force $228,439. 
269, capital $1,000,000, surplus $614.23 
special reserve $1,700,000. 

Has Been in Trouble for Months 


It has been known for many months 
that the National Life was in dir 
trouble. Attempts had been made t 
rehabilitate it in different ways and va 
rious groups have had long and serious 
sessions with the officers, looking to- 
ward its purchase. The company’s a:- 
sets, however, in many respects are ir 
bad shape. Its real estate amounts to 
20 percent of its assets, mortgage loans 
32 percent, its policy loans 27 percent 
its common stocks 9 percent. It was 
one of the largest stockholders of the 
Continental-Illinois National Bank 
Chicago, holding 1,150 shares, which it 
could have sold at one time for $1,000 
share but which recently were quoted 
on the market at $26 a share. It carried 
in its statement its Continental Bank 
stock at $4,011,150 as of market valu 
June 30, 1931, while at present value it 
could be sold at only $287,300. The 
recent action of the Continental bank ir 
agreeing to allow the Reconstruction Fi- 
nance Corporation to purchase preferre 
stock sent the market price dow: 


Palmer Long in Close Touch 


Insurance Superintendent Palmer has 
been in close touch with the National 
Life, U. S. A. When he had W. B 
Corcoran of Lee J. Wolfe’s office in 
New York go over the Illinois 
panies he found the National Life ina 
most acute state. He has been hoping 
that some method could be devised t 


com- 


save the company without a receiver- 
ship. As time went on, however, it was 
evident that purchasers were shying 


away and the action of the Continental- 
Illinois National Bank in making its 
deal with the R.F.C. put the value oi 
the bank stock at a low ebb. The con- 
pany has been subject to demands for 
loans and surrenders as it became get- 
known that it 


erally was skating on 
thin ice. This tended to deplete its 
cash tund. So far as the insurance ad- 


ministration is concerned, the compan) 
has made a fine record. The profes 
sional insurance men guiding the com- 
pany, who are well acquainted with in- 
surance, did their part well. 


Trouble Was “Too Much Johnson” 


The whole trouble with the National 
Life has been “too much Johnson.” Its 
investment policy was lop-sided and 
was largely guided by A. M. Johnson 
chairman of the board and 
president, who held some 
of the stock. When Mr. Johnsor 


its f 





(CONTINUED ON PAGE 8) 
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) of the legal reserve principle. 


Head of American Life 
Convention 





SHAS A WIDE EXPERIENCE 


‘hh ) hes 


Three General Agents Gave Their 
Views as to Work of Agency 
Officers 


bo hapten Drea roe 


The members of the American Life 
Convention realized when the new presi- 
D dent, Francis V. Keesling, vice-president 
Sof the West Coast Life of San Fran- 
) cisco, took the chair at the close of the 

annual meeting last Friday in Chicago 
) that a man of resourcefulness, charm 
' and pungent wit had been elected. 

When the retiring president, Daniel 

Boone, president of the Midland Life of 

Kansas City, turned the gavel over to 
| the new executive, Mr. Keesling at 
once showed that he is in complete 
command of himself while presiding. He 
is regarded as one of the strong men of 
the organization, who has had a wide 
experience not only in law but in gen- 
eral administrative affairs. 


Al 


% 


Ready with an Interview 


He had an interview all ready to give 
out to the press, showing that he is 
forehanded. He predicted in his state- 
ment that there should be a substantial 
increase of new business during the lat- 
ter part of the year. He said that life 
insurance has withstood a very severe 
strain and demonstrated the soundness 
He said 
that the experiences through which the 
companies had passed have indicated 
some improvement should be made to 
eliminate unwarranted benefits and 
bring about a revision of values and 
premiums. He said that the future 
course of life insurance will be charted 
more closely by the protection theory, 
avoiding as much as practical the realm 
of banking. He said that life insurance 
management has always demonstrated 
an understanding of fiduciary responsi- 
bility and the strenuous times through 
which the companies have passed has 
emphasized this. 


Should Hold Down Taxes 


President Keesling said it is the per- 
sonal cause of every policyholder to co- 
operate to prevent unreasonable tax 
levies on insurance. At the same time 
he said policyholders should protest 
against the extravagance and _ineffi- 
ciency in public office and insist on gov- 
ernmental economy, limitation on public 
indebtedness and also resist shifting of 
unjust burdens on life insurance. 

_ The new president is a native of Cali- 
tornia, having been born in San Jose, 
Feb. 17, 1877, He graduated from Stan- 
ford University in 1898. He has just 
completed several years service in be- 
hali of the community chest of his city, 
having been chairman of the building 
fund committee, a member of the gen- 
eral executive ways and means commit- 
tee. He is a member of the executive 
committee of the California Republican 
central committee. He is also a di- 
rector of the Golden Gate Bridge & 
Highway District and chairman of its 


building committee. 
_Mr. Keesling served as president of 
the Stanford alumni association in 1919. 


For many years he was with the na- 
ti nal guard of California and retired 
with the rank of major in 1909. 

the agency executives as well as 
‘ners, who were present Friday morn- 


State’s Attorney Will Press 
Prosecution of Security Men 


E. J. STEVENS WAS CONVICTED 





Former Vice-President of the [Illinois 
Life Is Now Facing Peniten- 
tiary Sentence 


Following the conviction of Ernest J. 
Stevens of Chicago on a charge of em- 
bezzlement, who was vice-president and 
a member of the finance and executive 
committees of the Illinois Life, State's 
Attorney Courtney of Cook county an- 
nounces that he will push for an early 
trial of the indicted president of the de- 
funct Security Life, M. J. Dorsey, and 
his cohorts. President Dorsey and eight 
others were indicted in April on charges 
of conspiracy to defraud stockholders 
and policyholders of more than $1,000,- 
000 by means of inflated mortgages. 

Mr. Stevens’ tridl was concluded on 
Saturday, the charge being that he par- 
ticipated in granting loans of over $1,- 
000,000 of Illinois Life money to the 
Stevens hotel, when the latter was in 
a hopeless financial state. Mr. Stevens 
contended that he did not personally 
profit by the transaction and that the 
affairs of the life company were in the 
hands of his father and brother. Mr. 
Stevens is manager of the Stevens ho- 
tel, which is under receivership. 





ing when the Agency Section was in 
charge, deeply appreciated the contribu- 
tion that Donald Keane of the Keane- 
Patterson agency of the Massachusetts 
Mutual Life of New York City, Gerald 
A. Eubank, life manager of Johnson & 
Higgins of that city, and Thomas M. 
Scott of the Penn Mutual of Phila- 
delphia made to the occasion through 
broadcasts of records that had been 








Presides Over Meeting 
of Industrial Conference 




















E. T. BURR 


E. T. Burr, actuary of the Durham 
Life, presided as president of the In- 
dustrial Insurers Conference at its an- 
nual meeting this week at French Lick 
Springs. 


made. They all expressed their views 
as to what general agents think of 
agency executives, 
Clark Hearing Oct. 23 
DES MOINES, IA., Oct. 19.—Chiet 
Justice Stevens of the Iowa supreme 


court, has ordered a full bench session 
for Oct. 23 for submission of the suit 
involving E. W. Clark’s right to his posi- 
tion and salary as lowa insurance com- 
missioner, 











So gloriously summer 
In blazing woods and 


hearted approval to Nature. 


complaint. 


Indian Summer seasons 


THE PENN MUTUAL 


Independence Square 








INDIAN SUMMER 


A brilliant shroud of flaming gold and red, 
Of color manifold, intensely spread ; 

No saddening requiem of pain and grief, 
But flaring glories stain the falling leaf. 


—Don Rose, Philadelphia Evening Ledger. 


During this glory season of the year we give our whole- 


And we go with joyful courage to the duties of our days. 
This is one period that is devoid of climatic resentment or 


spirit that not even Spring induces. 
two or three weeks forecasts life underwriting done in 
volume and without inordinate sales resistance. 


WM. A. LAW, President 


yields and dies, 
fields and flaming skies. 


We have a sense of well-being. 


labor with an exhilaration of 
Augury for the next 


LIFE INSURANCE Co. 


Philadelphia 
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Consider Means of | 
Meeting Conditions 


Industrial Insurers Conference in 
Annual Meeting at French 
Lick, Ind. 


ROUND TABLE SESSIONS 
Quality Rather Than Volume 
Stressed—Loss Ratio of Members 
Continues to Increase 





Is 


NEW OFFICERS ELECTED 
President—R. H. Dobbs, Industrial 
Life & Health, Atlanta. 
Vice-President—G. R. 
ington National. 
Secretary—W. H. Clement, Pilot Life. 
Chairman Executive Committee—P. W. 
Jones, Bankers Health & Life, Macon, Ga. 
Members Executive Committee—E. TT. 
Burr, Durham Life; P. HH, Estes, Life & 
Casualty; J. R. Leal, Interstate Life & 
Accident; 0. E. Starnes, Imperial Life; 
Cc, S. Drake, Empire Life & Accident; C. 
A. Craig, National Life & Accident; W. 
R. Lathrop, Southern Life & Health. 


Kendall, Wash- 


By FRANK A. POST 
FRENCH LICK, IND. Oct. 19. 
The best means of meeting the changed 
conditions today formed the chief topic 
at the annual meeting here of the In- 

dustrial Insurers Conference. 

The added opportunities and respon- 
sibilities given to the industrial business 
under the NRA and other measures in 
the national administration's recovery 
program really formed the keynote of 
the addresses given at the opening ses- 
sion Monday. That point was stressed 
by H. N. Lukins of Louisville, general 
counsel of the Washington National, 
who gave the address of welcome; by 
P. M. Estes, general counsel Life & 
Casualty, in his response; by President 
E. T. Burr in his annual address and 
by Mark Archer, general counsel Em- 
pire Life & Accident, Indianapolis, in 
discussing the problems of his depart- 
ment, while the address of C. M. Bis- 
cay, Western & Southern Life, was 
given over wholly to that subject. 


Old Principles Are Sound 


Mr. Lukins said that the past few 
years have afforded unusual opportuni- 
ties to learn things, one of the foremost 
of these lessons being that when the old 
principles were forsaken, it was neces- 
sary to return to them. While business 
has been assured many times that the 
quakes were over, he declared that now 
business is unquestionably improving 
and the opportunities to serve policy- 
holders are increasing. With insurance 
in general the greatest factor in main- 
taining stability, he said the industrial 
business has done more than any other 
for the working classes. 


Tells of Changes in 24 Years 


Mr. Estes also sounded an optimistic 
note in regard to business conditions and 
spoke of the improvements in the 24 
years since the founding of the confer- 
ence, both in the material position of 
the companies and in morale, referring 
to the bitter competitive feeling of the 
early days, often resulting in actual 
physical combat, and comparing it with 
the good feeling today. 

Captain Burr devoted most of his ad- 


dress to a discussion of the effect on 
the industrial business of government 
activities, mentioning the dangers of 


such an extension of power and empha- 
sizing the benefits, particularly the pro- 
spective elimination of unemployment 
claims masquerading as disability. He 


also reviewed the investment situation, 
the possible effects of inflation, the pol- 
(CONTINUED ON LAST PAGE) 
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New Deal Quickens Interest 
in Home Life, Says Biscay 


INSURANCE SALE STIMULATED 





Western & Southern Official Cites 
Benefits from Depression in Talk 
to Industrial Insurers 


A number of effects of the depression 
and post-depression period beneficial to 
industrial insurance men were cited by 
C. M. Biscay, advertising manager 
Western & Southern Life, at the In- 
dustrial Insurers Conference meeting in 
French Lick Springs, Ind., this week. 
Never before has the public learned 
such a bitter lesson against the dangers 
of speculation, he said. 

Under the new deal people are work- 
ing shorter hours and becoming better 
acquainted with their families and home 
life. This has afforded insurance men 
more and better opportunity to sell 
prospects in their homes. Additional 
family life quickens the desire for pro- 
tection. 

Mr. Biscay said newspapers are carry- 
ing stories of a greater number of mar- 
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riages. He said one of the first duties 
of an industrial agent is to insure bride- 
grooms. The upward trend of industry 
is a call to action for insurance men. 
Now is the time to start. 

Public confidence in all forms of in- 
surance was never higher than at pres- 
ent, he said. As a result of the depres- 
sion many people have less insurance 
than they had a few years ago and 
countless others have no_ insurance 
whatever, although they believe in it 
Mr. Biscay said the new 
deal calls for confidence, courage, ag- 
gressiveness, determination and _ fight. 


Seattle’s C. L. U.’s Elect 


SEATTLE, WASH., Oct. 19.—Law- 
rence Bates, Seattle general agent of the 
Mutual Benefit Life has been elected 
president of the Seattle Chartered Life 
Underwriters chapter. C. G. Quillian, 
Northwestern Mutual, was chosen vice- 
president and R. G. Jones, New World 
Life, was made secretary-treasurer. Wil- 
liam Laney, Phoenix Mutual, and 
George Buck, a retiring president, were 
elected trustees. 


New superintendency appointments an- 
nounced by the Western & Southern Life 
are W. C. Billeg, Louisville; D. W. Kelly, 
Coshocton; Oral F. Yocum, Erie. 


| $484,198,000, a decrease of 51.6 percent. 





| nine months, the cumulative total for all 


| 





| crease 
amounted to $1,711,549,000 against $1,- 


| 776,000 contrasted with $639,937,000 for 





Decline in September’s 


Sales Total Is Reported 


NEW YORK, Oct. 19.—New life in- 
surance production for September was 
9.7 percent less than for September, 
1932, according to the Life Presidents 
Association. Industrial, with a gain of 
3.4 percent for September, was the only 
class to show an increase. For the first 





classes was 17.9 percent less than for 
the corresponding period of 1932. 
September production totaled $577.- 


September, 1932. New ordinary amount- 
ed to $374,643,000 against $404,763,000, 
a decrease of 7.4 percent. New indus- 
trial amounted to $180,105,000 against 
$174,156,000. New group was $23,028,000 
against $61,018,000, a decrease of 62.3 
percent. 

For the first nine months total new 
business was $5,758,935,000 against $7,- 
013,697,000 last year, a decrease of 17.9 
percent. New ordinary amounted to $3,- 
813,276,000 against $4,590,031,000, a de- 
of 16.9 percent. Industrial 


939,468,000, a decrease of 11.8 percent. 
Group amounted to $234,110,000 against 











and convincing— 


ORGANIZED SELLING METHODS 


To obtain results today, your 


Selling Methods must be orderly 


The Minnesota Mutual's easy, 
natural and graceful Selling Methods 


are orderly and convincing 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 


Milton Says Agreement |; 
to Be Carried Cut in 


CONFERS WITH ASSOCI4z 








Chairman of the Board of the 
American Life Comments on 



















the Purchase 
ST. LOUIS, MO., Oct. 19—p 
Milton, head of the Equity 


poration of New York and chairmay 
the board of the General American 
has been here to confer with his bus 
ness associates. He spent conside 
of his time in conference with W 
W. Head, president of the Gene 
American Life, which purchased the 
sets and insurance of the Missourj S% 
Life. Mr. Milton is a son-in-law 
John D. Rockefeller, Jr. 
























Under the purchase agreement ¢ 
tered into with Superintendent O” Malley 
the General American Life has beg 
meeting all matured claims of the & 








company and has continued its insy 
ance in force. Some of the policies a 
subject to a lien of 50 percent of th 
accumulated reserves. 

To Get More Directors 


It anticipated that the Gene 
American Life at an early date will a» 
nounce the completion of its board @ 
directors. Four more men are to & 
named. It is believed that three & 










1s 












Louisians and one Chicago business mag 
will be selected to round out the board 
Mr. Milton said his people intend to 
retain control of the General American 
Life during the entire 15 years the 
agreement for the purchase of the Mis- 
souri State has to run. 

“At the end of this fifteen-year period 
we fully expect to reinsure all of the 
Missouri State Life’s insurance that may 
still remain in effect,” he continued 
“The fact that such reinsurance is op 
tional on our part, according to the 
terms of our purchase agreement with 
Superintendent O’Malley, is of no im 
portance. I do not agree that the in- 
surance still in force in 1948 will bea 
poor risk, 

Seasoned Business Is Good 











“Insurance people generally consider 
seasoned business good business. While 
mortality will be somewhat higher, due 
to the advanced ages of the insured, re- 
serves will likewise be higher and earn- 
ings correspondingly more. Experts 
have advised us that at the end of this 
fifteen-year period the insurance still in 
force should be worth conservatively 
$7.50 per $1,000.” 

Mr. Milton stated that he and ass0- 
ciates were induced to invest $2,000,000 
in the General American Life in the be- 
lief that life insurance is the most con- 
servative investment which could be 
made, offering as it does a medium for 
the employment of investment funds 
which is not susceptible to the vicisst- 
tudes of the stock market and its many 
fiuctuations. 

He pointed out that the entire #2. 
000,000 had been paid in cash and con- 
stitutes a guaranty that the new com 
pany will faithfully discharge all of the 
obligations it assumed. One of the guar- 
antees is that death claims shall be paid 
promptly and in full and that the 50 
percent lien imposed on some of thie i- 
surance of the old Missouri State Lite 
will never grow greater if interest '5 
paid by the policyholder. 

It has been revealed that the General 
American Life has paid out $993,578 1m 
claims to the policyholders of the Mis- 
souri State Life since it took over the 
business of the old company Sept. * 













last spring. 

September Business 15 Percent Better Ca 
Paid business for the Herley Daily. F 

Kansas City, Mo. general agency of the ater 

Connecticut Mutual Life increased 1° — 

percent in September compared to >€P- Fi... 
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URANCE EDITION 


An Important Message 


to the Fraternity 
of Insurance Underwriters 


Calemeter, both as a product and as 
a plan, have become recognized as 
outstanding factors in the field of in 


T* the short space of eight months, 


surance saics 


The “why” of Calemeter’s success 1s 
clearly understandable. 


In its creative stage, Calemeter en- 
joyed every possible advantage. It prof- 
ited by our long experience with in- 
surance problems. Reference to our 
record will show that the Zell contact 
with insurance companies and their gen- 
eral agents, is one of many years stand 


ing. 


Therefore, in designing Calemeter, we 
were able to draw on this good-will 
feeling and to consult the keenest in- 
surance minds. heir opinions were 
valuable and helpful In evolving this 
product and plan, we gratefully ac- 
knowledge the assistance given us by 


completed and took its place among in 
surance promotions. Today, it stands 
shoulder-to-shoulder with the best 

we are highly gratified. 


Calemeter — Now Being Imitated 


Competition, often asleep to formulat 
ing original ideas of its own, is ever 
awake and keen to copy! We now find 
that Calemeter is being imitated It is 
therefore our unpleasant, yet necessary, 
duty to publish this message as a warn- 
ing to Calemeter imitators and as a 
word of protection to Calemeter users 


Calemeter Is A Fully 
Patented Product 
It is covered by basic U. S. Patents is 
sued and pending. Even the Calemeter 


Plan enjoys broad, as well as specific, 
copyright safeguards In the face of 


























Ss board @ 
are to hk the executives of some of America’s such rights, we fail to comprehend the 
three St foremost companies reason for imitation, unless possibly it 
'the baal If there were any “kinks” in so new 1s to munch the sweetness of another 
=e alae nina man’s grass. 
intend to an idea as Calemeter, then conferences 
A mericm and round-table discussions removed all Calemeter proposes to protect its rights 
years the of them prior to Calemeter’s eventful and your rights. . . In the spirit of 
f the Mis. introduction. fair play and sound salesmanship, Cal 
So, in March 1933, after more than a emeter will count upon your square 
ear period vear of careful planning, Calemeter was shooting support 
all of the 
+ that may 
ey See this Coin Bank!. CALEMETER.. study this Sates Plan! 
ce is op ee this Coin Bank’.. ..Study this Sales Plan! 
zy to t 
* a To home offices, general assist your sales. Then study 
f no im- agents and individual agents, TO-DAY! the Calemeter plan of action 
it the in- we give you all this opportun- SEND _ the prospect-finder and 
will bea ity to learn more about Cale- appointment-maker. . . the 
meter. We'd like you to see . coin-a-day conversion chart 
- F the actual bank. Operate 1.00 . and the letter helps. — 

, : it. . . . See why and how it Write today for sample Cale- 
consider ‘ helps you to hold the pros- FOR meter Coin Bank and complete 
s. While 5 pect’s interest. Visualize it as SAMPLE specimen presentation. Enclose 
ther, due : a good-will asset. You'll PRESENTATION $1.00 with your letter to cover 
ured, re- quickly appreciate its ability to costs and mailing. 
nd earn- 
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Liability for Death from 
Illegal Operation Debated 





FIVE MAJOR POINTS CITED 





Chicago Insurance Lawyers Club Con- 
siders Question on Which Precedent 
Is Against Companies 





In consideration of the question 
whether a company is liable to pay pro- 
ceeds of a policy where the policyhold- 
er’s death results from submission to an 
illegal operation, there are five points 
to be settled, P. E. Price of McKinley 
& Price, Chicago insurance attorneys, 
stated in a paper read Tuesday at the 
October meeting of the Insurance Law- 
yers Club of Chicago: 

(1) Liability under such circum- 
stances in the absence of an incontest- 
able clause; (2) whether the policy is 
payable to insured’s estate; (3) whether 
payable to a named beneficiary; (4) 
effect of incontestable clause as exclud- 
ing a defense based upon public policy; 
(5) effect of clause expressly excepting 
liability where death results from in- 
tentional violation of criminal law. 


Cites General Rule 


He said the Wells case of Pennsyl- 
vania and Hatch case of Massachusetts 
gave rise to a general statement in en- 
cyclopedias and text books that the act 
of the assured in submitting to an il- 
legal operation, on grounds of public 
policy precludes recovery by the bene- 
ficiary for the death so caused, but 
courts have not given general approval 
to this and the majority seem to have 
concluded that in absence of an express 
provision in the policy excepting such 
risks, the company is liable. 

Mr. Price said it appears to him 
where the policy is payable to named 
beneficiary and it is impossible to show 








that beneficiary had any part in com- 
mission or procuring commission of the 
alleged illegal operation, that apart from 
provisions of the incontestable clause, 
the company will be liable for the full 
amount in event of a contest. Analy- 
sis of cases, he said, discloses that de- 
nial of liability has been limited to cases 
where the policy is payable to assured’s 
estate. 
Limitation on Contesting 


It is generally accepted that where 
the policy provides it shall be incontest- 
able after being in force for a certain 
period, the company cannot after such 
time contest a claim on the ground that 
the assured died as result of his own 
criminal act, even though the policy also 
provides it shall be void if death re- 
sults from such an act. 

Mr. Price said where the policy con- 
tains a clause expressly excepting lia- 
bility from death arising out of inten- 
tional violation of criminal law, it is his 
opinion the trend of modern cases is 
that such an excepted risk would not 
generally be cut off by the existence of 
an incontestable clause. 


Agents Charged With Rebating 


LINCOLN, NEB., Oct. 19.—The Ne- 
braska Life Agency Managers Associa- 
tion, by R. C. Harris, president, has 
filed complaint against the Occidental 
Life of Los Angeles, and C. F. White, 
F. J. Burns, J. J. Wurtz, B. L. Koop- 
man, W. I. Kortwright, Lee Stennett, 
W. J. Berlo, and Fred E. Spencer, its 
general and special agents in the state, 
charging them with violations of the in- 
surance statutes, and asking that the li- 
censes of the company and of the agents 
named be cancelled and revoked. A 
hearing will be held Friday at Omaha, 
where Mr. Harris has his offices and 
where the state headquarters of the 
company are located. It is charged that 
as a general practice and upon numer- 
ous occasions, for the purpose of in- 
ducing people to make applications they 
have rebated. 





Sharp Increase in “Apps” 
Boosts Insurance Sales 








The Connecticut Mutual Life’s Sep- 
tember paid business increased 3.3 per- 
cent over September, 1932. The num- 
ber of paid-for applications increased 
15.4 percent. September paid business 
including guaranteed endowment annui- 
ties amounted to $6,957,707 and applica- 
tions totaled 1861. 

The decrease in business early in the 
year has been steadily cut down during 
recent months until it is now only 13.5 
percent below last year’s level, although 
the number of applications is 3.8 per- 
cent ahead. 

The single premium annuity business 
of the Connecticut Mutual has been 
showing substantial increases for the 
past three years and for the first nine 
months of 1933 was 222 percent ahead 
of last year. More than 50 percent of 
the Connecticut Mutual agencies showed 
gains in September. 

The San Antonio, Tex., Lincoln Na- 
tional Life general agency shows a 45 
percent increase in paid business for the 
first nine month. 

New annuity premiums of the Lin- 
coln National Life increased 31 percent 
for the first nine months of 1933. 

*x* * * 


The Detroit ordinary agency of the 
Prudential smashed all its records for a 
single day’s production. Starting at 7 
a. m. the staff of approximately 35 men 
rolled up a total of 131 new business ap- 


plications for $513,666, exclusive of 
group, wholesale and salary allotment 
cases written. The force gathered 


at midnight to receive final returns. Miss 
Wilson of the cashier's department was 
responsible for 26 applications. 
Hartwell Secretary of Peoples 


Maurice Hartwell, who for a number 


October 29 


ples Life of Frankfort, Ind., ha 

appointed secretary. Mr. Harty 
filling a vacancy caused by the ». 
nation of Don Trent, secretary y, 
became effective Oct. 14. He hag « 
mitted his resignation two weeks bei 


Missouri Legislature to 
Act on Insurance Matt 





JEFFERSON CITY, MO, 0g 
—In his message to the Missourj eg 
lature when it convened here jp " 
cial session on Oct. 17 Governor Py 
touched on needed laws to strengths 
the supervision of insuranc: compan 
to prevent so far as possible a reps! 
tion of the Missouri State Life collany 

His recommendations as to insuray 
laws followed the suggestions of Supe 
intendent O’Malley, including laws » 
quiring the registration of all life pol 
cies, authority for the superintenden 
insurance to conduct operating receive, 
ships for insurance companies, an act; 
permit insurance companies holding reg 
estate and mortgagors to insurance cop. 
panies to take advantage of the proj 
sions of the Home Loan Owners (yy. 
poration law. 


Ingalls Kimball Dies 

Ingalls Kimball, director of group » 
nuities of the Metropolitan Life, de 
at the company’s sanitarium at Mou 
McGregor, N. Y. Oct. 16. He was 3 
years old. Mr. Kimball was among th 
pioneers in the writing of industri 
pensions by life companies. He joined 
the Metropolitan in 1921 and four year 
later was made director of group per- 
sions. He wrote extensively on grow 
pension plans. 





Te 








Ben R. Hamilton, vice-president 

the Pyramid Life of Little Rock has 
been appointed head of the publicity and 
educational division for the community 








of years has been actuary for the Peo- 


chest campaign in Little Rock. 








PIONEER WOMAN - PIONEER COMPANY 





The NATIONAL LIFE INSURANCE COMPANY 
was one of the pioneer companies in establishing and 
developing mutual legal reserve life insurance in the 
United States. From the very beginning, for instance, 
83 years ago, the National insured women. Here, repro- 
duced from an old daguerreotype, is our first woman 
policyholder, Mrs. Laura Ann Peaslee Webster (and 
her son) insured in our first year of business, 1850. The 
National, too, was one of the pioneers in putting the 


insurance of women on the same rate basis as men. 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 
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dard Statistics Company Gets Con- 
tract for the Preparation of Se- 
curity Quotation Manual 
































NEW YORK, Oct. 19.—P rogress 
as achieved by the sub- committee of 
he committee on valuations of the Na- 
Konal Convention of Insurance Com- 
mittee at its meeting here, and a fur- 
er gain toward completion of the 
vork may be expected to result from 
he November gathering. The prepara- 
ion of the security quotation manual 
as again been entrusted to the Stand- 
ard Statistics Company of this city, 
which had the contract last year. As 
probably 90 percent of the manual is 
devoted to giving valuations of state 
and municipal bonds, it is highly essen- 
tial that a basis for their treatment 
be agreed upon at the earliest possible 
date. 

Municipal Bond Figures 


The values of primary municipal bond 
issues allowed by the National Conven- 
tion last year, it is recalled were almost 
identical with the prevailing market 
| quotations, and company men figure a 
like condition will obtain at the close 
Sof 1933. While life offices and frater- 
pnal institutions invest a considerable 
S percentage of their funds in state and 
) municipal bonds of first rank, casualty 


} and fire offices do so to a far lesser ex- 


F tent, their preference being to buy se- 
curities that can be quickly converted 
into cash. Life companies, on the other 
hand, anticipate no such condition and 
make their investments with a view to 
long holding. 


Medical Directors Elect 
Dr. Robert A. Fraser of the New York 


| Life is the new president of the Asso- 


ciation of Life Insurance Medical Di- 
rectors, having been elected at the an- 
nual meeting in Toronto. The first vice- 
president is Dr. Fred L. Wells, Equita- 
ble of Iowa, second vice-president, Dr. 
E. F. Russell, we Life of New York, 
secretary, Dr. E. Dewis, Prudential, 
treasurer, Dr. A. Oo Jimenis, Metropoli- 
tan, editor of the proceedings, Dr. S. B. 
Scholz, Jr., Penn Mutual. 

Consideration of the practical applica- 
tion of the electrocardiogram in life in- 
surance was an important feature of the 


Program. A paper on this subject was 
presented by Dr. H. E. B. Pardee of 
New York, prominent heart specialist. 
Among the other papers presented were 
those by Dr. Louis I. Dublin, Metro- 
politan Life, Dr. A. H. W. Caulfield of 
Toronto, Dr. Herbert Old, Provident 
Mutual, and Herbert Marks, Metro- 


politan. 





Mutual Life’s Tax Action 
Approved by Highest Court 








VASHINGTON, D. C., Oct. 19.— 
(ction of the Mutual Life of New York 
in charging off $4,398,251, representing 
the value of securities held by it in Aus- 
tria and seized by the Austrian govern- 
ment in 1917, in its income tax return 
for 1920 was approved by the United 
States Supreme Court Oct. 16 by its 
denial of a petition by the government 

a review of a decision of the second 

uit court of appeals. 

The deduction claimed by the com- 
pany in its 1920 return was disallowed 

the commissioner of internal revenue 
on the ground that Austrian rents given 

_ the government in return for the 
seized bonds did not constitute a bad 
debt but were still valid obligations the 
ss, if any, being due not to refusal or 


ibility to pay but to depreciation in 
' 


{ 








Connecticut Mutual’s 
Educational Director 
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Missouri State Life Still 
Target for Court Attack 





Three motions to set aside the order 
of Circuit Judge Hamilton of St. Louis 
forfeiting the Missouri State Life char- 
ter and directing its dissolution, follow- 
ing the sale of business and assets to 
the General American Life, were filed in 
the circuit court by counsel for a gen- 
eral creditor and attorneys for various 
policyholders. Attorneys for G. F. 
Paisley filed one motion. Mr. Paisley 
claims he holds a perpetual contract with 
the old International Life as general 
agent, has a suit for $750,000 pending 
against the Missouri State and Interna- 
tional Life for alleged breach of con- 
tract which was terminated by he Mis- 
souri State after it had reinsured the 
International in 1928. The jurisdiction 
of Judge Hamilton is questioned. 

Another motion was brought by 
Ephriam Caplan on behalf of himself 
and four policyholders. It challenges 
the judge’s right to issue the dissolution 
decree while a petition for a writ of cer- 
tiorari recently filed by Caplan seeking 
review of the proceedings under which 
the lower court approved the sale of the 
General American Life still is pending 
before the Missouri supreme court. 

A third motion was filed by Joseph 
Goodman, an attorney and policyholder 
of the Missouri State Life, asking that 
both the dissolution order and order ap- 
proving he sale to the General Ameri- 
can be set aside, both on the ground 
of lack of jurisdiction and alleged ille- 
gality of the sale. 

W. P. Tate, actuary of the Kentucky 
insurance department, is named receiver 
in Kentucky for the Missouri State Life 
on application of the insurance commis- 
sioner. S. M. Saufley, former insur- 
ance commissioner, was appointed re- 
ceiver for the same company by Judge 
Allen at Louisville. 

Circuit Judge Hamilton of St. Louis, 
acting on petition filed by Insurance Su- 
perintendent O'Malley, has entered an 
order forfeiting the state charter of the 
Missouri State Life and directing its 
dissolution. 















the dollar value of the unit of payment. | 


The 
States 


company appealed to the United 
board of tax appeals which re- 
versed the commissioners’ decision, its 
opinion being affirmed by the circuit 
court of appeals. 


J. F. Guinan has_been appointed su- 
serintendent of the Prudential at Malden, 

ass. He was formerly an inspector in 
Division C. He entered the ranks as an 
agent in Boston No. 1 in 192 
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Nylic Annuities 
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In order further to meet the demand for retirement in- 
comes among men who must also have protection for 
their families until their policies mature, the New York 
Life has just issued a new contract called the Annuity 


Endowment. 








This contract provides for an annuity of, say, $100 a 
month to start “automatically” at age 65 with an op- 
tion of $13,400 as a cash endowment in lieu thereof, 
and also provides guaranteed values in event of lapse. 
Provision is also made in this flexible contract for an- 
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nuities to begin at various optional ages. 






Insurance protection for beneficiaries is provided up to 
For a $100 monthly annuity, $10,000 or the 
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age 65. 
guaranteed cash value, whichever is greater, would be 
paid at death. The cash value would exceed $10,000 
in the later years of the contract. 















For women who want a retirement income without pro- 
tection for their families, there are retirement, accumu- 
For women who want 








lative and immediate annuities. 








a retirement income with protection for their families, 





there is a wide variety of endowment contracts with op- 
All New York Life endowment or 





tional annuities. 





life policies now being issued offer the insured an an- 





nuity under the optional methods of settlement. 










The New York Life agent is thus well-equipped with 
contracts to meet the growing popular demand for life 





incomes guaranteed by a strong, legal reserve life in- 





surance company. 
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National, U. S. A., 
Is Forced to Wall 


(CONTINUED FROM PAGE 2) 


over the company its portfolio was 
badly spotted. He, however, strength- 
ened it materially, got rid of the “cats 
and dogs” and really had investments 
of high order. Then like a number of 
other business men he reached far be- 
yond his depth and engulfed the Na- 
tional Life in investments of a character 
that should not have been made. It 
owns a site on North Michigan boule- 
vard in Chicago in the neighborhood of 
the Drake hotel, which has been un- 
remunerative. It owns the Michigan 
Mutual Life building in Detroit, hav- 
ing taken over that company some years 
ago. It has $2,362,968 farm mortgages 
and $13,220,916 other than farms. Its 
state bonds are $1,669,745, railroad 
$802,344, public utilities $668,869, mis- 
cellaneous $504,056. 

In the past it has been a profitable in- 


stitution. In 1920 it declared a cash 
dividend of 14 percent; in 1921, 20 per- 
cent; in 1922, 20 percent; in 1923, 50 | 


percent cash dividend and 100 percent | 


stock dividend; in 1924, 20 percent; 
1925, 25 percent; 1926, 25 percent; 1927, 


cash 30 percent and stock 100 percent; 








1928, 25 percent; 1929, 109 percent; 1930, 
50 percent. It declared no dividends in 
1931, 1932 or this year. It has borrowed 
extensively from the Reconstruction Fi- 
nance Corporation. Dividends paid to 
stockholders since organization amounts 
to stock $1,500,000 and cash $6,165,000. 
Its home office building site is carried 
at $3,000,000 and the Michigan Mutual 
building $996,760. 

Robert D. Lay, who for many years 
was vice-president and secretary, be- 
came president in 1926, succeeding Mr. 
Johnson, who then was made chairman 
of the board. Mr. Lay is regarded as 
a sagacious insurance executive. He 
started with the company in 1902, tak- 
ing a minor position. and gradually 
worked up through various departments 
to its head. 

Walter E. Webb, executive vice-presi- 
dent, has been head of the production 
department, and has made an excellent 
reputation in building up and develop- 
ing an agency plant. 

E. B. Moyer is secretary, he going 
with the company in 1900 and serving 
many years as assistant secretary and 
then assistant vice- president. 

Dr. W. A. Jaquith is vice- president 
and medical director; B. P. Sears, vice- 
| president and general counsel; H. L. 
McCourtie, vice-president, and E. R. 
Carter, actuary. 





The National Life was chartered by 
a special act of Congress July 25, 1868, 
and was reincorporated under the IlIli- 
nois law in 1904. In addition to the 
Michigan Mutual Life in its early days 
the National Life inherited the lowa 
Life, the Northwestern Life of Chicago 
and the National Life & Trust of Des- 
Moines. 

Insurance Superintendent Palmer 
hopes that within 30 days something can 
be done toward taking over the com- 
pany, either through purchase by some 
other company or by some plan so that 
the smallest amount of loss will fol- 
low. The capital and surplus naturally 
are all wiped out and the reserves are 
impaired, possibly about 25 percent or 
more. A movement is on hand to or- 
ganize a new company to take over the 
assets and the business, following the 
plan adopted by the Missouri State Life. 
Mr. Palmer in a statement said: 

“In order to conserve the assets of 
the National Life U. S. A. for the bene- 
fit of policyholders and with the inten- 
tion of effecting a prompt reinsurance 


of the business, the insurance depart- 
ment, . while it will be necessary 
to place a temporary lien upon the 
reserves of the company has every 
confidence that a reorganization or 
reinsurance will be effected  with- 
out undue delay so that the best in- 








Strong 
Aggressive 


HE Great American Life Insurance Company 
is proud of its youth, proud of its unusual 
financial strength and proud of its record of 
aggressive achievement during the past three 
years. 


Inquire about our liberal agency contract and 
modern line of up to date policies. 
available to progressive agents in Texas, Colo- 
rado, Louisiana, Idaho, and North Dakota. 


Capital and Surplus now in excess of $500,000.00. 


THE GREAT AMERICAN LIFE INSURANCE CO. 


: Old Line 


HOME OFFICE: SAN ANTONIO, TEXAS 



































Chas. E. Becker, President 


Legal Reserve 


Territory 


terest of the policyholders wil! be iy 
protected and they will sui 
timate loss. The receiversh 
and all proposals to rehabi 
ganize or reinsure the busin 
sets of this company will at 
be under the direct supervis 
department of insurance.” 
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Joint Actuarial Meeting 
on This Week in Chicago 


(CONTINUED FROM PAGE 1) 


modity prices. There was a wide fluc- 
tuation in 1931 in the market for LU. S 
Treasury 4%s maturing in 1952, there 
being a decline of some 15 points in a 
short time near the end of the year. 

Uncontrolled inflation in German) 
made valueless a large proportion ot 
assets of institutions, including life in- 
surance. It became necessary to com- 
promise, there being great loss to pol- 
icyholders. One company offered en 
dowments at 85 purchasable by about 
17 percent of the nominal values 

policies. After the adjustment there was 
approximately a billion insurance in 
force. Need for more insurance due t 
depreciation was stressed, and amount 
in force increased 50 percent in the next 
year and 40 percent the succeeding year 
At present there is about as much in 
force as before the inflation occurred 
President J. S. Thompson of the so- 
ciety, vice-president Mutual Benefit, 
read his presidential address Wednes- 








day afternoon. It is presented in part 
elsewhere in this issue. 
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formed of the receivership action jn oy apital V 
cago involving the National Life, | f oblig 
A., Commissioner Gauss said that an, nean no 
cillary receivership would undoubte covery | 
be asked immediately in Michigan, life bus! 


will be 


department, however, relative to gjitrue. 
company’s financial status and officy i 
of the National Life had informed , J “| 
department that the company’s qa —.. 
position had recently been improved \ fe nai * 
more than $900,000. The receivers) "8 - 
is expected to have far-reaching fev.fin the sis 
berations in Michigan because of aorta 
fact that this company purchased the p maxim 
old Michigan Mutual Life of Detrjmy Sn'#®: 
which had built up a good business ; follow! 
this state. mn ' 
Its license in Washington and Wj ane 
consin was recently cancelled, were 
si tions, 
° ° operate 
Big Week for Life Agency J were 
. ore 
Executives Being Plannd§ ™.. 
conn forecl« 
(CONTINUED FROM PAGE 1) acquis 
his company. The agency officers’ a in ve 
sociations two most important activi. _ 
ties are financial independence week an} ™° am 
the work of the committee on replaced my 
business. H. M. Holderness, Connect: Diff 
cut Mutual, will report on the first topi WAY 
and Vice-President F. L. Jones, Equ- inves’ 
table of New York, on the second. Vice make 
President D. G. Hunter, Phoenix Mo. the r 
tual Life, will explain the need for home actua 
office leadership at this particular time rears 
Vice-President R. H. Rice, Jr., Nationa picio 
Fidelity Life, will tell how his compan be f 
keeps its men at work. President J. A calct 
Fulton, Home Life of New York, wi an 
be the last speaker. but 
H. E. Aldrich, Equitable of Iowa; ( men! 
D. Devlin, Confederation Life; L. ] tions 
Dougherty, Guaranty Life; H. \W deed 
Manning, Great West Life, and J. A of tl 
Reynolds, Detroit Life, members of th com 
board of bureau retire this year, their of « 
terms expiring. that 
Guy C. Smith, general sales manager ceed 
eastern division of Libby, McNeill & the 
Libby, will speak on “Selective Selling “ 
at the Wednesday afternoon session. He con 
was formerly sales and advertising coun- rate 
sel, and director of research for his com- suc 
pany, and professor of economics at the onl 
University of New Hampshire. He will fav 
precede James A. Fulton on the pro- wa! 
gram. pre 
aeanane nen tail 
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hompson Speaks 
of Panic Effects 





(CONTINUED FROM PAGE 1) 
earlier depressions. The behaviour 
investments will have a most 
bearing upon our profits for 
number of years. Conditions which 
promote the payment of interest and 
iapit tal when due and the reinstatement 
obligati now in difficulty, will 
ae nothing else but fairly general re- 
covery and both the acquisition of new 
life business and the conservation of old 
Bwill be pro noted. The reverse is also 


; true. 


4 our 
3 portant 


ns 


Speaks of Mortgage Loans 


nection with the future of 
loans, it may be worth record- 
following the panic of 1873, 
sure account of one well- 
company did not reach a 
either absolutely or as a per- 


“In 
Bp mortgag 
Sing that, 
Sthe fore 
established 
) maximum 


col 


eS ae 


‘centage of ledger assets until 1881 and 
following the panic of 1893, the maxi- 
was not reached until 1899. At 


mum : : } 
each of those times the influences which 


were tending to restore normal condi- 
tions, if such influences may be said to 
operate from the onset of a depression, 
were obliged to operate for six years 
before striking deep enough into the 
economic structure to make the sales of 
foreclosed real estate exceed the new 
acquisitions. It was several years later 
in each case before the volume of fore- 
closed real estate had been reduced to 
modest proportions. This experience 
ay be repeated with variations. 


Difficult to Compute Interest Rate 


“Again, the present state of mortgage 
investments and bond _ investments 
makes it exceedingly difficult to compute 
the rate of interest which a company is 


actually earning. Not all interest in ar- 
rears need be looked upon with sus- 
picion but much of it cannot properly 
be regarded as an asset. Hence the 
calculation of an earned rate is not only 
a mathematical process involving facts 
but an economic one involving judg- 
ment in the appraisal of current condi- 
tions. It would be a bold prophet in- 
deed who would attempt any forecast 


of the net rate earned, even within the 
coming year. But it would be the course 
of caution to proceed on the assumption 
that the next year’s rate would not ex- 
ceed that actually received in cash at 
the present time. 

“One thing, however, is clear. Life 
companies have earned in earlier times 
rates as low as those now current and 
such rates have proved to be temporary 
only. And with the return of more 
favorable net earnings have come al- 
ways greater levels of achievement and 
prosperity than those previously at- 
tained.” 





$100-a-Month-for-a- Year 
Income Plan Going Well 





Sale in the Travelers’ organization of 
units of $100-a-month income for a year, 
payable to a named beneficiary, with the 
purpose of making specific provision for 
readjustment following the policyholder’s 
death, has been unsually large. The 
Travelers has issued 3,000 of these con- 
tracts in the last few weeks, and 5,000 


have been written. This arrangement 
made possible through the limited in- 
Stallments settlement option in the regu- 
lar ordinary policies. 


Other companies are employing the 
Same arrangement and also have had 
good results. The Travelers, huwever, 
has copyrighted a binder form which 
facilitates sales of additional units. One 
oi the blanks may be executed upon de- 


livery of the first amount applied for. 
This entitled the applicant to take an- 
ot units any time within 90 days 
without additional examinations, rather 


than the usual 60-day limit. As each 
unit delivered another binder may 


1s 


the applicant to build up a substantial 
amount over a short period. 

Each unit of approximately $1,180 in- 
surance means $100 a month to bene- 
ficiary for a year, or nearly $10 a month 
at retirement age of insured, for liie. 
The presentation is purely on this basis. 
The Travelers also is applying the 
form to salary allotment insurance, lim- 
its being $1,000 to $15,000. This 
sued on non-medical basis. The rule 
to monthly minimum premium of $2.50 
required has been modified as applying 
to the $100,-month for a year form, the 
minimum premium permitted being that 


is is- 


as 





applying to one unit. In the special na- 
tional campaign on this contract 73 
percent of persons applying for it never 


before had insurance in the Travelers 
Most of them buy higher premium 
forms. It is reported 58 percent of sales 
on the form are secured on first inter- 
view and three-quarters of the appli- 
cants ask for retirement income con- 
tracts 


Bloxham Addresses Agents 


More than 300 agents and brokers of 
the Chicago branch of the Travelers’ 


life department, managed by B. Dud- 
ley, attended a meeting Tuesday at 
which D. J. Bloxham, supervisor of 
agency field service in the home office, 
explained the $100-a-month for a year 
plan which the company is pushing on 
a national basis. 


New Rules in North Dakota 
Commissioner of North Da- 
kota has promulgated policy loan and 
surrender rules identical with the model 
adopted by the commissioners at Chi- 
cago. This is a liberalization of the pre- 
vious North Dakota rules. 
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SOME OF THE MANY LETTERS WE HAVE RECEIVED ON OUR 
NEW AND EFFECTIVE PLANNED ESTATE IDEA- 
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Are We Headed Toward Federal Control? 


REGARDLEss of the opinion of insurance 
people and notwithstanding that many 
are refusing to note the signs in the 
heavens, there is a definite trend toward 
some form of federal regulation of in- 
surance. This is coming by gradual 
steps and not by a single bound. That 
makes the movement all the more subtle 
and unnoticed. With the concentration 
of vast power in Washington, the tre- 
mendous machinery being built there, 
with all the roads leading to the seat of 
federal government, eventually insur- 
ance, in spite of itself, will be subjected 
to some form of regulation by the na- 
tional hand. We should not shut our 
eyes to the possibility. 


In our opinion the insurance business 
is losing an opportunity in not endeavor- 
ing to shape the trend which this regu- 
lation may take. We are letting things 
slide, hoping for the best, resting on 
the U. S. Supreme court dictum in Paul 
vs. Virginia and hoping that out of the 
turmoil state sovereignty will be pre- 
served at least as far as insurance super- 
vision is concerned. The _ insurance 
people have the opportunity in watching 
the currents and lending a hand in steer- 
ing the boat. Unless this is done we may 
wake up from a long sleep some day and 
find the federal government has gradu- 
ally assumed much control over insur- 
ance administration. 


Farm Credit Loans 


WHILE a press dispatch from Washing- 
ton states that the farm credit adminis- 
tration is issuing farm mortgage loans 
at the rate of $1,000,000 a day life com- 
panies report that they have not yet 
commenced to notice these loans in sub- 
stitution for their own, appreciably. The 
statement is made that there are already 
on file with the 12 federai land banks 
requests for $800,000,000 in farm loans 
and that new ones are pouring in daily. 
Land bank staffs have been doubled in 
some instances to keep up with the de- 
mand for government loans at 4% per- 
cent interest. The staff of appraisers 
is increasing steadily and more than 
2,100 of them are now on the job 
throughout the country. 

The difficulty of the farm credit ad- 
ministration is that most of the 
sought are more or less distress cases 
and therefore require unusual investi- 
gation and appraisement. The govern- 
ment will loan 75 percent of the ap- 
praised value at 4% percent and the ap- 


loans 


praisal is supposed to be on the basis 
of values of 1909-14 but reports are that 
government appraisers appear to be us- 
ing present day values rather than those 
of 1909-14. However, present values 
are increasing steadily and will prob- 
ably reach the earlier standard. 

One farm loan company estimates 
that perhaps 10 or 12 percent of its 
farm mortgages are likely to be replaced 
by government loans, or at least that 
applications for government loans will 
be filed in that percentage of the cases. 

The life companies not only expect to 
clear up many of their loans which are 
not in first class condition through the 
acceptance by the owner of the govern- 
ment’s loan at lower interest but also 
decided strengthening in the 
for farms well farm 
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the farm loan plan. 


Effect of Cheerful Spirit 


Dr. W. A. GRANVILLE of the WASHING- 
TON NATIONAL of Chicago makes this ob- 
servation: 

“If people would whistle more and 
whine less; hustle more and holler less; 
work more and worry less; boost more 


and beef less; give more and grab less, 
business would be better darn fast.” 

There is a vast amount of good sense, 
sound judgment concentrated in this 
homely bit of philosophy. It is worthy 
of pasting in one’s hat. 





Walt Tower, managing director of the 
Chicago Association of Life Underwrit- 
ers is “resting up” from the ardours of 
his labors on local arrangements for the 
National association meeting in Chicago 
by going on a strenuous hunting trip in 
Canadian wilds. He, with several neigh- 
bors of his home sector, started out by 
car, transferred to an airplane some 
place in Canada, and completed the 
journey by canoe. 


Herman L. Ekern, former Wisconsin 
insurance commissioner and _ counsel 
for insurance companies, has returned 
from several weeks abroad with Mrs. 
Ekern and their daughter, Dorothy. 
They visited Mr. Ekern’s birthplace at 
Biri, Norway, and the home district of 
Mrs. Ekern’s parents at Sonngord, Nor- 
way. While in Norway, Mr. Ekern was 
presented to King Haakon. 


A. G. Derr, New Jersey general agent 
of the Aetna Life with headquarters in 
Newark, is laid up in a Philadelphia 
hospital suffering from a serious case 
of blood poisoning, Several weeks ago 
he fell through the steps at the rear of 
his home, scraping his right leg se- 
verely. He applied home remedies and 
thought nothing more about it. Later, 
while in Philadelphia, he collapsed on 
the street and was rushed to the hos- 
pital, where he was operated on imme- 
diately. He will be confined to the hos- 
pital for several weeks. 

George N. Ayres, president Central 
Life of Des Moines, accompanied by 
Mrs. Ayres, has been spending the two 
weeks in Los Angeles on an automobile 
trip to southern California. He visited 
the company’s agency in charge of A. 
B. Olson, general agent. 


President Walter LeMar Talbot of 
the Fidelity Mutual is on a trip to the 
Pacific Coast visiting agencies in Spo- 
kane, Seattle, Portland, San Francisco 
and Los Angeles, returning to Phila- 
delphia on Nov. 20. He is also visiting 
Detroit. 

Frederick Faulkner, superintendent of 
field service for the California-Western 
States Life is educational and publicity 
director of the Sacramento community 
chest drive. He is sponsoring a series 
of 16 radio programs over a local sta- 
tion and has also organized a speakers 
bureau. 

R. P. Banks, Denver general agent of 
the Penn Mutual, is in a hospital in 
serious condition following an automo- 
bile accident in which his car went off 
a shelf road, overturning twice as it 
rolled down the mountain side and 
landed against a huge boulder. Mr. 
Banks’ collar bone was fractured and 
his shoulder pulverized, and he is being 
kept under an oxygen tent to avert 
pneumonia. Mrs, Banks suffered head 
injuries and lacerations. 

The Cincinnati Life Underwriters As- 
sociation gave a testimonial luncheon 
this week in honor of the newly elected 
president, C, Vivian Anderson of that 
city. Jack Lauer, president of the or- 
ganization, presided. 

All the officers and trustees of the 
National Association of Life Underwrit- 
ers and the Ohio state association were 
invited. Many notables were asked to 
be present. The home office officials of 
Cincinnati were included in the list. John 
L. Shuff of the Union Central, former 
National association president, was one 
of the guests. 


Myrtie Hatcher, woman agent in Ken- 
tucky for the Kansas City Life who 
only recently signed her contract, wrote 
34 $1,000 applications recently in one 
day. The applications, on the ordinary 
life plan, were written on a group 


of 





young men who were just ZOIN out q 
a C. C. C. reforestation project. 


G. C. Holmberg, tr treasurer N orthwey, 
ern National Life, plans to visit St. Loy, 
this month to study the possibilities : i 


making loans on St. Louis real estate 


Phinehas Prouty, Jr., leading produce 
in the J. W. Yates general agency of thy 
Massachusetts Mutual in Los Angels 
and chairman membership committy 
Los Angeles Association of Life Under 
writers, announces the advent of July 
Duncan Prouty, the Proutys’ third child 
weight seven pounds. 


President B. F. Bushman of the Fed. 
eral Reserve Life of Kansas City, Kan 
was stricken with an acute attack of ap. 


pendicitis Thursday of last week an 
taken to St. Luke’s hospital in Kans 
City, Mo. He is now resting comfort. 
ably. 


M. A. Linton, president of the Provi- 
dent Mutual Life, is a commuter be. 
tween Philadelphia and Chicago. He 
started by attending the annual meeting 
of the National Association of Life Un. 
derwriters in Chicago and addressing 
the managers and general agents section 
of that meeting. He was back in Chi- 
cago last week for the annual meeting 
of the American Life Convention, a 
which he also delivered an address. This 
week he is again in Chicago for the 
joint meeting of the American Institute 
of Actuaries and the Actuarial Society 
of America and is participating in the 
discussion. Next week he will return 
to Chicago for the joint meeting of the 
Association of Life Agency Officers and 
the Life Insurance Sales Research Bu- 
reau, he being chairman of the executive 
committee of the bureau. 


The General American Life of St. Louis, 
which recently took over all business of 
the Missouri State Life, has been licensed 
to write life, health and accident insur- 
ance in Arkansas. Carroll Thomas of 








Little Rock continues as general agent 
for Arkansas. 





At the Convention 











FRANK P. MANLY 


Frank P. Manly, president of the In- 
dianapolis Life, attended the Century of 
Progress convention of his company in 
Chicago this week. Last week Mr. 
Manly attended the annual meeting of 
the American Life Convention, he being 
a member of the executive committee, 
being reelected at the meeting for an- 
other two-year term. Mr. Manly was 
formerly an agent in Chicago, carrying 
a rate book for the Equitable Life of 
New York. 


Piinois | 





Bloans, 





ctober 





eceiV 


St 


a Receii 


rought 
Att 









dario st! 


minati 


jown ! 


dispute 


it repor 
500, ne 
8s 158,61. 

2199.16 
§$192,16 







Joans, 





ferred 
The 
Builde 
name | 
Brish 1s 
and be 
pHe we 
Roebu 
b secret 
treasu 
C, St 
of the 
It rep 
536,48 
ance 


busi! 










Olng 
Ps Out 
ect. 7 
N, Tthwey, 
Sit St, Loni 
SS1Dilities P 
eal estate 


NE produce 
Bency of the 
OS Angely 
COMmMitte 
~lte Under. 
pnt of ul 
third Bi 


of the Fed. 
City, Kan, 
ttack of ap. 
| Week an 
| in Kansas 
1g Comfort. 


the Proyj. 
imuter pe. 
cago. He 
al meeting 
f Life Un. 
addressing 
nts section 
ck in Chi. 
i! meeting 
ention, at 
ress, This 
0 for the 
| Institute 
il Society 
1g in the 
ill return 
ng of the 
icers and 
arch By- 
executive 













business 


hctober 20, 1933 


LIFE INSURANCE EDITION 

















NEWS OF THE COMPANIES 





eeivership Being Sought 


sis Insurance Department Finds the 
State Life of Illinois Is in 
Bad Shape 








Receivership proceedings have been 
rought in the superior court at Chicago 
. Attorney-General Kerner for the 
tate Life of Chicago at the request 
i the insurance department. The State 
fe has its head office at 167 East On- 
ario street, Chicago. Following an ex- 
mination Superintendent Palmer cut 

m its assets. 
fisputed by officers. On Dec. 31 last 
Bt reported assets $485,259, capital $137,- 
o0, net surplus $27,794. Of its assets 
$158,615 or 33 percent are in real estate, 
192,162 or 40 percent in mortgage 
Hoans, $45,889 or 10 percent in policy 
loans, $12,290 bonds and $20,000 pre- 


Sierred stock. 


The company began business as the 
Builders Mutual Life, April 1, 1925. Its 
name was changed in 1927. E. S. Par- 
rish is the largest individual stockholder 
and became president in February, 1931. 
He was formerly connected with Sears, 
Roebuck & Co. J. O. Karstrom, its 


‘secretary, was formerly secretary and 


treasurer of the American Bankers. A. 
C. Stockton, the treasurer, is president 


‘of the American Wurtizilite Company. 
‘It reported at the close of the year $7,- 
' 536485 insurance in force. 


The insur- 
ance department is said to have placed 
a value of $200,000 on its home office 


building at St. Clair and Ontario streets, 
while the company claims that it is 


worth considerably more. 





The Northland Life, organized at 
Duluth in 1920, has amended its charter 
to make St. Paul its principal place of 


| 


| 
| 





Form Field Research Division 


G. D. Davis, Brother of Penn Mutual 
Vice-president, Appointed Man- 
ager by Company 








A field research division whose pur- 
pose is to develop a new and compre- 
hensive sales help service in the under- 
writing department has been established 
by Vice-president Westfall of the Penn 
Mutual, All applications will be scanned 
for the discovery of methods of cover- 
age in unusual cases, and those which 


The valuations were | it is believed would be helpful by recital 


to general agents and special agents will 
be dispatched to the field. The studies 
of underwriting experiences, it is be- 
lieved, will be instructive to men in the 
field and will enhance expertness of 
Penn Mutual representatives. 

G. D. Davis, well seasoned in sales 
promotion and in the agent’s daily rou- 
tine, through his management of the 
Denver agency, in association with his 
brother, now Vice-president F. H. 
Davis, and later as a unit manager in 
the J. A. Stevenson agency in Phila- 
delphia, has been appointed manager. 


Substantial Surplus Addition 
Is Made by New York Life 








Total income of the New York Life 
in the first nine months of 1933 ex- 
ceeded total disbursements by $43,133,- 
000. This amount has been added to 
ledger assets, President T. A. Buckner 
states. Total income aggregated $277,- 
990,000, and disbursements $234,857,000, 
including $188,870,000 paid to policy- 
holders and beneficiaries, and $45,987,- 


It has about $250,000 in force. } 000 covering payment of trust funds, '! 























OCTOBER 
DATO ...+ 


JULIAN PRICE, President 


®\n October we are conducting 
our Annual Reinstatement 
"check-up." 


This is a service rendered to all 
Jefferson Standard Represen- 
tatives. 


A. R. PERKINS, Agency Manager 


JEFFERSON STANDARD LIFE 


INSURANCE COMPANY 
GREENSBORO, NORTH CAROLINA 
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dividends, deposits, reinsurance, taxes | $600,000 reserve on Kansas policies. | company nor its receivers are entitled ' surance company was not represents 
and other expenses, Messrs. Hodgins and Smith were named | to the possession of the securities. jand the judgment was by defay; 


During the nine months total income 
averaged $1,235,000 a business day and 
included $196,773,000 premium income 
and $63,898,000 interest and rent re- 
ceived. New investments made during 
the first nine months exceeded $46,300,- 
000. 





Kansas Receivers File Suit 
for Royal Union Reserves 





TOPEKA, KAN., Oct. 19.—A suit has 
been filed in the United States district court 
for Kansas by Sam Hodgins and John 
Smith, ancillary receivers for the Royal 
Union Life to compel Commissioner C. 
F, Hobbs to turn over to them the 


ancillary receivers for Kansas by Judge 
John C. Pollock. 

The original deposit of securities was 
made by the Great State Life of Kan- 





sas which was reinsured in 1924 by the 
Royal Union Life. The statute which 
requires the deposit provides that the 
securities must remain on deposit so 
long as the policies are in force. The 
commissioner states that these securi- 
ties are deposited with the state as 
pledges behind the policies. He con- 
tends he would be derelict in his duty if 
he permitted these securities, deposited 
to secure the policyholders of the old 
Great State Life, to be administered by 
the general ancillary receivers of the 
Royal Union Life and that neither that 








before eight. 


efficiency. 


tion is unnecessary for ‘there 


SAINT LOUIS 





Wurat Is THE MATTER 
WITH Mr. PENNYFEATHER 





R. PENNYFEATHER is a live wire agent. He takes a 
cold bath at six every morning and makes his first call 
Just look at his back muscles. 
prospecting than a gold miner in the Klondike. Yet policy-itus 
(poor selection of policy contracts) is cutting down his sales 


- If Pennyfeather had a selection of varied and unique pol- 
icy contracts as well as the good old standbys he would turn 
more prospects into contented clients. His regrettable situa- 


every need. Policies for men, 
day to 65 years, par and non-par, standard and sub-standard. 


Mr. Pennyfeather will find out all about this 
when he reads his copy of “Field Features.” We'll 
wager it will cure him of policy-itus in short order. 
Maybe you would like to have a copy too. 


CENTRAL STATES 


LIFE INSURANCE COMPANY 


» 


Always a 
Super- 
Salesman 


—Yet He Has 
Policy-itus! 


He does more 


is a Central States policy for 
women and children from one 


GEORGE GRAHAM, Pres. 

















BUFFALO MUTUAL LIFE INSURANCE COMPANY* 


OPPORTUNITIES... : 


in the states of New York and Ohio. Now growing faster than at any time 
during our 61 years. If you would like to grow wi 
with details of your experience to: E. PARKER WAGGONER, Supt. of Agents. 








Me. ; 


BUFFALO. NW. 


us, write in confidence 








, ago as an agent. 





The bill of complaint contains charges 
that Mr. Hobbs permitted the Royal 
Union Life to withdraw $169,000 of 
valuable securities and substitute there- 
for others of doubtful value. Mr. 
Hobbs states that the records of his 
office show that no securities whatever 
have been deposited by the Royal Un- 
ion Life or by anyone on its behalf, 
since June, 1931. Mr. Hobbs states 
that it is true that some mortgages have 


been withdrawn, but that in nearly 
every case they were due and presum- 
ably paid. 


It is charged in the complaint that 


Mr. Hobbs has not aided the plaintiff | 


ancillary receivers in checking up the 
standing of the deposits and the liabil- 
ity to make deposits, but Mr. Hobbs 
says that they have had access to the 
original securities, and also to all of 
the records in his office, except the re- 
port of the examiners who made an ex- 
amination, together with examiners of 
three or four other states, which report 
was received from the superintendent of 
insurance of Lowa stamped “Not a pub- 
lic record,” and which under the stat- 
utes of Kansas cannot be made public 
at this time. 

The primary receivers, L. H. Andrew 
and E. W. Clark, have expressed their 
wish that these securities be not turned 
over to the ancillary receivers who are 
plaintiffs in this action. 





Guarantee Reserve Life Is 
Organized in Indianapolis 





INDIANAPOLIS, Oct. 19.—Organi- 
zation of the Guarantee Reserve Life of 
Indianapolis has been completed. Offices 
have been established in the Meridian 
Life building. All forms of life insur- 
ance will be written on a legal reserve 
basis. 

Officials are: D. G. Campbell, presi- 
dent; H. E. Munn, vice-president; David 
Harris, secretary; Dr. B. R. Quinn, 
treasurer. C. C. Wysong, former In- 
diana insurance commissioner, is gen- 
eral counsel and H. C. Marvin is 
actuary. 





Judgment on Asset Sale 


J. T. Wilcox and H. F. Haggard were 
given judgment for $30,000 by Judge C. 
Jasper Bell in the Independence, Kan., 
division of the circuit court against the 
Bank Savings Life of Kansas. The in- 


Messrs. Wilcox and Haggard set fon 
that they had an oral contract with 5 
H. Lupton, president of the compay 
to the effect that they were to recejy 
$30,000 if they made sale of the assets 9 
the company. They asserted they oj 
the assets in June to J. N. Mitche 
Columbia, Mo., and that the contra: 
was not fulfilled. 


New Texas Companies 
DALLAS, TEX., Oct. 


Texas State Life is being organize 
here, on a legal reserve basis with , 
capital stock of $100,000 and a surply 
of $25,000. It plans to begin writing 
business around Nov. 1. 

At first the company will specialize 
in a convertible term contract at a low 
premium rate. It will write non-medj- 
cal contracts up to $5,000. Home offices 
will be in the Gulf States building, 
Officers are S. J. Haughton, Jr., presi. 
dent; A. A. Allen, secretary; William 
Madden Hill, vice-president and gen. 
eral attorney, and W. C. McCord, ac. 
tuary. 

The company also has a permit to 
organize the Texas State Mutual and is 
receiving applications for insurance in 
this concern. It is understood the mr- 
tual will be officered by the same men. 


19.—The 





Tax on Home Life Business 


Commissioner U, A. Gentry and At- 
torney-General H. L. Norwood of Ar- 
kansas have notified the Central States 
Life that payment of the 2% percent 
gross premium tax on business of the 
former Home Life of Arkansas will be 
expected, the tax amounting to $30,000 
during the past two years. The Central 
States Life contends that since the 
Home Life as a domestic corporation 
was exempt from the tax, premiums col- 
lected on its policies should be also 
exempt. 

Mr. Norwood ruled that the tax is 
payable by foreign companies receiving 
premiums from domestic companies 
under reinsurance agreements, or on 
policies issued by a domestic company 


which has been reinsured in its en- 
tirety. The Central States Life took 
over the business of the Home Life 
after its failure early in 1931. 
According to James Forbes, claims su- 
perintendent of the Great-West Life, 


death claims for the eight months ending 
Aug. 31 show a decrease of 9 percent 
as compared with the same period last 








year. 








LIFE AGENCY CHANGES 


—_ | 





Lipe Goes to San Francisco 





Former General Agent Peoria Life 
Takes Important Post for the 
Oregon Mutual Life 





W. D. Lipe has been appointed man- 
ager of the San Francisco agency of 
the Oregon Mutual Life. He began his 
life insurance career in Illinois 23 years 
After working in this 
capacity for a number of years he 
undertook some _ special organization 
work, the success of which so much at- 
tracted the attention of the home of his 
company that later he was appointed 
superintendent of agencies. 

The desire to build an agency of his 
own caused him to resign his position 
as a home office official to become gen- 
eral agent in Chicago for the Peoria 
Life. He has spent considerable time 
recently in the home office of the Ore- 
gon Mutual in Portland, familiarizing 
himself with its methods and training 
program for new agents. 


L. E. Throgmorton, for the past six 
years at Little Rock, Ark., with the Gor- 
don H. Campbell general agency of the 





Aetna Life, has been appointed its as- 
sociate general agent at Shreveport, La. | 


Roach Moves to Cleveland 


Has Made a Success in Developing an 
Ohio Agency for the American 
Central 








Pau! H. 
Roach, district 
superintendent 
in charge of an 
Ohio agency for 
the American 
Central Life, has 
moved his head- 
quarters from 
the home office 
in Indianapolis 
to Cleveland. 
Under his direc- 
tion, the agency 
climbed into sec- 
ond place _ for 
the entire field 
on the basis of 
paid business for 
the year to date. 
He joined the 
American Central as a clerk in the home 
office agency department October, 1921. 
Then he contracted as a part-time pro- 
ducer during the summer of 1929, and in 





P. H. ROACH 
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February, 1930, he started to give all 
his time to production. His promotion 


led to a district superintendency in May, 


1931 
Works Named General Agent 


Agency Director of Penn Mutual in 
New York Succeeds Fischers 
in St. Louis 


Vice-president F. H. Davis, Penn 
Mutual Life, announces advancement of 
Pp. O. Works, agency director in the 
R. G. Engelsman agency, New York 
City, to general agent in St. Louis. Mr. 





PHILIP 0. WORKS 


Works has had 13 years of insurance 
experience, starting in 1920 in the health 
and accident branch, followed by two 
years of automobile insurance work in 


Canada. After real estate experience 
in Orlando, Fla., followed by another 
insurance connection Mr. Works went 


with the Engelsman agency in 1928 as 
solicitor, and three months later he was 
made supervisor. 

In 1930 he was promoted to agency 
director, in charge of recruiting, train- 
ing and general supervision of agents. 
His personal production has more than 
qualified him for the annual agency con- 


ventions. He was a graduate of the 
company’s first agency-building school. 
Mr. Works collaborated with Mr. 


Engelsman in writing “The Engelsman 
Plan of New Organization.” He has 
been active in the New York City Life 
Underwriters Association, having been 
on the membership committee and a 
district chairman. 

Some time ago Ira Fischer, member 
of the St. Louis general agency firm, 
with lrew to devote himself to personal 
production, and Ralph Fischer was 
placed in charge of the organization. 
Both brothers, as members of the 
agency, now are producing agents. 


Secures Number of New Men 


American National of Galveston An- 
nounces the Appointment of 
Several General Agents 


Vice-President E. L. Roberts of the 
American National of Galveston, an- 
nounces a number of appointments as 
Managers and general agents for the 
ordinary department: 

Vill T. Brown, who has been for a 
number of years manager of the Mar- 
ion W. Rich agency for the Missouri 
State Life at Columbia, S. C., has been 
appointed state manager for the Amer- 
ican National with headquarters at Co- 
‘umbia, S, C. Mr. Brown is bringing 
to the American National a number of 
desirable agents. 

\\. H. Braselton of Paris, Texas, will 
represent the American National as gen- 
eral agent in that territory. Mr. Brasel- 





ton has for a number of years been one 
of the leading producers for the Mis- 
souri State Life. 

John Quincy Adams has been ap- 
pointed general agent for Colorado with 
headquarters at Pueblo. He has been 
for a number of years representing the 
Missouri State Life in Pueblo and has 
been one of its dependable producers. 

R. M. Shaw, who has been for a 
number of years general agent for the 


Missouri State Life at Waco, Texas, 
will represent the American National 
as general agent there. 

J. Tom Dannel, formerly general 
agent for the Missouri State Life at 


Albuquerque, N. M., will represent the 
American National as general agent for 
New Mexico with headquarters at Al- 
buquerque. 

Oscar Wingeld of Birmingham, Ala., 
has been appointed manager for the 
American National in that territory. 
He has been for a number of years a 
member of the Quarter Million Dollar 
Club of the Missouri State Life. Mr. 
Winfield will have associated with him 
several of the former Missouri State’s 
producers in that territory. 

Tom P. Stephens, formerly assistant 
manager of the Dallas office of the Mis- 
souri State Life has been appointed 
manager for the American National in 
Dallas. Mr. Stephens has been success- 
ful in agency work in Dallas. 

S. U. Hardie of Florence, Ala., 
been appointed general agent for the 
American National at that point. Mr. 
Hardie spent several years doing per- 
sonal production for the Aetna Life in 
the Muscle Shoals district of Alabama. 
Later he opened Oklahoma for an Ala- 
bama company. 

>. M. Leckie is representing the 
American National as general agent for 
Oregon with headquarters at Portland. 
He was formerly general agent at Port- 
land for the Continental Casualty and 
the Continental Assurance. 


has 





Caperton to State Mutual 





Well Known Detroit Man Takes Charge 
of the Wrenn Agency in 
Chicago 





Joe S. Caperton of Detroit, manager 
of the Phoenix Mutual Life in that city, 
has been appointed general agent of the 
State Mutual Life in Chicago to take 
charge of the old Everts Wrenn agency. 
Vice-President Stephen Ireland from 
the head office is this week meeting 
Mr. Caperton in Chicago. The appoint- 
ment is a very happy one as Mr. Caper- 
ton has been anxious to become located 
in Chicago. He was formerly superin- 
tendent of agents of the Indianapolis 
Life at its head office and won distinc- 
tion by his organizing ability. He went 
to Detroit for the Phoenix Mutual and 
as a general agent he has acquired dis- 
tinction. He will take charge of the 
Chicago agency about the middle of No- 
vember. Before going with the Indian- 
apolis Life he was salesman for a drug 
company. He started with a rate book, 
became assistant agency superintendent 
and then superintendent. 

Floyd Wilson, who has been acting 
manager of the agency since the death 
of Everts Wrenn, will remain with the 
State Mutual either in Chicago or will 
take a general agency in some other city. 
He has been with the agency for two 
years and during that time has devel- 
oped rapidly in the business. The State 
Mutual holds him in very high regard. 

Pan American Life 

Ted M. Simmons, manager United 
States agencies of the Pan-American 
Life, announces appointment of seven 
district managers: E. licks, Sem- 
inole, Oklahoma; R. G. Kent, Evans- 
ville, Ind.; C. S. Ramsey, Mishawaka, 
Ind.; R. C. Ward, Mobile, Ala., ‘and 
Hughey Johnston, Windsor, Mo. Mr. 
Ward was agent in the J. O. Ogle 
agency of Birmingham, and Mr. Johns- 
ton was agent in the E. E. Van Natta 








An Extra Reward 


We welcome the business of respon- 
sible brokers and the surplus lines 
from representatives of other com- 
panies. For such business we pay the 
customary first year and renewal com- 
missions with no differential in the 
rate for business issued on the Pre- 
ferred Class plan upon which we spe- 
cialize so exclusively. Contract repre- 
sentatives of the Company receive not 
only the usual first year and renewal 
commissions but also a service salary 
as an Extra Reward for continuous 
and efficient service—virtually a re- 
tirement income. 
METROPOLITAN BRANCHES 
New York City: 
‘? 120 Broadway 420 Lexington Ave. 
Newark, N. J.: 
17 Academy Street 


Continental American 


Life Insurance Company 
Wilmington, Delaware 











“Cake and Penny Too” 


The new Family Income Rider applied to the 
Income for Life Plan (at age 65), which Fidelity 
originated, meets the demand for the economic 
“cake and penny too.” The Rider may also be 
applied to the Endowment at 85 plan. 


Offers New Opportunity 


Here is opportunity to sell the man who likes 
the Family Income plan, but thinks of his own 
needs first, or who must be content with a small 
contract, or who is not a preferred risk, or who 
demands greater disability benefits, or who wishes 
to reduce the period of extra premium payments. 


Write for information 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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™ | agency of Sedalia, Mo. The Seminole, | of the Pacific States Life of Hoilywog A. L 
Evansville, Mishawaka and Windsor The West Coast has appointed C 7 ead 
agencies are new offices. A. L. Abbey ae as somes a ena it San, i Ls 
and W. C. Sparks, general agents in | Monica, under C. > radford, Lyf <> 
Corpus Christi, Texas, have been named | Angeles manager. _ 
district agents of the Pan-American as- Tr 
sociated with General Agent E. W. E. W. Mammen ol 
oe The United Mutual Life has a» [iP Lim 
pointed Ernest W. Mammen Pacif, es 
ced *. & Meee . Coast superintendent of agencies wit, Me!’ 
F. E. Moss of the home office agency | headquarters at Los Angeles. He Was Nat! 
BANRERS LITE department of the Travelers has been formerly connected with the Americay ann 
manager at Manchester, | Central Life as an agency organizer. - 
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ers for more than 13 years, starting as J. M. Spangler van 
special agent at Des Moines. Later he J. M. Spangler, southwestern agenc tric 
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manager of the Texas agency. cor 
W. A. Fletcher, Jr. Ar 
aid to W. A. Fletcher, Jr., has been named W. H. Logan, C. A. Danielson a 
general agent at Springfield, Mass., with W. H. Logan, for the last 16 years Hi 
offices at 32 Harrison avenue, by the | Nebraska manager for the Peoria Life 93. 
National Life of Vermont. Mr. Fletcher | a¢ Lincoln, has been appointed general 
succeeds the late R. H. Cutler. Since | agent at Omaha for the National Life oj 
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Cher has been in charge of the agency. | Mr, Logan’s territory will include that 
Mr. Fletcher has established an excellent portion of Nebraska north of the Platte M 
my 7 a a —_ the a river and western Iowa. Mr. Logan is m 
we and with a lumber company Of/ 4 past president of both the state and 
Si i i in 1879, this C which he was formerly vice-president. Pose hy ys Underwriters association. — 
ince organization, in , this ompany He will have charge of western Massa- C. A. Danielson, for a number of years 
i chusetts territory. with the Surety Life, has been named by 
has paid a total of $180,555,012.46 to the Cc . oe Sta the Peoria Life to succeed Mr. Logan 
beneficiaries of Bankers Life policies. ee 
C. I. Stacy has been appointed gen- George H. Stroud 
eral agent in Arizona for the Union a 
— ; Central Life, with headquarters at George H. Stroud, who for five years 
Payments to beneficiaries in 1932, alone, Phoenix. He is a director of the Phoenix | has been connected with the Travelers 
Life Underwriters’ Association and has | mostly as supervisor and assistant rane 
aggregated $10,324,123.57. had considerable experience, both in | manager, first at Oklahoma City and 
personal production and general agency later at Peoria, Ill., has been appointed , 
work. general agent of the Bankers Life of 
Nebraska at Oklahoma City. He grad- u 
M. H. Ramsa uated from the University of Kansas 
M. H. Ramsay, Jr a. been made J. I. Wylie, who has been general agent 
avi. . ’ ” - . c - . oT rj S . 
ec mm general agent for southern California | °' a Bankers, resigned early in Sep 
of the Manhattan Life, with offices in | *°™€?- 
the Transamerica building. Mr. Ram- | 
say has had over 20 years of experience z | 
in the business, having been a leading Life Agency Notes 
producer in the C, J. Edwards agency 
in New York City for the Equitable 
BANKERS LIFE COMPAN y Life of New York. He has resided in W. H. Smotzer, former assistant chief 
southern California for three years at | clerk at the Indiana state prison, has 
Los Angeles. b F 1 district in Michi+ 
Gerard S. Nollen, President os Angeles — Pagel ee 
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THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 
door-bell. 





OVER ONE HUNDRED MILLIONS IN FORCE 
INDEPENDENCE SQUARE PHILADELPHIA, PA. 


(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 
DELAWARE) 























A 10-DAY OPTION 


for purchasing the exclusive franchise for distributing National Underwriter 

Insurance Calendars in your city can be secured by sending 9 cents in stam 

~ a complete sample to The National’ Underwriter, 175 West Jackson Blv 
cago. 


City has appointed H. H. Dawson gen- 
eral agent for Arkansas with head- 


Rock. 





C. I. Dale, C. E. McCune 
The West Coast Life has appointed 
C, I. Dale district manager at Los An- 
geles. He was formerly vice-president 


The Mid-Continent Life of Oklahoma | 


quarters at 201 Rector building, Little | 


| 


John Allen has resigned as southern 
Arkansas agency organizer of the H. H. 
Conley general agency of the New York 
Life to join Vinson-Hill, Ine., invest- 
ment house at Little Rock, Ark. 

R. H. Edmisten has resigned as as- 
sistant general agent at Lincoln for the 
Union Central Life, of which his father 
is general agent. He has moved to 
Portland to take over Union Central 
work in Oregon. He has been succeeded 
at Lincoln by J. D. Evans of Lincoln. 








LIFE COMPANY 


CONVENTIONS 





Indianapolis Life Convention 





Agents Gather in Century of Progress 





The Indianapolis Life held its Cen- 
tury of Progress convention in Chicago 
during the week. The get together din- 
ner was held Saturday evening. On 
Monday and Tuesday mornings there 
were business sessions, dealing with dif- 
ferent phases of the company itself, the 
securing and training of new men, mod- 
ern continuous prospecting, fundamen- 
tals in selling, personal production by 
managers, organized sales talks, devel- 
oping district men and plans for the 
year. 

There were present from the home 
office President F. P. Manly, Secretary 








A. L. Portteus, Agency Secretary W. I. 





Palmer, Actuary W. H. Huehl, Assist- 
ant Agency Manager J. R. Mayfield 


Connecticut Mutual Dallas Meet 





; : Meeting—President Manly Heads Connecticut Mutual general agents 
There Is a Home Life Policy for Every Purse and Purpose Home Office Group and supervisors from Texas, Oklahoma, 
O— Missouri and Kansas are attending an 


agency building round table, Oct. 16- 
21, at Dallas, Tex. This conference 1s 
being conducted by V. B. Coffin, super- 
intendent of agencies, and G._ 
Smith, assistant superintendent of agen- 
cies. Mr. Coffin will also talk to the 
Dallas Life Underwriters Association 


Midland Mutual Men Meet 


Taking advantage of the presence ol 
the new president of the Midland Mu- 
tual Life of Columbus, O., who was 11 
Chicago last week to attend the mect- 
ing of the American Life Convention, 
agents in northern Illinois gathered to 
do tribute to George W. Steinman. 
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4. Hawkins, superintendent of agents, 
was in charge. The agencies that 
brought their men to the meeting were 
L. $. Augspurger of Rockford, Ill., and 
Youngberg Carlson & Co. of | Chicago, 
headed by Frank E. Nelson, in charge 
of its life department. 





Lincoln National 1934 Conventions 


Territorial divisions for the Lincoln 
National Life 1934 convention have been 
Vice-President A. L. 
Dern. Agencies in Arkansas, Indiana, 
Louisiana, Maryland, Michigan, New 
jersey, North Carolina, Ohio, Pennsyl- 
vania, West Virginia, Tennessee, Dis- 
trict of Columbia, and the St. Louis 
and Hannibal agencies in Missouri will 
meet at the Grove Park Inn, Asheville, 
x. C., July 9-11, 1934. Qualifying mem- 
bers from California, Iowa, Kansas, Min- 
nesota, Texas, Utah, Washington, Wis- 
consin, Oklahoma, Oregon, New Mexico, 
Arizona, Montana, Nebraska, South Da- 
kota, Illinois, and the Kansas City, Mo. 
agency will meet at the Broadmoor 
Hotel, Colorado Springs, Colo., on July 
23-25. 


State Mutual Round Table 
NEW YORK, Oct. 
Mutual Life will 


announced by 


meeting of its eastern general agents | 


19.—The State | 
hold a round table | 


LIFE INSURANCE EDITION 











Nov. 1-2 here. Home office representa- 
tives will include President Chandler 
Bullock, Vice-President and Superin- 
tendent of Agencies Stephen Ireland; 
Irving Ring, counsel; Ross Gordon, vice- 
president; James Etson and Donald 
Mix of the agency department. 


Michigan Equitable Men Meet 


JACKSON, MICH., Oct. 19.—Some 
25 representatives of the Equitable Life 
of Iowa attended a state convention at 
Clark lake here. Vice-President S. A. 
Swisher, Fred Smart, Detroit general 
agent and Larry Miller, Jackson spoke. 
A golf tournament and other games were 
enjoyed. 


Atlantic Life 1934 Convention 


Next year’s Aces convention of the 
Atlantic Life will be held August 26-28, 
at the Shoreham Hotel in Washington, 
and Aug. 29-30 at Virginia Beach, the 
trip to be made down the Potomac river 
by boat. 





An educational conference was held 
by the Pearce H. Young Indianapolis 
agency of the Union Central Life with 

. E. McClain, commissioner of insur- 
enee in Indiana, as the principal speaker. 





Hanselman, superintendent of 
agencies; A. J. Koeppe, assistant ac- 
tuary, and J. W. Rivers, assistant su- 


| perintendent from the home office, were 


on the program. 








AS SEEN FROM NEW YORK 





SUICIDE RATE DECLINES 

New York state’s suicide rate for Au- 
gust was the lowest of any month since 
September, 1929, according to state de- 
partment of health statistics just issued. 
The rate was 14.4 per 100,000 of pop- 
ulation. 

The number of deaths from all types 
of accidents, however, reached 86.3, the 
highest of any month in three years, 
with one exception. This high figure 
cannot be blamed on automobiles, how- 
ever, as the figure of 25.4 from this 
cause was the lowest, except for last 
year, of any August since 1928. 

The August influenza death rate was 
nearly 50 percent higher than last Au- 
gust, and has been exceeded only once 
during August since 1920. The pneu- 
monia death rate was the highest of 
any August in the last four years. 

Generally favorable health conditions 
prevailed during the month, with a total 
death rate of 9.7 per 1,000. 

:e < 


PENNELL AND CRAIG GOLF PARTY 

The F. W. Pennell New York City 
and W. A. Craig Philadelphia general 
agencies of the State Mutual Life will 
he the guests of their respective general 
agents at an all-day outing Oct. 25 at 
the Bradiburn Country Club, Madison, 
N. J. Several officers of the company 
will also be guests, as well as a notable 
list of New York’insurance men. A fea- 
ture will be a special golf match between 





By R. B. MITCHELL. 


| George Dunlap, new American amateur 
golf champion, and Jim Dante, well 
known pro of the club. Mr. Dunlap is a 
brother-in-law of T. M. Riehle, ranking 
vice-president National Association of 
Life Underwriters, who will also be a 
| guest. 
 * - 

| OPENING NEW YORK BRANCH 

A New York office will be opened by 
the Haviland-Gibbs agency of the Penn 
Mutual in Newark. The Newark office, 
which has been under the supervision of 
J. T. Haviland since Nov. 1, 1930, will 
be used as a base. The reorganized 
agency will start actively under the new 
set-up Nov. 1. One of the features of 
the agency will be the building up of an 
agency force for the metropolitan dis- 
trict. Among those who will assist in 
that work are H. J. Ross, Jr., J. C. 
Elliott and J. A. Ramsey. Mr. Haviland, 
an active member of the Life Under- 
writers Association of Northern New 
Jersey, has been in life insurance for 17 
years, connected variously with the 
Travelers and Equitable of New York. 
Since he went with the Penn Mutual 
Life in New Jersey three years ago, he 
has built up a large volume of business. 
J. E. Gibbs, who has been in life in- 
surance ten years, since 1929 with the 
Penn Mutual and for the past year as 
regional superintendent of agencies in 
charge of the eastern department, has 
had wide experience and is well known 








in the eastern territory. 








< As SEEN FROM CHICAGO 





SELL $508,000 IN ONE DAY DRIVE 

lhe great possibilities of a one-day 
campaign were demonstrated by the 
ordinary agency of the Prudential in 
Chicago managed by A. Van Goldman. 
Starting at 6:30 a. m. Oct. 11; and 
working until about 11 p. m., the agents 
rolled up a total of 134 applications for 
$508,350. Most of these were small ap- 
plications, there being only one so large 
as 340,000 and the next largest case be- 
ing $16,000. L. W. Smith, agent, secured 
10 applications for $102,000, the greatest 
volume. R. L. Straus secured greatest 
number of applications with 12 for $25,- 
900 total. Max Cohn was second in vol- 
ume with six apps for $42,000. Mr. Gold- 
man laid a dramatic background for the 





drive the previous Saturday at an agency 
meeting when he appeared preoccupied 
and dropped hints of an important deci- 
sion to be made, affecting all the agents. 
He continued this propaganda Monday 
morning and it was not until noon that 
the agents were notified there was to be 
a special effort Wednesday. All agreed 
to start at 6:30 a. m., and tg be in the 
presence of the first prospect not later 
than 8:30. Mr. Goldman said that prac- 
tically all the agents lived up to their 
pledges. 

In spite of the announcement of the 
drive Monday noon, the business for 
that day was normal. There was little 
opportunity to hold up business to re- 
port in the drive. At 11:30 p. m., a 





This Js Dour Concern . 


As a Life Insurance Salesman 
your responsibility goes far beyond 
the mere selling of protection. 


The Prospect has come to 
regard you as an advisor 
in whom he can place the 
utmost confidence. 


In all fairness, then, the 
well-equipped salesman 
should be prepared to give 
the right answers when 
they are sought of him. 


Fit the Protection 
To The Buyer 
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FOR 
JITTERY PG 
DAYS 


Back in November of 1931 in an advertise- 
ment of the Chicago Evening American there 
appeared the following paragraph: 


“Blessed are all things which remain constant in these 
Jittery days. They provide something to which we can 
safely cling, a fixed base upon which we can hope te balld 
structures that will not collapse when the unforeseen hap- 
pens and others less securely based go down.” 


Blessed, then, is that which the life underwriter seils 
For what more perfectly exemplifies such praise? 


The Life Insurance Company 
of Virginia 
RICHMOND, VIRGINIA 





President 
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party was held in the office in the Insur- 
a buffet 


ance Exchange, supper being 
served. Eight prizes were awarded 
leading agents. The campaign also 


served to celebrate the first anniversary 
of the One-A-Week club in the agency, 
seven qualifying for the 52 weeks’ con- 
tinuous production and beiny awarded 
copper beer sets. A picture of the bul- 
letin board showing the production rec- 
ord with names, number of applications 
and total volume was taken and for- 
warded to the home office together with 
a complete record in time for the 58th 
anniversary celebration, Friday, Oct. 13. 
These photographs also were given all 
agents participating. Mr. Goldman said 
every man and woman in the agency 
took part. A great deal of business was 
developed which could not be closed in 
the day, he said, and the effects of the 
one-day effort are expected to be felt 
for some time. 
* * 


MINIATURE SALES CONGRESS 


The October meeting of the general 
agents and managers’ division of the 
Chicago Association of Life Under- 
writers to be held Oct. 20 in the Union 
League club, will be a miniature sales 
congress. Three well known life men 
will speak. These are: W. M. Houze, 
general agent, John Hancock, Chicago, 
on “Present Day 





What 


makes 





Times and Our Busi- | 





ness;’ H. G. Swanson, general agent, 
New England Mutual, Chicago, on 
“How I am Capitalizing on Present Day 
Cook County Prosperity,” and D. J. 
Bloxham, supervisor, agency field serv- 
ice, Travelers, Hartford, on “Outsiders 
Looking In.” E. B. Dudley, life depart- 
ment manager Travelers, Chicago, the 
new chairman of the division, will as- 
sume the chair for the first time, he 
having just been appointed to the post. 
e 2 2 
MARTIN SUCCEEDS ANDREWS 


James L. Martin has been appointed 
by the New York Life to service the 
business of the late Eugene E. Andrews, 
who was a large producer and agents’ 
counselor at large with the clearing 
house branch in Chicago. Mr. Martin 
was formerly resident partner of Pynch- 
on & Co., in Chicago and has had many 
years experience as an investment banker 
and broker. 


Effect of the NRA Seen 


Insurance offices at Columbus, O., 
have added $2,400 monthly to their 
payrolls since the NRA went into ef- 
fect, according to F. A. Lichtenberg, 
who is chairman of the Columbus NRA 
insurance division. Mr. Lichtenberg 
is president of the Ohio Association of 
Life U nderwriters. 





the wheels 
go ‘round ? 


The motive power of enthusiasm makes sales . . . 


Enthusiasm is that unquenchable fire in man which gives him the power to con- 


quer seemingly unsurmountable obstacles. 


Those of us who spread the gospel of life insurance should be enthusiastic . . . 
It is one of the few investments that have been dependable . . 
to buy food . . 


to keep homes intact... 


Never was there a time when the public was more life insurance conscious .. . 
and the salesman with the enthusiasm will reap the rewards. 


THE MIDLAND MUTUAL 
INSURANCE CO. 


Columbus, Ohio 


LIFE 








keeps the wheels turning. 


. It has helped 
. to make life more livable. 








NEWS ABOUT 


LIFE POLICIES ~ 








Policy Literature, Rate 
t” and “‘Little 


PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Books, etc. Supplementing the 
tle Gem,” Published Annually in May and March respectively, 


“Unique Manual- 





Changes Rules on Rewriting 


Minnesota Mutual Reduces Waiting 
Period After Lapse to Three 


Months—Full Commission 


ST. PAUL, MINN., Oct. 19.—The 
Minnesota Mutual has notified agents 
of a temporary modification of the rule 
relating to rewriting lapsed policies 
and those running on extended insur- 
ance. President T. A. Phillips calls at- 
tention to the fact that the change does 
not apply to policies in force. 

Heretofore the rule has been that no 
commission was allowed on_ policies 
lapsed for less than one year. This per- 
iod has been reduced to three months, 
after which full commission will be al- 
lowed. The company also now permits 
the surrendering and rewriting of poli- 
cies running on extended insurance. 

The position taken is that the former 
limitation often caused public ill-will. 

“Radically changing conditions lead, 
of course, to changes in practices,” 
President Phillips stated in a letter to 
agents. “They should not, however, 
tempt us to make changes in principles 
which we are satisfied are fundamentally 
right. This company believes that the 
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Retire Endowment Annuity 


Equitable Life of New York Fing 
Optional Retirement Po.icy 
Is in Favor 


The Equitable Life of New 
that since its optional retirem 
was introduced last April, over 34 
policies have been written for $ 
| insurance. The average amount | 
| icy well above the average o er 
types. The Equitable states that it y 
doubtedly appeals to young marri 
| and men in middle life who wis 
bine old age income provision 


»SU00 


is 


or self and wife with insurance prot. 
tion fer the entire fam.ly. One of th 
attractive features is the provision for 


a joint annuity beginning at ag 
two-thirds to the survivor. 

The Equitab!e announces that sn 
introduction of the optional retiremem 
policy the number of applications for 
the endowment annuities at 65 has been 
decreasing so noticeably that the latier 
will be withdrawn as of Nov. 


65 wit 


practice of rewriting in-force policies js 


wrong in principle, being unjust to 





policyholder and company.’ 








NEWS OF LIFE 


ASSOCIATIONS 





Meet 


Seven City Organizations Gather 
Jefferson City—Department 
Officials Speak 


Missouri Associations 








Representatives of the seven city as- 
sociations comprising the Missouri Life 
Underwriters Association met Oct. 14 
at Jefferson City. The seven cities are 
St. Louis, Kansas City, Springfield, Jop- 
lin, St. Joseph, Columbia and Jefferson 
City. President C. Fischer of St. 
Louis, general agent Massachusetts Mu- 
tual, presided. 

V. W. Wiedenmann, Sun Life, Kan- 
sas City, reported on the possibilities of 
securing Dr. Huebner to make a series 
of talks to the various city associations 
in the state group. Committee chairmen 
reported, Frank Trotter, Kansas City 
manager Mutual of New York, on mem- 
bership; George Hackman, Jefferson 
City, on legislation, and James Callahan, 
past president St. Louis association, on 
the essay contest the state association 
is sponsoring. 

Superintendent O’Malley of Missouri; 
George Robertson, deputy superintend- 
ent, and Francis Murphy, chief clerk, 
were present and spoke briefly. 

A. Hedges, Kansas City general 
agent Equitable of Iowa, spoke on “Pid- 
dlers, Peddlers and Salesmen.” Lunch 
and golf followed. 

s = = 

Kearney, Neb.—The Kearney associa- 
tion heard an inspirational address at 
the October meeting by James Sebastian, 
North Platte, president of the Nebraska 
association. The subject was “Practice 
What You Preach—Make 20 Calls Per 
Week Using the Scientific System.” He 
talked on prospecting by the endless 
chain method. A motion was made by 
N. D. Merritt and seconded by John 
Boasen that the association increase per 
capita tax toward the state association 
25 cents. The tax is 50 cents. It is 
anticipated that 25 cents more per mem- 
ber will be sufficient. N. D. Merritt 
read a report as delegate to the Na- 
tional convention in Chicago. Claude 








Sibbets spoke on selling insurance by 
the “Corn Method.” 


Pennsylvania Meeting Is On 





Annual Gathering of the State Life 
Underwriters Association Being 
Held in Pittsburgh 


The annual meeting of the Pennsyl- 
vania Association of Life Underwriters 
will be held in Pittsburgh Friday of this 
week. At noon the members will join 
the Pittsburgh association at its monthly 
meeting. A. R. Allen, Union oa 
Life of Philadelphia, is president; . 


Smith of Harrisburg, secretary; i 
Sage, Wilkes-Barre, eastern ee 
dent; S. L. Rice, Harrisburg, central 


vice-president, and L. D. Hemingway of 
Pittsburgh, western vice-president. 

At the Pittsburgh association meeting 
Friday of this week Harry Phillips, Jr. 
of the R. G. Englesman agency of the 
Penn Mutual Life of New York City will 
repeat his talk he gave at the National 
convention in Chicago on “Selling Se- 
curity.” 

: 2 @ 

Birmingham, Ala.—Reports of the 

Chicago convention were given by Presi- 





dent T. J. Huey and Fred Chisolm, na- 
tional committeeman. On display was 
the Charles Jerome Edwards cup, won 
by the Birmingham association for in- 
crease in membership, the largest of 
any member association in 1932-53 

Walter Cluff, educational director 
Kansas City Life, spoke on “The New 
Deal in Life Insurance.” 7 

R. B. Hull, managing direct Na- 
tional association, will speak Nov. 1%. 

*x* * * 

Columbus, 0.—L. B. Scheuer, general 
agent. State Mutual, Cincinnati, ad- 
dressed the Columbus Life Managers 
Association and the Columbus Life Un- 
derwriters Monday. E. C. Deckard gen- 
eral agent Aetna Life, presided — 

meet- 


lowing the luncheon four group 
ings were held, each of which was ad- 
dressed by C. C. Doyle, president of the 
life underwriters; P. M. Smith, vice- 
president; J. Boyd Davis, treasurer, and 
Joseph W. Ray, president of the lifé 
managers, Subjects discussed were 
prospecting, adjustment of the agent to 
new conditions, advice to policyholders 





with heavily loaned policies, and life 
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estate survey. Presiding at 


rance - . 
ie sessions and helping in the general 
[ES aiscussions were Mr. Deckard, Stanley 
. George Patton and R. C. Gauch. 


s, - 
ee 200 attended the sessions. 


Mr. Scheuer declared that the writing 

of life insurance in the new economic 
and greater stress on the 
ve phase of the business. 

Fa ant be taught to see them- 

selves in the sunset of life when their 

earning power has diminished, for by 








Changes l 
, Manual. 
Spec tively, 


era will dem 





— 


means of life insurance they can pro- 

MH % : ; ~ , = i 

Annuity yide for an income for themselves in 
their old age and at the same time pro- 


an equal advantage for their chil- 


York Find = Income for self and family is now 
t Policy the thing to be stressed.” 
*x* * *. 
Oklahoma City—Importance of talk- 
ing fundamentals and simple language 
bw Yo in presenting life insurance to pros- 
Fement pects, was the key note of a talk by 
l, over 34 Oliver Thurman, vice-president Mutual 
OF $15,800.00 Benefit Life, at the October meeting. 
ount per p * * * 
‘age Of othe Southwestern Texas—At the October 
S that it w luncheon meeting in San Antonio George 


Nowtony of New Braunfels reported on 


mnarried ma the National association convention. 


Wish to co J. P. Collins, superintendent of agencies 
S1On tor se California-Western States, as principal 
‘ance prote; speaker, said the great need of life in- 
One of the surance agents is a return to the study 
ITOVision i of the fundamentals. The thing to do 
age 63 a is write applications and volume will 
: _— take care of itself. 

s that s'ne ses 
] retivemnn Philadelphia—A drive is under way in 
licat ig the Philadelphia association to reach 
a or the mark of 500 members. President 
65 has been W. W. Hergesheimer is taking active 
at the latier part. Vice-president Orr is in direct 
Vv. 1 charge Another important phase of 
work has been placed in the hands of 
4. D. Wallis as chairman of the law 
e policies js and comity committee. Past President 
unjust to L F. Paret, chairman of the meetings 
and program committee, attended the 
National association meeting partly to 
eee oa line up speakers. A supervisors’ and 
; unit managers’ group has been organ- 
ized under leadership of L. F. Hildreth. 
VS Meetings will be held on the first Thurs- 
day each month. Dr. J. A. Stevenson. 
—— chairman managers’ group, is outlining 
plans for this phase of activity. The 
4 Is On public relations committee, under Chair- 
man J. R. Montgomery, has been active 
- in the preparing of broadcasts over a 
State Life local station under auspices of the as- 


Being sociation and through courtesy of the 
Chamber of Commerce. Plans are be- 
ing formulated for the 1934 sales con- 
gress in March under direction of Wal- 
ter Craig. Association meetings during 


7 Pa 
Peunsyl- the coming year will be held on the 
derwriters third Thursday each month, the first 
lay of this meeting to be held Oct. 19. 
will join At the opening fall meeting D. Gor- 
Ss monthly don Hunter, agency vice-president of the 
n Central Phoenix Mutual Life, spoke on “Jump- 
ing Hurdles.” Mr. Hunter has been as- 


a My i sociated with the Phoenix Mutual since 
, _ = 1914 and has served successively as 
vice-presi- agent, supervisor, educational director, 
z, central manager of home office agency and 
ng way of agency manager. 

lent. * + & 

1 meeting Birmingham, Ala.—Walter Cluff, edu- 





illips, Jr, cational director Kansas City Life, dis- 
-y of the cussed time control, planned work and 
ee what he termed the “new deal” in in- 
City will surance. 
National Fred Chisolm, committeeman of the 
lling Se- National Association of Life Underwrit- 
ers, presented the association with the 
Edwards membership trophy, which it 
of the won for having the greatest increase 
by Presi- of membership of any group in the na- 
olm, na- tional —— * 
lay was 
up, won _Chieago—The new president of the 
for in- National assocation, C. Vivian Anderson 
rgest of of Cincinnati, will be the chief speaker 
33. at the Nov. 24 meeting of the Chicago 
director association. H. J. Cummings, head of 
‘he New the agency department of the Minnesota 
Mutual Life, will speak before the or- 
‘ror Na- ganization Friday of next week. 
pv. 24. * * * 
Toronto, Can.—At the meeting of the 
a Toronto association this week the pro- 
gen 4- gram consisted of home talent. A. E. 
a, @ Rundle of the North American Life of 
anagers Canada, who is a former president of 
tg nel the Toronto association; Howard Hen- 
- ~* derson, manager of the Bloor-Bay 
_ branch of the North American Life; R. I. 
Bae 4 Clancey, Aetna Life; J. E. Newdick, Sun 
ras = Life of Canada; A. L. Spracklin, London 
ig Pm Life; P. A, Bowen, Metropolitan Life. 
s-4.5 
_ -_ Utah—At a meeting in Salt Lake it 
he i e was decided to change the by-laws so 
were as to admit to membership only such 
sent to Persons as have been invited to join. 
polaess There will be no more membership 
1d life drives. The University of Utah will 
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give a C. L. U. course in life insurance 
in charge of Irvin Hull, Salt Lake City. 
* * * 

Lincoln, Neb.-—— Former ‘Congressman 
Simmons will speak this week on “Infla- 
tion and Life Insurance.” Reports of 
delegates who attended the national con- 
vention will be given. Attention will be 
given a proposal to allow agents writ- 
ing insurance for companies selling sav- 
ings installment contracts to become 
members. 

x x * 

Nebraska—Membership of the Ne- 
braska association was announced as 
of Oct. 1 as 404, an increase of 76 for 
the year. The Lincoln association made 
the largest gain, from 48 to 105. The 
executive committee has voted to con- 
tinue goodwill tours by general agents 
the coming year, when convenient. All 
past presidents have been made mem- 
bers of the executive committee so that 
the association may have the benefit of 
their experience. The annual conven- 
tion will be held in York at a date yet 
to be fixed. Scottsbluff and Alliance are 
being canvassed in the interest of or- 
ganizing local associations. 

*x * 

New York City—Speakers at the next 
dinner meeting of the New York City 
association Nov. 14, will be Harvey 
Weeks of New York, assistant vice-pres- 
ident Central Hanover Bank & Trust 
Co., and L. C. Roth, Mutual Benefit at 
Buffalo, producer of better than $1,000,- 
000 a year, leading member of the Clay 
Hamlin staff. 





x * * 

St. Louis—Roger B. Hull, managing 
director National association, discussed 
“Industrial Recovery & Life Insurance” 
at the first fall meeting. 

* * 

Saginaw, Mich.—A warning against 
“knocking the other fellow’s company” 
was issued at the October meeting by 
H. M. Comins, Flint agent for the Mas- 
sachusetts Mutual Life and president of 
the Michigan association. Mr. Comins 
and H. B. Fischer reported on the Na- 
tional association convention in Chi- 
cago. 





*x* * * 

Cleveland—Substantial producers at- 
tending the Cleveland sales congress, 
Oct. 28, will be designated to the “Little 
Million Dollar Round Table” in the 
group discussions which take place dur- 
ing the afternoon. ‘ 

x * * 

Richmond, Va.—Walter Cluff, educa- 
tional director Kansas City Life, was 
the guest speaker on “Problems and Ad- 
justments.” 


Di . Ss * in Ph il 1 ] } > 

The managers’ association of the 
Philadelphia Life Underwriters asso- 
ciation has inaugurated a series of dis- 
cussions of agency management prob- 
lems, with J. A. Stevenson, manager of 
the agency of the Penn Mutual Life 
bearing his name, as chairman. The 
series opened with a luncheon meeting 
with R. G. Engelsman, Penn Mutual 
general agent in New York, as speaker. 
Mr. Engelsman detailed what had been 
done in his agency to save waste oc- 
casioned by expensive space that is not 
needed, and in other directions, the ob- 
jective being to conduct the agency with 
all necessary equipment for its work, 
yet economically. He displayed charts 
of his new office. He illustrated by 
charts other avenues of fixed expense 
controlled by careful analysis and bud- 
geting. Succeeding meetings will add 
to the information on successful man- 
agement available from the experience 
of other successful managers. 


General Agents Confer 

Connecticut Mutual General Agents 
Lyman Smith, Wichita; R. H. Carter, 
Oklahoma City; Herley Daily, Kansas 
City; E. F. White, Dallas; G. A. Hel- 
land, San Antonio, and E. D. Shepperd, 
Huston, met at Dallas, Tex., for a round 
table discussion of agency problems. 
From the home office were Vincent B. 
Coffin, superintendent of agents, and 
G. F. B. Smith, assistant superintendent. 


Watch IIinois Tax Bill 


Insurance companies together with 
other business interests are following 
closely the progress of the bill before 
the Illinois legislature imposing a cor- 
poration income tax of 3 percent on all 
concerns operating in the state. 
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The rock upon which the salesman must 
build his edifice of success with his clientele 
is confidence. Without it the most masterly 
presentation, the most compelling argu- 
ments, the most inexorable persistence will 
fail. 


When the prospect has become convinced 
that the underwriter to whom he speaks has 
absolute honesty of purpose, an authorita- 
tive knowledge of his subject, and is guided 
by a determination to serve—rather than a 
mere selfish urge to make money for him- 
self—then only does he become more than 
just today’s policyholder: He becomes a 
life-long client. 


And this is surely as it should be, for into 
the hands of the fieldman are placed all the 
hopes and fears for that which man holds 
highest in life—the future welfare of his 
loved ones and himself. 


=A MERICAN CENTRAL Lire 





INSURANCE COMPANY 
INDIANAPOLIS, IND. 































































WHEN YOU SELL LIFE INSURANCE, SELL 


PERMANENCE |! 


One of the finest features of life insurance is its 
relative permanence. The reinvestment problem 
is not a factor. 


Too little life insurance is sold as a permanent in- 
vestment. Too much stress is laid on collateral 
values. When you sell life insurance 


SELL PERMANENCE! 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Founded 1865 
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Develop This New Market 
For Accident Insurance 


Many have commented upon the large 
amount of life insurance now being sold to 
“housewives.” 


With many women, however, accident insur- 
ance is the first insurance they will buy. Their 
first obligation is self-support and they dread 
loss of income and accident expenses. 


We have contracts appropriate for business 
women and others for women at home. Our 
local office offers you striking advertising 
material. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 

















‘Lhe TREND 


in Life Insurance is definitely 
toward low cost pure protec- 
tion without expensive, non- 
essential features. 


That is the only kind of policy 
this Company has ever offered. 
A new simplified contract in- 
augurated July 1 this year is 
meeting universal acclaim. It 
is designed by an old conserva- 
tive Company for the New Deal. 


Agency openings in 








Illinois, Indiana, 











Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 
Founded in 1907 
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PACIFIC COAST AND MOUNTAIN 








Beckley Retires From Service 





California-Western States Life Pacific 
Northwest Superintendent Resigns— 


A. S. Cartwright Is Oregon Manager 





R. M. Beckley, superintendent of 
agents for the California-Western 
States Life for the Pacific northwest 
with headquarters at Portland, Ore., has 
retired. For years Mr. Beckley was di- 
rector of agents for the Western States 
Life which is now a part of the Cali- 
fornia-Western States Life organization. 
He feels that he should step out of ac- 





es, 





nounces the appointment of C. A. Fy 
terling as manager in Los Angeles, 4, 
will have charge of the ordinary 

partment for the entire Los Ange, 







territory. Mr. Easterling was forme as 
manager of the Missouri State Life 

Nashville, Tenn., and built one of % fy 
largest agencies. He has also been ass. M.. o 
tant vice-president of the  Missoy the 4 
State Life. He possesses a splenj 

knowledge of insurance in addition ; In 
having spent ‘a number of years in discu 
cruiting and training men. inflat 





Roberts Agency Outing and | 
The Roy Ray Roberts Los Angel 


























; ° ° spon 
tive service by reason of the necessity | agency for the State Mutual Life he a 
to conserve his health. He has enjoyed | an all day agency meeting at Hermgf (2 
an enviable record and has a host of | Beach celebrating the fourth anniversa (3 
friends on the Pacific Coast. f of the establishment of the agency. 4; (4 
A. S. Cartwright has been appointed | the dinner W. J. Farrell, Penn Mutw proc 
manager for Oregon and G. H. Phelps, | spoke on “Life Insurance Selling 
assistant manager, with headquarters at | as It Is Today; Royal Martineau, Lo 
Portland. Mr. Cartwright was formerly | Angeles attorney discussed legal phase It 
active in the Pacific northwest as Ore- | of the life business; and B. P. Rous flati 
gon manager of the Capitol Life of | general agent at Los Angeles for th: J leve 
Denver. Mutual Benefit Life, talked. of t! 
ee Q 
Easterling Goes to Coast The — eee Society of Washingtn - 
Ts : - ¢ is holding a life insurance course ot 
Vice-President E. L. Roberts of the | Seattle with Kenneth Smith, Sun Lif - 
American National of Galveston an- |! as instructor. anit 
r 
. a pre: 
hav 
WITH INDUSTRIAL MEN : 
an¢ 
~ - nes 
° , Sin 
Bradley Deserves Credit, well represented at the American Lilt Bj: 
Convention meeting in Chicago last plo 
week. From the National L. & A, came 
P P : : R “ ~ ; the 
Home Life of America Official Respon- | President W. R. Wills, Vice President 
sible for Industrial Section of E. B. Stevenson, Jr., head of the ord- & ,,; 
American Life Convention nary department, W. H. McBride, ac- sta 





W. J. Bradley, agency supervisor and 
advertising manager for the Home Life 
of America of Philadelphia, who retired 
as chairman of the Industrial Section 
of the American Life Convention this 
year, is entitled to all credit for getting 
that department of the work established 
and carrying it to completion in spite 
of all sorts of odds and opposition. Mr. 
Bradley conceived the idea of getting 
some organization to have a forum 
where industrial officials could gather 
and talk over their common problems. 
He had the satisfaction at the Chicago 
meeting last week of seeing the section 
in full bloom. He retires with great 
credit to himself and has the gratitude 
of his associates. 

Mr. Bradley stayed in Chicago for a 
few days following the meeting and 
visited the fair. He left for Indianapolis 
where he spent a day this week and 
from there went on to Cincinnati. 


Pilot Life Shows Gain 


Showing the largest production gain 
ever experienced in its history, members 
of the industrial division of the Pilot 
Life of Greensboro, N. C., during the 
anniversary celebration in September 
eclipsed all former records by 14.5 per- 
cent, and by a 32 percent gain over the 
production record for September, 1932. 
W. B. Clement, superintendent, calls at- 
tention to the fact that the industrial 
division has been operating since Sep- 
tember, 1920, and has rapidly grown 
to a place of prominence. 


Imperial Life Juvenile Rates 


The Imperial Life of Asheville, N. C., 
has reduced its rates on juvenile policies 
issued on children from birth to age 14 
on the 20-payment life, endowment at 
age 18 and 20-year endowment plan. 
The reduction is made possible through 
the favorable mortality on this class. 


Nashville Officials Attended 


The National Life & Accident and 
Life & Casualty, both. of Nashville, were 








tuary, and T. J. Tyne, Jr., assistant W 
counsel. From the Life & Casualty came 
Vice-President and General Manager 0 
P. Grant and General Counsel P. M 
Estes. 


President Warfield Honored 


The Eureka Maryland Assurance oi 
Baltimore agents are devoting October 
in honor of President J. N. Warfield 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
thereafter. 

If you reside in Ohio, Illinois, Indiana, 


Kentucky, Pennsylvania, Tennessee, West 
Virginia or the District of Columbia, 








Write for Samples and Particulars 





This is one of the many unique contracts 
issued by 


Federal Union Life 
FRANK M. PETERS, President 


Cincinnati, O10 



















DYNAMIC SHORT COURSE 


Designed to put s new man into product pon a service 


basis at end of three days Price $3.00 cash with order; fall re 





fand mplete plans are followed and you are not satistie 


Insurance R & R Service 


Indianapolis, Indiana 
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GENERAL EDUCATION 
(CONTINUED FROM LAST WEEK) 
(c) Sociology 
(Answer any three questions, retaining 
the question numbering given here.) 
Question 1 


In recent months there has been much 
discussion of the possibility of controlled 
inflation as a method of initiating eco- 
nomic recovery. Explain the immediate 
and the ultimate influences which a pol- 
icy of sustained inflation would have 
upon the standard of living of: 

(1) Industrial wage earners. 

(2) Retail merchants. 

(3) Life underwriters, and 

(4) Beneficiaries dependent upon the 
proceeds of life insurance policies. 


Answer to Question 1 


It is understood that by sustained in- 
flation is meant an increase in the price 
level to a certain point and maintenance 
of the price level at that point. 

(1) The immediate effect of inflation 
will be to lower the standard of living 
of the industrial wage earner. His in- 
come always lags behind increasing 
prices. An attempt is being made at the 
present time by the administration to 
have employers raise wages so as to pre- 
vent a hardship falling wpon the worker, 
and at the same time to stimulate busi- 
ness by increasing purchasing power. 
Since inflation stimulates business, many 
persons now out of work will be em- 
ployed and so far as these are concerned 
their standard of living will be raised. 

The ultimate effect of a policy of sus- 
tained inflation upon the wage earner’s 
standard of living should be favorable. 
With business improving, the demand 


Answers fo C. L.U. Degree Examination 





for labor should gradually increase, so 
that wages would tend to increase to a 
point where the worker's standard of 
living would be as high or higher than 
it was before. 

(2) The imraediate effect of this pol- 
icy on retail merchants would be favor- 
able. With rising commodity prices, 
they would make increased profits upon 
their inventories. The fear of rising 
prices, as well as the increased buying 
power of those reemployed, would cause 
total sales to increase. Since there is 
a lag in the increase in wages and fixed 
expenses, pro‘its would be greater. To 
the extent that they are debtors, they 
will profit by the decrease in-the value 
of the dollar. 

* * * 

Eventually, however, as the prices of 
all commodities and services come into 
line with sustained inflationary stand- 
ards, their profits will tend to be sta- 
bilized. The amount, however, should 
be greater than at present because of 
the increased volume of business. 

(3) Inflation should be of immediate 
value to the alert underwriter because 
he can concentrate his efforts on those, 
such as retail merchants and the newly 
employed who are immediately profiting. 
He also has an excellent argument for 
sales in the decreasing purchasing power 
of the dollar which would require more 
life insurance to maintain the same 
standard of living for the beneficiary. 
Since the underwriter is paid on a com- 
mission basis and since the premiums 
will probably remain the same, it is 
obvious that he must sell a larger vol- 
ume of insurance in order to maintain 
or increase his standard of living. His 
renewal coramissions would also be de- 





preciating in purchasing power. 


Eventually the life underwriter should 
be better off. With sustained inflation 
(as defined above) the underwriter 
should find opportunities to sell more 
insurance because of the increased need, 
and the ability on the part of most per- 
sons to pay for it. The splendid record 
of life insurance during this depression 


should aid the life underwriter in his 
sales. 
(4) Beneficiaries dependent upon the 


proceeds of life insurance would suffer 
both immediately and ultimately in di- 
rect proportion to the rise in prices. 
Their incomes (money incomes) being 
fixed, their real incomes would decrease 
and their standards of living would be 
lowered. This is a disadvantage of any 
fixed income. 
Question 2 


(a) Do you consider the workmen's 
compensation system an adequate solu- 
tion to the problem of disability de- 
pendency? Give all reasons for your 
decision, ‘ 

(b) Can the problem of old age de- 
pendency be met by (1) industrial life 
insurance, and (2) group life insurance? 
Explain. 

Answer to Question 2 


(a) I do not consider the workmen's 
compensation system an adequate solu- 
tion to the problem of disability de- 
pendency. : 

(1) It covers only occupational acci- 
dents, although in some cases occupa- 
tional diseases are included. Probably 
most disabilities arise out of non-occu- 
pational accidents and sickness. 

(2) It excludes such types of labor 
as farm laborers, casual laborers, domes- 
tic servants, and employes in non-haz- 
ardous occupations. 





(3) In many states the benefits pay- 
able are inadequate. The usual provi- 
sion for disability is a percentage of the 
worker's pay which in many cases 1s 
sufficient only for mere subsistence. 

(4) In many states the amounts pay- 
able for total permanent disability stop 
after a certain time has elapsed or after 
a certain amount has been paid. 

(5) Criticism also may be offered re- 
garding such things as the length of 
the waiting period, failure on the part of 
employers to insure, delay in settlement 
of claims, and unfair adjustments. 

* * * 

(b) The problem of old age depend- 
ency cannot be met by the use of in- 
dustrial insurance. The principal pur- 
pose of this form of insurance is to 
provide for last illness and burial ex- 
penses. The policies are small in amount 
and consequently the cash values are 
low and unavailable in most cases until 
after a period of ten years. Because of 
the nature of the business, involving 
frequent collections of premiums, and 
high lapse ratios, this would be too ex- 
pensive a method to provide for de- 
pendent old age. 

Group life insurance is usually sold on 
the term insurance plan and hence has 
no cash value to provide an old age in- 
come. It is intended primarily to pro- 
vide a death benefit and to prevent the 
necessity of “passing the hat” when an 
employe dies. Furthermore, it protects 
only those who are working for an em- 
ployer who is carrying this form of in- 
surance. 

(TO BE CONTINUED NEXT WEEK) 





W. A. Fraser, Lincoln, Neb., general 
agent of the Bankers Life of Iowa, held 
an agency school with 35 in attendance. 
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icy loan moratoria, taxation and NRA 
codes. 

In amplifying the points made in his 
prepared address, Mr. Biscay declared 
that too many company officials had 
allowed the depression germ to get into 
their systems, and that they are too 
willing to accept agents’ alibis. He sug- 
gested that it would be well for the 
executives to get out once in a while 
and talk to people in various walks of 
life about present day conditions, so 
that they can “talk turkey” to the 
agents along those lines. He said there 
is a great lack of understanding as to 
what insurance is and does. The agents 
are in a rut and are not imparting this 
information as they should. He declared 
in that connection that the executives 
should encourage their agents to read 
the insurance journals. He said the com- 
panies should advertise their financial 
condition, as that is what the public 
particularly wants to know at this time. 


McClain on Agency Situation 


H. E. McClain, Indiana insurance 
commissioner, emphasized the need for 
a housecleaning in the agency ranks, 
taking his text from some of the talks 
given before the Industrial Section of 
the American Life Convention in Chi- 
cago last week. He said that while it 
is true that an agent is known by the 
company he keeps, it is also true that 
a company is known by the agents it 
keeps. While they are happily in a 
small minority, he declared that there 
are some agents that can be regarded 
only as a destructive influence in the 
business and said that 75 percent of the 
worries of his department come from 
these “disreputable agents. 

He also spoke of the lack of under- 
standing of the true function of insur- 
ance and the need for educating the 
public. He expressed the belief that the 
industrial companies can do more to 
mold public opinion along this line than 
any other class. He promised the full- 
est cooperation of his department to the 
companies and also extended an official 
welcome to the conference on behalf of 
the state. 

Craig Urges Quality 


In introducing the round table discus- 
sion at the executive session Tuesday 
on “Agencies and the Standards That 
Should Control,” C. A. Craig, National 
Life & Accident declared that too much 
stress had been laid on volume, rather 
than on the quality of business written.’ 
This led to the employment of agents 
that have a reputation as big producers, 
sometimes without any investigation of 
their records with the companies by 
which they were formerly employed. 
He urged more thorough investigation 
along this line. Various other com- 
pany officials told of the methods they 
use to combat this problem. 

In the other round table at that ses- 
sion on “Experience With New Forms 
of Coverage,” A. D. Johnson, United of 
Chicago, told of his company’s experi- 
ence with a new accident and health 
policy which pays only half benefits for 
the first two weeks and slightly higher 
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Conservation Work Wanted 


Insurance man of experience, well known 
in South Dakota is available for conserva- 
tion work in that state. Companies interested 
should address X-93, The National Under- 
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benefits thereafter, resulting in a great 
decrease in the loss ratio. Other dis- 
cussants suggested that over insurance 
was a bigger problem in connection 
with the advancing loss ratio than short 
claims. The high loss ratio on women 
also was emphasized. 
Two other discussions scheduled for 
Tuesday, one on “Claims” introduced by 
C, P. Kendall, Washington National, and 
the other on “Limits and Selection of 
Industrial Life Risks” introduced by W. 
R. Lathrop, Southern Life & Health, 
were deferred to Wednesday. 
The report of the statistical commit- 
tee showed that the loss ratio of con- 
ference companies, which has shown an 
increase every year of the past 20, with 
but one or two exceptions, is still going 
up. With the premium income de- 
creased from $29,131,801 in 1931 to 
323,149 in 1932, the health and accident 
claim ratio jumped from 41.95 to 44.16 
percent and death claims from 6.98 to 
7.14, making the total for 1932 51.3 and 
for 1933 including August, 48.94. 
The report of the executive commit- 
tee, submitted by Chairman R. H. 
Dobbs, recommended a revision of the 
conference constitution and by laws. On 
recommendation of that committee, the 
Standard Life of Jackson, Miss. was ad- 
mitted to membership in the confer- 
ence. The report of Secretary-Treas- 
urer P. W. Jones, Bankers Health & 
Life, showed an improvement in the 
financial position of the conference since 
last year, although it was necessary to 
drop some companies for nonpayment 
of dues. 
Langley Takes Look Forward 


A. B. Langley, vice-president of the 
Carolina Life, in his address at the Tuesday 
session, “Looking Forward,” reviewed 
the difficult economic situation of the 
past few years, the service which life 
insurance has rendered, both throughout 
its history and in the recent crisis, and 
found the outlook for the future encour- 
aging. In regard to President Roose- 
velt’s “New Deal,” he said: 

“The old political philosophy has been 
discarded and the old cry against gov- 
ernment in business silenced; today the 
government has a hand in the business 
of the entire country. Yet, what is there 
to say against it? Our old political 
philosophy and old formulas failed us 
in a grave crisis, and the gravity of the 
situation demanded prompt action. We 
turned to the government and got ac- 
tion, and the value of cooperation be- 
tween government and business is being 
demonstrated for the first time in the 
history of our country. It matters not 
what you and I, individually, think of 
the government program. It is the gov- 
erate program, and it must not 
ail.’ 

Harold R. Gordon, executive secretary 
Health & Accident Underwriters Con- 
ference, who was the last formal speaker, 
gave a very comprehensive and illumi- 
nating review of recent trends in dis- 
ability insurance, covering the major 
changes of the past ten years and sug- 
gesting some possibilities for the future. 


Hardin Succeeds Hyde as 
Retail Credit’s Manager 


E. J. Hyde, division manager of the 
Retail Credit Company, with headquar- 
ters in Chicago, has retired, being suc- 
ceeded by E. J. Hardin from the head 
office. Mr. Hardin has been connected 
with the company 11 years, being for 
some time in charge of fire and cas- 
ualty sales work. All of his experience 
has been in the head office. 
Mr. Hyde has served the Retail 
Credit 25 years, having been located in 
various capacities in Dallas, New York, 
Atlanta and Chicago. He had been di- 
vision manager in Chicago since 1928. 
. P. McDowell, manager of the Chi- 
cago office, continues in that capacity. 





James A. Reed, 63 years old, special 
inspector for the Prudential for the last 
38 years, died this week at the West 
Suburban hospital in Chicago from a 
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CELEBRATES 
Its Silver Jubilee... . 


EPTEMBER 9, 1934, will mark the 


twenty-fifth milestone in the prog 
ress of The Ohio National Life Insur 
ance Company. That is why ONLI rep- 
resentatives all over the country are 
celebrating the Ohio National SILVER 
JUBILEE YEAR. 


The production of new business this year 
has shown a marked increase over pre 
vious years. This greater volume is due 
to several important factors: 


1. An enthusiastic, hard-working field 
staff. 


An unusually successful direct mail 
campaign, backed by personal con- 
tact from the Home Office. 


3. The general uptrend in business. 


ONLI representatives are using the 
Company’s direct mail campaign that 
was especially prepared to increase the 
effectiveness of their sales efforts. 


One SMALL agency conducted a one- 
day campaign on a carefully selected and 
previously circularized list of prospects. 
(This campaign was based on providing 
$100.00 a month to the family for at 





least 12 months.) The members of this 
agency started work at 7:30 in the morn- 
ing and made their last call at 11 o’clock 
that night. The results of the campaign 
were: 

. . $22,500.00 
Number of applications... . 14 


Total Production 


Service calls made 
Number of agents under 
contract 


Number of policies rein- 
stated 2 
In addition, quite a few fine 
prospects were secured. 


Similar campaigns are now being con 
ducted by other Ohio National agencies 
. with results just as unusual. These 
agencies are supporting their own excel 
lent work with the advertising and mer 
chandising cooperation furnished by the 
Home Office. 


Business-building aids are available to 
all members of the Ohio National Field 
Staff. 


For detailed information as to open territory or for association with an 


established agency, write John H. Evans, Vice President, at the Home Office. 























The Ohio National Life Insurance Company 


Cincinnati, Ohio 
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Actuaries Give Tip 
on Possible Action 


Another Dividend Reduction Ex- 
pected to Be Made By Many 
Companies in 1934 


MORTALITY NOW LOWER 
Vital Questions Concerning Annuities, 


Agency Matters, Replacements, 
Debated in Chicago 





Out of the fall meeting in Chicago of 
the Actuarial Society of America and 
the American Institute of Actuaries 
comes the well established opinion that 
there will be additional dividend reduc- 
tions in the 1934 scale. The continu- 
ing trend toward lower investment 
returns and the generally confusing cur- 
rency and financial situation are im- 
portant reasons for this probable ac- 
tion, it was stated by several speakers 
in the discussions. 

J. G. Parker, actuary Imperial Life, 
Toronto, said the question of interest 
yield is highly important. Some per- 
sons believe lower interest may be ex- 
pected for as much as 15 years. Ex- 
penses may be expected to remain high 
lor some time. Although the drop in 
nominal yield does not appear so large, 
he said, there has been a very real drop 
im cash interest received by the com- 
panies, 

Some Cautions Offered 


Companies which hold a large pro- 
portion of municipal and public utility 
bonds should give this subject of divi- 
dends exhaustive study. Real estate 
values and mortgage securities are two 
highly important problems. Mr. Parker 
said on many mortgages a reserve of 
25 percent might well be put up without 
over-reaching the mark. 

The whole subject came up on dis- 
cussion of surplus distribution. E. W. 
Marshall, Provident Mutual, stated 
there was probably some justification for 
reduction of dividends in view of lower 
mvestment return. He considered such 
action largely a measure to protect the 
ne due to chaotic general con- 
itions, 


General Situation Confusing 





For the first time, it appears, there 
will be a lower level of premium loans. 
Companies he believes will be able to 
hold foreclosed real estate indefinitely. 
Percy H. Evans, vice-president and 
actuary Northwestern Mutual, said a 
Percentage cut in dividends by many 
companies might be justified. Mortality 
and taxation are high, interest rates 
low, and expenses probably will remain 
at the present high level, if not rise. 
The business is just coming out of a pe- 
nod of redundant surplus earnings, he 
said, and may possibly be going into a 
Period when cost of life insurance will 
Mecrease for some time to come. 
(CONTINUED ON PAGE 14) 
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Actuaries’ Committee in 
Report on Cash Values 





Two provisions of New York insur- 
ance law affecting non-forfeiture values 
are actuarially unsound and not adequate 
to protect the public against all condi- 
tions that may arise in the long history 
of a nation, the special committee of the 
American Institute of Actuaries which 
for some time has been studying cash 
surrender and loan values reported at 
the fall meeting at Chicago. 

The two provisions in question are 
section 87 limiting contingency reserve 
of a life company, requiring that if the 
net value of policies is equal to or ex- 
ceeds $15,000,000 the contingency reserve 
shall not, subject to the conditions of 
the law, exceed 10 percent of the net 
value of the policies, and section 88 pro- 
viding for non-forfeiture values based on 
the policy reserves computed according 
to the standard adopted by the life com- 
pany and stipulating that after the policy 
has been in force three full years the 
surrender charge is limited to $25 per 
$1000, provided that $25 is in excess of 
one-fifth of the entire policy reserve. 

Leans to Missouri Law 


The committee expressed belief that 
the Missouri law is an example of lines 
along which wise minimum legislation 
on cash surrender and loan values should 
proceed. The Missouri law does not limit 
contingency reserve of a life company; 
does not compel a company to guarantee 
non-forfeiture values on the same inter- 
est basis that the company employs in 
determining aggregate reserves held by 
it against its policies; does not limit 
surrender charge to $25 per $1,0U0. 

Instead it stipulates that after three 
year’s premiums have been paid a sur- 
render value must be allowed in the form 
of either extended insurance or paid up 
insurance based upon not less than 75 
percent of the reserve according to the 
actuaries’ 4 percent table, but does not 
make compulsory the guarantee of cash 
loans or cash surrender value. If the 
policy is written as a preliminary term 
contract then the reserve is a preliminary 
term reserve and the law would require 
the surrender value to be based on that 
form of policy. 

Makes Important Point 


Many other points were brought out 
by the committee. It drew attention to 
the fact that an adequate surrender 
charge in connection with conputation 
of paid up insurance values may be in- 
adequate in connection with guaranteed 
cash surrender values and statutory re- 
quirements that cash surrender values 
shall be guaranteed in an amount at least 
equal to the value of the paid up insur- 
ance are not in accord with sound prin- 
ciples. 

The committee took exception to one 
theory that has been advanced that sur- 
render of policies will not under any cir- 
cumstances result in deterioration in vi- 
tality of the policies that remain. It was 
stated that in times of stress and doubt 
as to corporate integrity, the proportion 
of those surrendering policies might be- 
come unduly high and an adequate pro- 
vision should be made for protecting 
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interests of policyholders who continue, 
by means of adequate surrender charges. 

It was emphasized that twisting will 
result in serious anti-selection against 
the company. If the policyholder who 
has a heavy loan on his contract and is 
in good health succeeds in obtaining a 
new policy, this results in withdrawal of 
a healthy life from the group, but if he 
is rejected for new insurance the old pol- 
icy is continued in the original group. 
Thus the best of those who have bor- 
rowed are liable to surrender and those 
in poor health continue. 

Curtailing of this widespread practice, 
the committee stated, while it might re- 
sult in smaller amount of new business 
and elimination of duplication of initial 
expense would not necessarily result in 
reduction of total amount of outst..nding 
insurance. 

“We believe that the elimination of 
unnecessary initial expenses will be ben- 
eficial to the public,” the committee 
stated. “The evils of twisting would be 
greatly minimized by the use of sub- 
stantial surrender charges greater than 
now permitted under the law or em- 
ployed by the companies.” 


New Business Expenses 


Additional expenses incurred in acqui- 
sition of new business are in excess of 
renewal expenses incurred in caring for 
old business, the committee reported. In 
practice the excess of new business ex- 
pense over renewal expense is advanced 
by old policyholders or stockholders, the 
new policyholder, if he continues, repay- 
ing this expense investment over a 
period of years. However if he does not 
continue, the committee said, it is nec- 
essary to have a surrender charge suffi- 
cient to repay the unliquidated portion of 
the new business expense. Without 
such provision the existing policyholder 
would not be treated equitably. 

The committee emphasized the fallacy 
that the aggregate reserve may be 
broken down into individual items based 
on an average that can be allocated 10 
individual policyholders, or, for instance, 
that if reserve on 1,000 identical poli- 
cies is $200,000 the reserve on each 
would be $200. It was stated some 
would be in excellent health and others 
in poor health, the latter requiring 
greater reserve. The committee stated 
the true principle as to individual re- 
serves should be considered in determin- 
ing withdrawal values. 

Considers Interest Factor 


The committee said that it was not 
persuaded that guaranteed surrender val- 
ues of life policies need be based on the 
same rate of interest employed in deter- 
mining the aggregate reserve held by a 
life company against its policies. 

It was said that eminent actuaries 
many years ago held it was a great ad- 
vantage to Carry aggregate reserves on a 
standard considerably more stringent 
than would be employed as a test of 
solvency, and attained this stringent re- 
serve by use of a low rate of interest. 
In times of great national stress, nec- 
essary surplus could be set free by in- 

(CONTINUED ON PAGE 25) 
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Budgetary Control 
Is Leading Topic 
Research iis vad Agency Of- 


ficer People Hear Weighty 
Discourses 


BIG RALLY AT CHICAGO 


J. A. Stevenson Heads Agency Officers 
Association and E. B. Stevenson, 
Jr., Heads Bureau Directors 





Those attending the joint meeting in 
Chicago of the Life Insurance Sales Re- 
search Bureau and Association of Life 
Agency Officers felt they were well on 
the way to becoming certified public 
accountants. Much of the program con- 
sisted of presentation of budgetary con- 
trol ideas, accompanied by numerous 
charts, in which the various items were 
“broken down” into a multiplicity of 
subdivisions, “Breaking down” items is 
a favorite practice of budgeters. 

The subject of budgetary control was 
given prominence at last year’s conven 


tion. Apuparently those who drafted 
the program felt that the conditions 
which made budgeting important last 


year, are even more pronounced today 
and that the subject should be handled 
even more extensively. 

Program Is Balanced 


The budget papers necessarily being 
heavy, the program was balanced with 
more dynamic subjects. Highlights of 
the first two days were the observa- 
tions of M. A. Linton, president Provi- 
dent Mutual, who made a keen analysis 
of the national program, and of W. W. 
Jaeger, vice-president Bankers of Iowa, 
who made a stirring appeal in behalf 
of the ol agent and old fashioned sell- 
ing technique. 

On the third day, the subject of 
budgetary control, was not introduced, 
and the sessions were therefore livelier. 
The final speaker, J. A. Fulton, presi- 
dent Home Life of New York, made a 
profound impression, in developing his 
ideas of evils in the business which must 
be corrected to conform with the spirit 
of the new national program. 

The attendance was large and most 
of the conventioneers stayed to the end. 


John A. Stevenson Elected 


John A. Stevenson, home office gen- 
eral agent Penn Mutual, was elected 
chairman executive committee Life 
Agency Officers Association. Henry E. 
North, second vice-president Metropoli- 
tan, is vice-chairman. 

The new chairman of the board of 
directors of the Research Bureau is E. 
B. Stevenson, Jr., National Life & Acci- 
dent, and vice-chairman is A. Gordon 
Ramsay, Canada Life. 

The new members of the executive 
committee of the agency officers are: 
T. O. Cox, superintendent of agencies 
Excelsior Life of Toronto, and chair- 

(CONTINUED ON PAGE 12) 
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T. M. Riehle Is Featured at 
Vivian Anderson Luncheon 





T. M. Riehle of New York City, asso- 
ciate manager of the Riehle agency of 
the Equitable Life of New York, jour- 
neyed to Cincinnati last Thursday to do 
honor to his rival for the office of presi- 
dent of the National Association of Life 
Underwriters, C. Vivian Anderson of 
that city, who was elected. The Cincin- 
nati Life Underwriters Association gave 
a luncheon in tribute to Mr. Anderson, 
which brought out some 300 members. 
Mr. Riehle was a special guest and as 
he stood up to speak Mr. Anderson 
arose at the same time and both shook 
hands very cordially. 


Gives Riehle a “Tough Job” 


Mr. Anderson stated that right after 
his election Mr. Riehle requested that 
he give him the toughest job that he 
had. President Anderson said that he 
appointed Mr. Riehle as chairman of 
the membership committee and he knew 
that the position would be well filled. 
Mr. Riehle’s fine sportsmanship has 
elicited wide acclaim and he is already 
assured of the presidency following Mr. 
Anderson’s incumbency in office. 

Mr. Anderson was introduced by Ray 
Hodges, home office general agent of 
the Ohio National Life, who was in 
charge of the Anderson campaign com- 
mittee. Mr. Hodges paid tribute to a 
number of Cincinnati life men who con- 
tributed largely to the success of the 
Anderson candidacy. Mr, Anderson said 
that if insurance men had worked with 
the same enthusiasm and energy that 
the investment people did some years 
ago, the depression would have been 
considerably softened. . If people had 
bought life insurance instead of a lot of 
speculative stocks they would have 
something to show for their money. 
President Anderson said that in his opin- 
ion the life men had missed a great op- 
portunity. 

Wants New Fight Started 


He advocated the starting of a new 
fight to keep the country on an even 
keel. The more life insurance that is 
sold the better off will be the country. 
He said that if a life man has real abil- 
ity and doesn’t use it to the best ad- 
vantage he deserves the severest criti- 
cism. President Anderson predicted that 
in the years to come there will be a bet- 
ter selection of agents. There is need 
of recruiting, he said, but at the same 
time the supervising forces must look 





after the older agents. They should be 
given sufficient attention so that they 
will not slip. 

He stated that the Ohio Life Under- 
writers Association is now featuring a 
woman speaker who is talking before 
organizations and clubs and in a very 
pleasant ‘way brings out some phase of 
life insurance. She is Miss Mary Sue 
Wigley. She is talking in October 
chiefly to parent-teacher associations. 
To these groups, Miss Wigley will dis- 
tribute several thousand copies of “Dol- 
lars Come Intvu Your Hands” and “Mary 
Newton’s Fur Coat” both prepared by 
the “Diamond Life Bulletins.” He said 
that women are great factors in life in- 
surance buying. They have much influ- 
ence on their husbands when it comes 
to building up a life insurance estate. He 
said that it is highly necessary to break 
down the sales resistance in the home. 


Wants Constructive Publicity 


During his administration President 
Anderson said that plans will be made 
to endeavor to get more constructive 
publicity in the newspapers. He thinks 
it desirable to have the right kind of 
articles published in the magazines. Dur- 
ing recent months he said some of the 
national magazines have been publish- 
ing misleading articles written by de- 
structive writers who seek at sensa- 
tionalism. He denounced twisting, say- 
ing that its tendency always is to tear 
down. He said it is an easy matter to 
go to a man who is carrying insurance 
and by subtle suggestion or wrong in- 
formation plant erroneous ideas in his 
mind. He said that when a man lapses 
his insurance, especially through the 
twisting route he never has the same 
ardor that he had in rebuilding. The 
first start he said is always the best. 
This forms the foundation on which to 
build. The man who loses his home 
because of mortgage foreclosure never 
has the same enthusiasm for home 
building after that. Whenever there is 
need for adjustment of one’s insurance 
President Anderson said it should have 
the utmost care. When insurance is re- 
vamped the agent should lose sight of 
the commission he could make. 

Should Study New Ohio Laws 

Mr. Anderson said that a membership 
in a life underwriters’ association should 
be made of real value to the man who 

(CONTINUED ON PAGE 24) 








Increases in Life Sales 
for September Reported 





The Will S. Reeve general agency of 
the Union Central Life in Detroit re- 
ported a gain of 53 percent in paid 
business in September over August. 

Ft 

Production of the California-Western 
States Life during September was 28 
percent greater than in September, 1932, 
and was the largest September in the 
history of the company. 

* * * 

E. W. Albachten, Pacific Mutual Life 
general agent in Detroit, in September 
placed second among Pacific Mutua) 
agencies in the country in volume of 
production, turniny in $283,000 with a 
staff of 15 underwriters. 

* * * 

Manager Arthur Smith of Sun Life 
of Canada in Portland, Ore., announces 
that 147 persons were written for $279,- 
974 in a one-day sales drive in Spo- 
kane and the Inland Empire points. The 
29 representatives of the Sun Life in 
Portland in their one-day sales drive 
wrote 72 applications for $130,850. 

a 


Net new business of Acacia Mutual 
Life for the first nine months of 1933 
was 23 percent ahead of the same period 
in 1932. 

* * * 

Vice-President V. H. Jenkins of the 
Occidental Life of Los Angeles an- 
nounces that so far the company has 
written $5,000,000 more new business 
than during the entire year of 1932 and 
that this is nearly double that written 
last year up to October 24. He also 
announced that its new policy would be 
exploited by a broad newspaper and 
radio advertising program in California, 
Oregon and Washington, the radio pro- 
gram starting Oct. 30. 


Copies of New Constitution 
and By-Laws of I. A. C. Sent 





NEW YORK, Oct. 
the new 


26.—Copies of 
constitution and by laws, 
adopted by the Insurance Advertising 
Conference at its Briarcliff meeting 
have been mailed to members, together 
with a letter from H. H. Putnam of the 
John Hancock Mutual Life, president of 
the conference, setting forth the objec- 
tives of the new constitution, and not- 
ing the major points of difference from 
the previous one. 





‘To Seek Bids for 


National, U. S. 


Order Expected to Be Issued Th, 


Week to Call for Rein- 
surance Offers 


VALUATIONS DOUBTFY, 


Little 
Other Than Management Basis— 
Twisters Warned 


Chance Seen for Reinsuran: 


Bids for reinsurance of the Nations 
Life, U. S. A., of Chicago, now in th 
hands of a receiver, will be sought in 


mediately. An 


order to this effect ; 


to be asked of Circuit Judge Lindy 
of Chicago by Receiver P. J. Lucey 


There is every likelihood that 


the 


best offer the receiver will be able t 


get is one calling for a managem 
agreement, rather than outright 
sumption of all liabilities and tak 
over of assets at any set figure, 
cording to persons in position to 
well informed. However, a number 
companies have expressed some 
terest. 

Result of Slow Disintegration 


The process of disintegration of 
company has been going on for a k 
time. 
have been the subject of comment 
several years; in fact, ever since 
stock crash of 1929. 
time a preferred investment 
high return, they had become 
the most doubtful assets. 
two years ago the “handwriting on 
wall” 
men. 


bring 
some 


Only the convention valuat 


able stocks staved off the receivers! 


The valuation of these stocks is one 
of the difficult problems lying in_ the 
path of any outright reinsurance of the 
business. There is an almost equall 


ent 


as- 
ing 
at: 

be 


0 


in. 
In 


the 


yng 


The large bank stock holding 
for 
the 
Considered at one 
ing 
of 
More than 
the 
was seen by many life insurance 
ion 
method which for so long sustained 2 
hypothetical valuation on the question- 


nip 


difficult task in valuing the large rea 


holdings. It is 
in less chaotic 


estate mortgage 
lieved that even 
a company willing to take over 
assets at a fixed figure. 
(CONTINUED ON PAGE 24) 


be- 
times 
there would be great trouble in finding 
the 
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Exempt Insurance 


Business Must Bring Itself Into 
Harmony With National 
Plan 


VIEWS OF Jj. A. FULTON 


Investment People Should Ask What 
Is Need for Project to 
Be Financed 





“Regardless of the supreme court, re- 
gardless of Paul vs. Virginia, any busi- 
ness which is so impressed with the pub- 
lic welfare as life insurance, any busi- 
ness which is such an integral part of 
the economic life of the nation, must 
sooner or later bring itself into com- 
plete and absolute harmony with the na- 
tional plan or society will find a way 
to force it to do so.” 

From this premise, President James 
A. Fulton of the Home Life of New 
York, in addressing the meeting of the 
Life Agency Officers in Chicago, out- 
lined practices in the business, which he 
contends, should be corrected to bring 
the business into conformity with the 
new deal. The primary principles of 
the new era, he said, are that no busi- 
ness shall indulge in any practice which 
is harmful to society as a whole and 
that no unit inside of a business shall 
indulge in any practice which is harm- 
ful to the business itself or unfair to 
the other units in the business. 


Investment Principles 


In making investments, he said, insur- 
ance executives should ask: “What is 
the genuine need for the project to be 
financed and what effect will that proj- 
ect have on the legitimate investments 
of other people?” Those questions are 
pertinent in the new deal, he said. For 
instance, construction of a new sky- 
scraper or hotel in a section of a city 
with adequate facilities in those direc- 
tions might destroy the value of exist- 
ing properties and imperil the invest- 
ments of other institutions and other 
people. The mortgage on the new prop- 
erty may be safe and yet, in a planned 
national economy, the company that 
made the loan would be doing an un- 
social act. 

Mr. Fulton discussed in the light of 
the new deal, the argument that there 
are too many companies and too many 
small companies in the field. He ex- 
pressed the belief that the young and 
small company has a distinct and legiti- 
mate place provided it arises out of a 
legitimate need, addresses itself to the 
meeting of that need and avoids attempt- 
ing to duplicate services which are being 
more adequately performed by existing 
institutions. 


Unsocial Promotions 


The company which does not meet 
that test, he said, is the one which was 
Promoted without any idea of how it 
could render service and properly jus- 
tify its existence. It was launched as 
the result of someone’s ambition and 
merely started in business. It really at- 
tempted to duplicate what the older and 
larger companies were doing. Usually 
unsuccessful, it set wp conditions which 
were damaging to the business itself. 

he legitimate small company 


New Deal Doesn't | Vice-President of Union 





was | 


launched, he said, as the result of com- 


mendable ambition, coupled with vision. 
or instance, the builders might have 
seen a need for developing stretches of 
territory and giving service to numbers 


of people who were receiving inadequate , 


attention. As a result, insurance was 
(CONTINUED ON LAST PAGE) 





Central Taken by Death 








Rehabilitation of Older 
Men Stressed by Jaeger 





Concluding the Tuesday mirning’s 
session of the Life Agency Officers 
meeting in Chicago, after several heavy 
papers of a technical nature, principally 
on budgetary control, had been pre- 
sented, W. W. Jaeger, vice-president 
and director of agencies, Bankers Life 
of Iowa, electrified the audience with 
a plea to devote attention to the re- 
habilitation of old men and to the resur- 


rection of some of the old-fashioned 
selling technique. Some of Mr. Jaeger’s 
remarks might be construed as mild 


criticism of too great preoccupation with 
technical details. 

Mr. Jaeger criticised the tendency to 
cast aside the older agents as dead 
timber and to devote all of the energy 
on new men. He asked his listeners 
to place themselves in the position of 
the older men. He asked what their 
reaction would be to constant reitera- 
tion of the idea that the veteran agents 
are in a hopeless slump and that plans 
should be framed largely for the new 
men. 





WILLIAMS 


GEORGE L. 
Build Men Is Job 

The job of the agency executive 

should be to build men rather than to 

build man-power, he said. Attention 

should be given to the old men. They 

should be taught to think for themselves 


George L. Williams, vice-president of 
the Union Central Life, died Monday 
night after an illness of several months. 
He was born in Delaware, O., in 1877 
and attended Ohio Wesleyan and the 
University of Cincinnati law school. 


He started in the legal department of | and act for themselves and should be 
the Union Central, became editor‘of the | inspired with new ambition. The 
agency bulletin and later entered the | methods of handling the older men 
agency department and became secre- | should be changed. Every aid should 


be put at the disposal of the older men. 
Plans should be drafted for them, the 
general agent should give personal su- 
pervision, accompanying the old man 
in the field if necessary. More can be 
acomplished in this way, according to 
Mr. Jaeger, than by calling the old man 


tary of the company. He was elected 
vice-president ten years ago. 

Mr. Williams’ funeral was held at Cal- 
vary Church Thursday. 

Duryea's “When to Stop Talking” is a 


gold mine of helpful suggestions. Order 
from The National Underwriter. $2.00. 


WHEN DONE RIGHT 


Among the wholly 
Home Offices is the Direct Mail service. 

















reliable sales helps supplied by 

| many Properly | 

used it is indeed a powerful part of the process of salesman- 

ship. An easy approach to the prospect is provided, the in- 

| itial sales resistance is frequently 
created, and tightly shut doors are opened. 


is lessened, receptivity 


} . 
| This is the universal experience of those who use Direct 
Mail according to the rules. Among the rules are these: 


1. Select prospects carefully. 
2. Send lists to Home Office regularly. 


3. Follow up by calling promptly on every prospect, and 
not alone those who have replied. 


4. Use an effective organized sales talk. 


and 


“‘life- 


In this period when business is difficult to get, 
the underwriter’s income is low, Direct Mail is a 


saver.” And at all times it is a business-getter. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 





Independence Square Philadelphia 




















into the front office and chastising him 
for his lapses. Mr. Jaeger advised 
leading the older agents out of the 
woods instead of driving them out. He 
said it is cheaper to devote time to the 
older men who have had experience, 
than to attempt to float new men who 
have not had experience. 

The life insurance structure, Mr. Jae- 
ger said, was built on the production of 
$1,000, $2,000 policies and occasionally 
a $5,000 policy. During the boom years, 
the agency executives tried to develop 
their men too rapidly so that they could 


handle big business in a big way. They 
became befuddled. 
Return to Dynamic Talk 
What is needed, he said, is a return 


to the old dynamic sales talk based on 
insurance as protection. He cited the 
fact that men with a knowledge of only 
two or three policies, but who have the 
ability to warm the hearts of prospects 
by appealing to their sense of protec- 
tion, are “running rings around” men 
with a greater knowledge of technical 
details. 

Mr. Jaeger expressed the belief many 
of the older men are in a slump, be- 
cause their companies have permitted 
or encouraged them to rewrite business 
against which loans have been made. 
This practice is demoralizing the agent 
and gets him off the proper track. The 
great danger is that in permitting agents 
to rewrite policies of their own com- 
pany, that they will naturally turn to 
rewriting policies of other companies. 
“We must right about face,” he de 
clared, “or we are riding for a fall.” 


Sven Few Cases Dangerous 


Mr. Jaeger said it is dangerous to 
permit agents to even rewrite a few 
cases, on which the approval of the 
home office has been obtained. In for- 
mer days, the Bankers Life, he said, 
permitted agents to call on certificate 
holders of the predecessor assessment 
company, to switch their insurance over 
to the legal reserve basis. Ninety-five 
percent of the men who were given 
this privilege failed when that avenue 
was closed and they were forced to get 
their own prospects. 

{r. Jaeger advised taking 
into the confidence of the home office 
and give them a greater insight into 
home office activities. They should be 
impressed with the waste in rewriting 
He told of the system in the Bankers 
Life, whereby the agency managers 
elect a committee of nine, who go to the 
home office the first of the year when 
plans are being drawn. Home office 
people tell the committee the problems 


agents 


to be faced and the changes that are 
to be introduced. The opinions and 
suggestions of committee members are 
solicited. Following this conference, 
there is a meeting of all the general 
agents and managers. There has al- 
ways been a loyal response from the 
ranks. During the moratorium, the 
home office did not receive a single 


complaint from the field force. 


Developing Men for Managers 


Mr. Jaeger advocated developing men 
for managerial positions from the com- 
pany’s own ranks rather than proselyt- 
ing. The companies, he said, must re- 
develop and retain the dependable old 
men, so that the necessity will not 
arise to go outside the ranks of the 
company for managerial talent. He said 
that of the 60 managers of the Bank- 


ers Life, 58 were appointed from the 
company’s own organization. 
The company must get more effi- 


ciency from the older men. Recognition 
must be given to the fact that the old 
men are mature men and they must be 
dealt with as such. They should be 
(CONTINUED ON PAGE 23) 
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Stevenson Takes 
Conservative View 





Urges Middle Ground Policy in 
Selecting and Training 
Agency Force 





ATTITUDE ON NEW BLOOD 





New Chairman of Agency Officers Ex- 
ecutive Committee Drops Word 
for Old Men 





The middle of the road viewpoint on 
many questions of policy under con- 
sideration today was expressed by John 
A. Stevenson of Philadelphia at the 
meeting of the Agency Officers Associa- 
tion and Research Bureau in Chicago. 
Mr. Stevenson is the new chairman of 
the executive committee of the Agency 
Officers Association. 

Although the life of the agency or- 
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ganization depends on new blood, too 
much new blood, he said, should not be 
introduced so as to cause apoplexy. Se- 
lective recruiting is indicated. New men 
should be trained as promptly and effec- 
tively as possible and the failure’ elimi- 
nated as quickly as possible. The prob- 
lem of building new organization must 
be approached with a certain amount of 
caution, especially in view of the cost 
and the expense involved. 


Must Rehabilitate Old Agents 


Mr. Stevenson expressed regret there 
has been so much criticism of the old 
organization and that a defeatist attitude 
has been accepted for the old men. Life 
insurance morale will suffer unless the 
problem of rehabilitating the old or- 
ganization is solved. The old men 
should be handled individually, given in- 
dividual counsel and their intimate hu- 
man problems discussed, rather than 
handled in a group. 

Mr. Stevenson said the manager has 
been on the horns of a dilemma, first 
because of the agitation against large 
policies and now because of the fact he 
is criticised for producing policies of low 
average size. The solution seems to be 
to concentrate on policies from $5,000 to 
$25,000. 

Agency officers should not expect gen- 
eral agents to do too much with bud- 
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getary control, which is something new 
even to the agency officer. 

Mr. Stevenson expressed the belief 
there is too much “luggage” in connec- 
tion with training. Although favoring 
organized, planned training, he said the 
material must be carefully selected from 
the point of view of its effectiveness and 
the tendency should be away from vol- 
ume. 


Should Meet Modern Needs 


Mr. Stevenson said he is opposed to 
going back to the selling of only one 
or two policies for family protection. 
That would be like going back to Model 
“T” Fords. Frills and tricks, however, 
should be eliminated and efforts should 
be devoted to meeting real modern in- 
surance needs. 

Mr. Stevenson said too much has been 
spent for supervision. He believes in 
larger units of supervision and “mechan- 
ical” supervision where necessary. Only 
a certain proportion of men can be made 
to succeed in life insurance or in any 
other business. 

He closed with an appeal for a posi- 
tive, absolute attitude towards life insur- 
ance. There should be no apologies. In- 
surance has less to answer for than any 
other organization. Enthusiastic leader- 
ship must be furnished the men in the 
field. 
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New Sixty-Six 

































JULIAN PRICE 






Julian Price, president Jefferson 
Standard Life of Greensboro, N. C, 
will celebrate his 66th birthday Noy 
25. Therefore, during November the 
agents of his company will put on a lo 
of speed and on his natal day there will 
be big doings up and down the line 
The Jefferson Standard is conducting 
its annual birthday campaign and wil 
feature its new policy, the “Dixie Spe- 
cial.” Mr. Price is held in affectionate 
regard by all the men in the organiza- 
tion. 

The Jefferson Standard has organized 
the 50 leading paid for producers into 
a club known as the “Fightin’ Fift,.” 
Each member is expected to produce a 
minimum of $30,000 of new business 
during the month. The campaign in 
addition to production is based on dei- 
nite conservation principles. Settle 
ment with application and new business 
on old policyholders are urged. This, 
the company believes, will give it a far 
better quality of business. 


Central Life of lowa Upheld 
in IHinois Life Contract 









The Central Life of Iowa will ur- 
doubtedly now be able to carry on its 
contract for taking over the Illinois Life 
without let or hindrance inasmuch as 
Federal Judge Wilkerson of Chicago ap- 
proved the valuation of its assets set 
by master of chancery at $4,240,000 and 
denied an appeal from the reinsurance 
order that was attacked by outsiders at- 
tempting to upset the plan. It was 
reported that the cost of administration 
had been $340,000 and a dividend of 15 
percent to creditors may be possible 
The Central Life is now paying death 
claims under Illinois Life policies ac- 
cording to the contract and is endeavor- 
ing to hold the business on the books 
It has reinstated a number of policies 
that had lapsed. 


Budget Plan of Liberty 
National Is Explained 


F. P. Samford, vice-president Liberty 
National Life of Birmingham, Ala., ex- 
plained the budget plan, which his com- 
pany has followed for several years, m 
his address before the Life Agency Of 
ficers meeting in Chicago Monday. | 

Among the objectives in budgeting 
are to estimate as accurately as possible 
the income for the coming year; to set 
up in advance a definite amount that 
may be spent for any particular item 
of controllable expense; check these ¢x- 
pense items each month, to estimate 
the demands that will be made upon 
this income by reason of policy com 
tracts; to follow these estimates closely 








month by month and catch the trend. 
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A WORKABLE SOLUTION 
FOR THE PROBLEM FACED BY EVERY 
INSURANCE COMPANY 













@ Four years of depression, and the amazing changes of the past 






few months, have combined to change the policyholder’s attitude toward his economic future and, 




























here w 
the lin ° : = — 
~w inevitably, toward his insurance policies. 
and will 
xie Spe- 
>ctionate 
iT ganiza- . ° 
— @ Some can no States or Canada—in large or small companies. It 
ganized . 
ers into longer afford to carry out their existing insurance pro- makes no difference whether the service involves 1,000 
Fifty. 
oduce a , ? . 2 . > 
business grams. Some find the interest load of their policy loans or 100,000 policyholders. Moreover, we are in a posi- 
aign in 
gh too heavy to bear. Some want and know they need __ tion to contact promptly those thousands of policy- 
usiness — . . . . - ' : 
This, additional protection. Yet, until personal contact is holders who, investigations have revealed, are in 
it a far , 
established with each policyholder, it is impossible _ localities entirely out of touch with company agents. 
neld , , aie 
rect for the insurance company to help the insured revise §@ By means of anew plan created by this organization, 
ntrac 
- his program for maximum benefit. it is possible for a company to employ the American 
‘1 un- 
on its . . , : 
vis Life @ Through personal contact alone can insurance com- Conservation Company to rewrite business upon 
uch as 
go 7 panies help these policyholders — by learning of their which there are policy loans and to reinstate on a 
ets set 2 , 
00 and , — . , ’ : . see : 
urance exact financial condition, their attitude regarding premium-paying basis insurance now running as paid 
ers at- 
Bs present insurance, and determining whether or not a up or extended insurance —all this without making 
| of 15 
ys sible more equitable plan of protection can be arranged to it necessary to dispose of any reserve assets to pay 
death J ; 
aes meet present day demands. commissions. 
olicies @ The American Conservation Company, through its @ A letter will bring complete information on this plan 
nation-wide field force, is in a position to service policy- and the service conducted by the American Conserva- 
‘ined holders—no matter where they may be,in the United _ tion Company. 
iberty 
L., @X- 
com- 
rs, in 
y Of 
veting 
ssible 
to set ta a 
that AMERICAN CONSERVATION COMPANY 
item 
€ od LIFE INSURANCE SERVICE « HERBERT G. SHIMP, PRESIDENT 
imate 
307 NORTH MICHIGAN AVENUE, CHICAGO 














6 


THE 


NATIONAL UNDERWRITER 


October 27, 193 





Moratorium Just 
a Fainting Spell 


Dr. Huebner Says Action Was 
Justified Because Public Mis- 
used the Institution 


PROVED TRUE STRENGTH 


Nothing Fundamental Has Happened 
to Affect Insurance—Policyholders’ 
Losses Less than $1 per $1,000 


NEW YORK, Oct. 26.—The recent 
moratorium on policy loans and sur- 
renders was akin to a fainting spell in 
a human being and should not be re- 
garded more seriously than that, Dr 
S. S. Huebner, professor of insurance 
University of Pennsylvania, told metro- 
politan New York agents of the Con- 
necticut Mutual Life at a meeting here. 
The moratorium constituted the best 
answer to any question as to how life 
insurance would come through the 
worst possible conditions, he said, add- 
ing that it should have been declared 
long before it was. 

“Just as nature withdraws conscious- 
ness for a brief period when overpower- 
ing fear or pain pass human endurance, 
so does a moratorium put a stop to 
intolerable conditions in life insurance 
until they have again become normal,” 
Dr. Huebner said. 

It is a good thing both for human 
beings and for the institution of life 
insurance that some power can step in 
when things get too bad, he said. 

Moratoriums Are Necessary 


“Moratoriums are necessary when we 
show that we have forgotten how to 
use an_ institution,” he continued. 
“When people show that they no longer 
know how to use the stock market, the 
commodity markets, the banks, or the 
gold standard, the only course is to take 
those institutions away from them for 
a time. When the hysteria is over they 
can be given back to the public. 

“The same thing applies to life in- 
surance. When people weren’t able to 
get money from the banks, they rushed 
to the life companies. People were 





More Power Is Concentrated 
Now in Branch Office Manager 








The plan upon which the Great West 
Life of Winnipeg has been working for 
two and a half years, was explained to 
the meeting of the Life Agency Officers 
by H. W. Manning, assistant general 
manager of that company. The plan was 
launched, he said, when stock was taken 
ot its situation. It was a comparatively 
young company that had made a rapid 
growth and reached a stage when busi- 
ness conditions were beginning to re- 
strain production and take a toll on busi- 
ness in force. The company had op- 
erated under the system of large terri- 
torial units. A finer division of opera- 
tions was therefore indicated. Branch 
offices had been under dual control and 
there was much centralization. In divid- 
ing the territory, decision was reached 
to give greater local economy. The 
home office agency department was ex- 
panded. A stronger and more organized 
effort to sustain production was de- 
manded of the agency force. The branch 
managers were given conservation re- 
sponsibility. 

Five Chief Divisions Mentioned 


In the plan there were five main sub- 
divisions, agency administration, recruit- 
ing, training, production and conserva- 
tion. Formerly, a parity was recognized 
between the branch manager and the 
cashier. This dual control was abolished 
and responsibility for the administration 
was delegated to the manager. Then 
the manager was encouraged to delegate 
responsibilities to the cashier. 

An inspector of agencies at the home 
office was appointed to assist the man- 
agers. The company recognized in each 
branch office all of the functions of the 
company, barring investments. 

Head office control of agents’ financing 
was relinquished and freedom was given 
to managers. The home office merely 
counseled with managers on financing. 

Instead of the home office conducting 
training courses, the training job was 
delegated entirely to the branch. The 
home office has taken the initiative in 
suggesting and fostering planning and 
time control in the branches. Agencies 
are encouraged to set up short term 
objectives. The field force is skilled 
in contacting, servicing, selling and re- 
selling. The field organization was 
strengthened along the lines of more ef- 
fectively coping with the problem of 
conservation. 

Managers were appointed for many 
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new branches. This meant recruiting 








and training. Young men were chosen, 
but men with experience in life insurance 
selling. In 14 new appointments in the 
past two years and a half, there was an 
average age of 39 years and an average 
selling experience of 10 years. With only 
two exceptions, all of the new appoint- 
ments were recruited from the field or- 
ganization of the Great West. Mr. Man- 
ning attended the agency executives’ 
seminar of the Sales Research Bureau, 
three members of the home office agency 
department attended bureau schools and 
10 managers have attended managers’ 
schools. Several of the managers at- 
tended the same schools and there was 
a degree of uniformity in their back- 
ground. 

The company depends upon its man- 
agers to command all the functions of 
the branch office, delegating those things 
which, relating to the conduct of the 
office, can properly be reposed in the 
cashier or branch secretary. He ex- 
pressed belief that recognition of the 
branch manager as the sole head of its 
agency operation has resulted in a clearer 
coordination of all the company’s func- 
tions within the sphere of a branch 
office. 


National Life of Vermont 
Is On a Stable Foundation 


In response to inquiries from news- 
papers and policyholders, President F. 
A. Howland of the National Life of 
Vermont makes the Yollowing state- 
ment: 

“By reason of the similarity of names, 
a Chicago stock life company, the Na- 
tional Life U. S. A., mentioned in the 
papers as in receivership, has been con- 
founded in the minds of some people 
with the National Life of Montpelier, 
Vt., a mutual company. The Vermont 
company has no connection whatever 
with the Chicago company and is in an 
unassailable financial condition, having 
steadily increased its resources and re- 
serves during the depression.” 





Committee Recommendations 


The National Association of Life Un- 
derwriters is sending to local associa- 
tions a questionnaire asking for recom- 
mendations for members of committees. 
Except for selection of T. M. Riehle as 
chairman membership committee, ll 
other appointments are open. 





BIG FACTORS IN EXECUTIVES’ MEETING 











M. A. LINTON, Philadelphia 


Provident Mutual Life 





L. J. DOUGHERTY, Davenport 
Guarantee Life 


JOHN M,. HOLCOMBE, Hartford 
Research Bureau Manager 
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General Agents 
Hold Conference 


Massachusetts Mutual Life Me 
Gathered at the Home 
Office 


C. O. FISCHER PRESIDED 


Some Methods That Are Being Followej 
With Success by the Different 
Offices — 


OFFICERS ELECTED 


President—S. W. Hughes, Manchester, 
H. 

Vice-President — Ward Hackleman, 

Indianapolis. 
Secretary-Treasurer—John F. Cremen, 

Washington, D. C. 


SPRINGFIELD, MASS., Oct. 
The 1933 general agents conference oj 
the Massachusetts Mutual was held this 
week at the home office in Springfield, 
Mass. C. O. Fischer, general program 
chairman, opened the conference Mon- 
day. Greetings were extended by Pres- 
ident W. H. Sargeant and F. T. McNally, 
general agent in Minneapolis, president 
of the General Agents Association. 

Selection and training of men was the 
topic Monday afternoon in a session 
presided over by George E. Lackey, 
general + % in Detroit. Other speak- 
ers were W. Snyder, T. C. Looney, 
Jr., A. D. “Lynn, D. C. Keane, K. E 
Willimson, A. T. Haley and F. W. Drake 


Benefits of Concentration 


N. 


26.— 


At the Tuesday Morning session C. K. 
Litchard of the Springfield agency spoke 
on the value of concentration. He has 
analyzed, he said, the methods of two 
general agents, one of whom had main- 
tained even production during the last 
few years and another whose agency 
production had slumped one-half. He 
attributed the successful agency record 
to concentration on definite jobs follow- 
ing well made plans. The job of pro- 


duction, as he outlined it, includes re- 
cruiting, training, supervision and ac- 
counting. 


Ability to concentrate on one of these 
at a time, driving toward a definite goal 
is the secret of successful agency man- 
agement. First a goal is set, for example, 
six new men during the year. That 
means one each two months. Then every 
second Wednesday was set aside for 
the specific work. Likewise Tuesday 
and Thursday afternoons were used for 
accounting. Whatever is done should be 
done very thoroughly, suggested Mr. 
Litchard. 


Cits 


He cited the agency 
trated on immediate annuities for 60 
days, producing $250,000 of annunity 
business later. The same concentration 
on family income brings similar results 
Excellent talks on production were 
made by Mr. Lackey, L. E. Simon and 
W. H. Hackleman. : 

H. W. Abbott, G. H. McDonald, and 
L. C. Witten spoke Tuesday morning 
on conservation. Mr. Abbott described 
a bookkeeping system in his office which 
enables the general agent to tell each 
month the total potential value of an 
agent’s renewal commissions. Mr. Mc- 
Donald emphasized that each _policy- 
holder must be the individual respons! ibil- 
ity of some agent. His suggestions for 
improving conservation were definite 
motivaton of the agent to sell insurance 
for meeting specific needs and to recog- 
nie his obligation for conservation to the 
policyholder, the company and himself. 
Conservation management offers an 
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Concrete Results 
which concen- 
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Life Insurance in Fourth 
Phase of Selling Motive 


woOODS TALKS TO SUN AGENTS 


Earl D. Owen’s Connecticut Men Hear 
Some of the Stimulating and 
Invigorating Gospel 


Rowland Woods and C. H. Heyl, 
from the home office of the Sun Life of 
Canada, were the principal speakers at 
the annual get- -together of the Sun Life 
agents of Connecticut in charge of Earl 
D. Owen, general agent for that state, 
at Norwich, Conn. Mr. Woods is as- 
sistant to George H. Harris, supervisor 
field service bureau of the Sun Life, and 
Mr. Heyl is inspector of agencies. For- 
ty-two were present. 

Mr. Woods declared that life insurance 
is now in its fourth phase of selling 
emphasis since the world war. Directly 
following the war the emphasis was on 
protection. This idea had been popu- 
larized ‘by the attitude of the govern- 
ment in protecting the dependents of 
soldiers through life insurance. Follow- 
ing that phase came emphasis on in- 
yestment and then with the depression 
came more attention to protection and 
now in the post-depression period, the 
investment idea is once more coming 
to the front. 

Life Insurance Provides “Specific” 


A man who dies without life insur- 
ance, explained Mr. Wood, leaves his 
family just as one who absconds with 
most of the liquid funds of his estate. 
This is true because a family which 
seeks to discharge the debts of the head 
of the family usually finds itself as a 
residuary beneficiary only. When the 
creditors, the government, and any spe- 
cific bequests have been satisfied, little 
remains for the family itself. Life in- 
surance can provide a “specific” to meet 
the obligations to family, creditors, in- 
cluding the government as a preferred 
creditor, favored charities, and the man’s 
business. Mr. Woods believes that not 
sufficient stress has been placed upon 
business insurance as fundamentally for 
the protection of the family. A man 
looks upon himself as a going concern. 
He projects himself in his thinking as 
a potential estate. But death destroys 
this potential estate and brings the fam- 
ily face to face with the actual present 
estate. 


Three Primary Elements Cited 


The three elements which a man seeks 
in putting aside his money, said Mr. 
Woods, are savings, investment and in- 
come. Life insurance is perfect in all 
three. 

Life insurance to provide vocational 
training for the wife in the event of 
the husband’s death was suggested by 
Mr. Woods to solve the problem where 
a limited amount of insurance only can 

taken. 

Louis Crandall, Norwich, leading pro- 
ducer for the New England Mutual, and 
well known to life men throughout the 
United States and Canada, was the 
luncheon speaker. He has _ passed 
through 578 weeks producing from one 
to 35 applications each week. His busi- 
ness was 60 percent better in 1932 than 
1931 and this year he is ahead of last. 


Salesman Often the Best 


He indicated that the best salesman 
is the one who may impress the pros- 
pect as being the poorest. Most sales- 
men are too aggressive and scare away 
possible business. Be less of what peo- 
ple think a salesman is, according to 
Mr. Crandall, and more buying will be 
done by the prospect. The life sales- 
man, as lived by Mr. Crandall, spends 
much time in developing and maintain- 
ing a cheerful and constructitve mental 
attitude. Among other methods of do- 
ing this, Mr. Crandall memorizes in- 
Spirational poetry and he recited sev- 
eral to the delight of his luncheon au- 
dience. 


“Poorest” 











Committee Reports on 
Pooled Air Experience 





Companies represented in the Actua- 
rial Society of America for some time 
have been pooling their experience on 
aviation risks who had an obvious avia- 
tion hazard when they took the insur- 
ance. Up to date the experience, ac- 
cording to the report of the aviation 
conunittee of the society filed at the 
Chicago meeting, has been as good as 
it the companies had taken the average 
cross-section of all air pilots. This has 
been true except in the case of private 
pleasure pilots, in which case it is be- 
lieved the poorer flyers are more ready 
to take insurance. 

The committee reported it is too early 
to tell definitely about. experience on 
passengers on licensed air lines operat- 
ing on definite schedules on up-to-date 
routes. There were no recommendations 
made. 

Generally it was found that the extra 
premium required for active flying was 
adequate where it was applied. It was 
a little difficult to tell definitely because 
some companies did not adhere strictly 
to the recommended scale of rating up 
these risks. 


Makeup of Committee 


The committee consisted of J. E. 
Hoskins, assistant actuary Travelers, 
chairman; H. R. Bassford, assistant ac- 
tuary Metropolitan, and Valentine How- 
ell, associate actuary Prudential. It was 
reported there has been little change in 
the situation since last year. The safest 
kind of flying still is the scheduled type 
over licensed lines from airport to air- 


port. Private pleasure flying is accept- 
able under some conditions but is the 
worst class when the pilot does not 


adhere to accepted practices. Commer- 
cial and military flying show good ex- 


perience.. 
One thing emphasized by the commit- 
tee is that better insurance experience 


results in the case of pilots with long 
flying experience, there being almost a 
direct proportion. Pilots with records 
of recent accidents or serious violations 
of air rules show up poorly. 

An interesting point covered is that 
no group of pilots has been found with 
better than average experience, except 
that air-hours of exposure appear to be 
a definite index as to risk. The less 
time a pilot actually spends in the air 
the lower, apparently, is the risk. This 
is practically the only feature, the com- 
mittee stated, which is making for lower 
mortality. 

The great bulk of the claims appears 
to be coming from persons who appar- 
ently had no air hazard on applying for 
the insurance. The per hours of flight 
hazard appears to be about the same as 
a year ago. 


Mortality from Suicides Is 
Easing Off, Actuaries Find 


Suicides, which reached a peak in 1932 
and presented one of the gravest prob- 
lems for companies, have dropped off 
considerably, it was reported at the joint 
fall meeting of the Actuarial Society of 
America and the American Institute of 
Actuaries in Chicago. Suicide morbidity 
is not back to normal, it was said, but 
is well on the way. 

J. A. Christman, Metropolitan, re- 
ported suicides had taken a distinct drop 
in that company. J. R. Larus, Phoenix 
Mutual, said that suicides show a ten- 
dency to return to the old level. The 
number of cases has not changed much 
but the amounts are considerably lower. 
F. B. Mead, vice-president and actuary 
Lincoln National and chairman of the 
Institute, discussed the subject, telling 
of several prominent cases involving 
large amounts. 


Stevenson's “Living Prante—tacteting 
Life soeneenre Trusts,” is recommend 
” study and can be obtett 


for “C. 
from The National Underwriter 





Long Term Planning Needed 
in Agency Work, Kenagy Says 


“JUMPING” PLAN CONDEMNED 


Bureau Official Urges Revision of 
Methods on Theory Present Con- 
ditions Will Be Permanent 


Thorough-going planning and organ- 
ization of agency department activities 
plus more forceful leadership on the 
part of agency executives are necessary 
today, according to H. G. Kenagy, as- 
sistant manager Sales Research Bureau, 
in addressing the meeting of the Life 
Agency Officers in Chicago. 

On the theory that present conditions 
are likely to be more or less permanent, 
the present organization, present sales 
methods, policies and plans should be 
undergoing fundamental revision, he 
said. The loosely organized, loosely 
supervised distribution machinery should 
be abandoned. The success of a com- 
pany cannot be left to the personal am- 
bitions, prejudices, pet ideas and per- 
sonalities of individuals. The “jumping 
plan” of agency department manage- 
ment must be abandoned. Long term 
plans must be laid out, determined in 
relation to company objective. There 
should be continuous efficient movement 
toward a selected goal. 


Objectives Are Cited 


the objectives of a certain 
company. One is to develop only those 
agencies whose managers have proved 
their ability in organization work. 
Another is to decrease agents’ ledger 
balances substantially. Others: To im- 
prove the quality of business produced, 
to increase the productive capacity of 
the agency force, to establish a definite 
training plan and to decrease the num- 
ber of premium collection offices. 

The first step in laying out a plan 
is to analyze past results, to discover 
trends and uncover weaknesses. An 
analysis of man-power and production 
is helpful. 

Mr. Kenagy presented some sugges- 
tive headings to be considered in con- 
nection with the principal activities to 
be planned. They included: Where will 
replacements be made and when? Who 
is responsible for making each change? 
What must be done to secure the new 


He cited 


appointees? What agencies will be 
closed, and how? Who will do the 
work? When? What new agencies 


will be opened? When? What is the 
plan for each? Who is responsible? 

Other suggestive questions are: What 
campaigns shall be held? What is the 
date and duration of each? Who is re- 
sponsible? When must plans be ready? 
How much will be spent? How will 
these campaigns be coordinated with 
other activities? Then consideration 
should be given to training activities, 
publicity program, development of new 
tools for managers and agents, intro- 
duction of new policy contracts, con- 
servation activities, cooperation to be 
given other home office departments, 
assistance in cooperation to be secured 
from other departments, conventions 
and meetings, departmental personnel 
changes, research projects to be taken, 
follow-up program to check results 
against plans. 

It is not surprising that managers and 
agents operate on a planless and care- 
less basis so long as the agency ex- 
ecutives themselves exhibit these char- 


acteristics. Managers are much like 
children, he said; they are great imi- 
tators. 


General American in California 

The General American Life of St. 
Louis has been granted a California 
license to write life, accident and health. 
L. E. Diederichsen of Los Angeles is 
named as general agent for the state. 








Hull Tells Problems That 
Agency Men Are Tackling 








MILWAUKEE, Oct. 26.—The fol- 
lowing statement was made this eve- 
ning by Roger B. Hull, managing di- 
rector National Association of Life 
Underwriters, before a meeting of the 
General Agents & Managers Associa- 
tion of this city: 


“I wonder if you fully appreciate what 
is being done in your behalf and in be- 
half of the field forces under you, by the 
Association of Life Agency Officers and 


the Life Insurance Sales Research Bu- 
reau. I have been spending the last three 
days in attendance upon the annual 


meetings of those two organizations in 
Chicago. It was really amazing to me 
to see the devoted and sacrificial service 
which is being poured into this institu- 


tion of ours by the agency officers of 
your companies. 
“I shall not try even to suggest to 


you the problems which were discussed 
there, nor their solutions. You and I 
know that there are problems today 
confronting the agency leaders of life 
insurance, which are more serious and 
more disturbing than any which have 
ever been faced in this business. My 
message to you is, nevertheless, one of 
love and optimism. The men at the 
head of the agency departments of your 
companies are keenly alert to the 
seriousness of the situation. They are 
not without a constructive and resource- 
ful program for meeting it. Whether 
you believe it or not, they are intensely 
sympathetic toward the difficulties 
which you are facing. They will find 
the way out, and life insurance will go 
on, during these coming months to ful- 
fill its glorious trusteeship.” 


Agency Training Plan of 
National Fidelity Told 


The agency training plan of the Na- 
tional Fidelity Life of Kansas City was 
outlined by Ralph Rice, Jr., in his ad- 
dress before the meeting of the Life 
Agency Officers in Chicago. In 1930, 
the company concluded its turn over of 
agents was too high, its territory was 
not sufficiently centralized, contacts be- 
tween home office and field were too in- 
frequent, and the cost of acquiring new 
business was too high. 

The company proceeded to withdraw 
from five states and cancel 75 percent of 
its agency contracts and proceeded to 
concentrate on building a permanent or- 
ganization. 

Home office training schools were es- 
tablished and three schools were held 
each year. The men who were to go 
through the schools were carefully se- 
lected, they were given instruction in 
practical, fundamental procedures and in 
the evening during the school term each 
man was given personal supervision and 


an opportunity to study. Each school 
lasted two weeks. 
Six Weeks’ Quota 


After returning home, the new men 
are required to report daily to the home 
office for six weeks. During that time 
the minimum goal is $15,000, which en- 
titles a man to a diploma. 

The average cost for putting a man 
through the schools is $64, covering 
transportation, board and lodging. None 
of the men is financed. If a man fails 
to make good during his first year, one- 
half of the school expense is charged to 
the general agent. 

If, within the first two or three 
months after the training, a man does 
not begin to make good, he is checked 
out. By the end of the first year in the 
field, the company’s salvage is between 
50 to 65 percent of the men. In 1933, 
men who have gone through the schools 
have accounted for 62 percent of the 


company’s new business and the group 
comprises 33 percent of the contracts 
now in force. 
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Financial Supervision Is 
Commended to Agency Men 





BRUTE STRENGTH NOT ENOUGH 





Morrison and Davies Give Their Ideas 
as to New Technique at Chicago 
Meeting 





Cost accounting and financial super- 
vision of agencies constitute the indi- 
cated technique today as a_ substitute 
for brute strength in selling, according 
to L. S. Morrison of the Life Insurance 
Sales Research Bureau, who addressed 
the joint meeting of that bureau and the 
Life Agency Officers in Chicago. The 
old system of driving for more produc- 
tion, more agents and more pressure is 
ineffective under present conditions, he 
said. Profit does not follow automatic- 
ally upon the heels of reasonably intel- 
ligent activity. 

The new plan is to determine the 
financial result desired and then deter- 
mine what form or amount of activity 
will produce that result. Imposing high 
production quotas upon agencies, with- 
out first analyzing the financial picture, 
was condemned. 

Emphasis in the past has been placed 
on the organizing and salesmanship 
ability of the general agent. Today the 
emphasis should be put on his ability for 
business management. 

Accounting Supplies Facts 


Cost accounting, according to Mr. 
Morrison, supplies facts and the exact 
knowledge which financial supervision 
translates into terms of agency activity. 

Mr. Morrison said he was not speak- 
ing of such factors as reducing office 


rent, eliminating clerks and reducing 
telephone expense. The real savings, he 
said, lie deeper. They lie in a sound 


plan of compensation for managers and 
agents, application of the branch office 
or general agency plan to the particular 
situation, intelligent surveys to determine 
whether to develop new territory, ad- 
justment of quota to the ability of the 
agency manager, preventing agency 
managers from exceeding the optimum 
size of agencies, proper weighing of new 
plans. 

Those who formulate and direct the 
larger aspects of company policy must 
be open-minded and ready to change 
that policy if an unbiased study of the 
facts indicates a change is necessary, he 
said, 

Careful Selection Needed 


The man to carry on the financial 
supervision should be carefully selected. 
He must have a fondness for figures, a 
knowledge of agency accounting and 
must understand the theory and practice 
of agency operation. He should be ana- 
lytical and constructive, have imagina- 
tion to translate facts into terms of 
agency activity. He should be able to 
inspire confidence. 

Periodical financial statements should 
be made. That will permit classifica- 
tion of an agency and indicate correc- 
tive action. Then more detailed anal- 
yses can be made that will lead to a 
better understanding of field problems. 

A greater attempt should be made to 
clear the way and remove obstacles so 
that the desired result may happen more 
easily and more naturally. 

Budgetary control of agency opera- 
tions is necessary if more insurance is 
to be sold for less money to people 
with decreased funds with whch to pay 
for insurance, it was argued by G. Fay 
Davies, assistant general manager and 
secretary Northern Life of Canada. The 
average agency man, he said, is not 
cost-conscious and does not believe in 
budgets. He feels that the expense fact- 
tor is relatively unimportant; that there 
is such a wide margin in mortality sav- 
ings and excess interest earnings that 
the expense item is well covered. 

Another (popular belief among the 
agency men is that the actuary can 
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Will Preside 











HOWLAND 


FRED A. 


President F. A. Howland of the Na- 
tional Life of Vermont will be the 
chairman of the annual convention of 
the Association of Life Insurance Presi- 
dents in New York City Dec. 7-8. Mr. 
Howland is a Dartmouth man, being 
a native of New Hampshire. He prac- 
ticed law at Montpelier and served for 
a term as clerk in the Vermont house of 
representatives. He became state’s at- 
torney of Washington county and was 
secretary of state for Vermont for two 
years. He is a trustee of Dartmouth. 
He became counsel of the National Life 
in 1903 and was elected vice-president 
in 1909. In 1916 he became president. 
He is one of the outstanding life insur- 
ance executives of the country. 


allow a wide margin for expense in 
making rates and yet insurance may be 
sold at a reasonable cost. Agency men 
have been over-optimistic and the con- 
servatism of actuaries has not been per- 
mitted to operate with sufficient effec- 
tiveness as an antidote. 


Revamping Is Essential 


The operations of the agency depart- 
ment must be recast in the light of new 
conditions, with loans against the large 
portion of policies, with many policy- 
holders having ceased to pay cash and 
with many having surrendered. He 
sandwiched in figures showing the per- 
centage of national income which was 
paid out for life premiums in certain 
years. 

In 1909 the percentage was 1.9 per- 
cent; 1914, 2 percent; 1919, 1.8 percent; 
1924, 2.8 percent; 1928, 3.5 percent; 
1929, 3.9 percent; 1930, 5 percent; 1931, 
6.8 percent; 1932, 8.5 percent. The ques- 
tion is what the tendency will be in 
the future; whether the companies will 
strive to cause the public to invest 8 
percent of its income in premiums or 
whether such a policy will be ineffec- 
tive and companies must wait for nat- 
ural adjustment to a lower level. 


Cost of Business Is Vital 


The problem facing the companies is 
how much to pay for business. The old 
theory that a company must pay what 
is necessary to get it is not the answer. 
The questions must be asked whether 
the company wants it at that price and 
whether this is the proper time and 
place to go after it and whether present 
methods should be used. 

The companies need new business 
desperately to compensate for termina- 
tions but on the other hand they need 
low cost at a time when low cost is dif- 
ficult to attain. An agency department 
cannot be maintained on a sound basis 
without a budget or its equivalent, he 
concluded. 





Announce Central Theme of 
Life Presidents Gathering 





HOWLAND TO BE CHAIRMAN 





Chief Topic Is Announced as “Resources 
and Resourcefulness—America’s 
Great Reserves” 





NEW YORK, Oct. 26.—President 
Fred A. Howland of the National Life 
of Montpelier, Vt., will be the chairman 
of the annual convention of the Associa- 
tion of Life Insurance Presidents at the 
Waldorf-Astoria here Dec. 7-8. 

“Resources and _ Resourcefulness — 
America’s Great Reserves” will be the 
theme of the meeting. Leaders in a 
number of important spheres will join 
the life executives in discussing various 
aspects of this subject. 

The official announcement says: 

“A spirit of confidence in American 
character and American principles per- 
vades the preparation for the approach- 
ing convention. Advances in civilization 
are made through periods of hardship 
as well as during periods of prosperity, 
as evidenced after each major and minor 
depression of the past. Today, as in the 
time of our forefathers, adversity should 
prove a character builder, a balancing 
medium and a stimulus to overcome dif- 
ficulties. 

“Without minimizing the distress of 
recent years, it is clear that fundamental 
factors retain their underlying impor- 
tance and must be considered in any 
survey of current affairs. In harmony 
with this thought, the program for our 
convention is being planned on the ba- 
sis of confidence in America’s assets— 
material and human. The wealth of this 
equipment suggests the theme for the 
meeting: ‘Resources and Resourcefulness 
—America’s Great Reserves.’ 

“The importance of America’s material 
resources is unquestioned. Human ge- 
nius to employ these resources is undi- 
minished. American resourcefulness is 
reflected in a high degree by the conti- 
nent’s development. Natural resources— 
fields, forests, mines and waterways 
—have been supplemented by transpor- 
tation systems, power units, communica- 
tion lines and industrial plants. Institu- 
tions such as education, government, 
banking, journalism, law and insurance 
are salient units of America’s present- 
day reserves. Representing a wide range 
of activities, leaders from various fields 
and sections will dwell upon different 
aspects of our central theme.” 


New Rules Are Needed 
for Liquor Risks: Moyer 











One of the highly important subjects 
taken up at the fall joint meeting of the 
Actuarial Society of America and the 
American Institute of Actuaries in Chi- 
cago was the possible effect of repeal 
of the 18th amendment. The discussion 
was started off by R. E. Moyer, assis- 
tant actuary General American. He said 
conditions after repeal will be different. 
It will not be satisfactory merely to re- 
vive the old pre-prohibition rules and 
formulas governing use of intoxicants. 
He said moral or mental hazards will be 
encountered. The proximity of liquor 
will result in many policyholders con- 
suming too much. 

It is too much to expect that legaliz- 
ing of the sale of liquor will eliminate 
the illegal liquor immediately. One re- 
sult of stabilizing the situation will be 
that much better and more dependable 
information regarding habits possibly 
will be obtained. He said it will be nec- 
essary to study the subject intensively. 
In all probability hard and fast rules 
cannot be laid down for some time until 
the type of federal administration of the 
new liquor regulations is determined, 
after which underwriting rules may be 
modified as the situation develops. 


Prosperity Hinges on Sound 
Money Policy, Thomas Says 





VALUE OF FUTURE DOLLARs 
National Life Official Warns Agains 
Financial Agencies Trespassing on 
Each Other’s Fields 





“Nothing would more speed the re. 
turn of prosperity than a clear-cut dec. 
laration from federal authorities that we 
shall have no printing-press money. Yoy 
can not build oat business on un- 
sound dollars,” John M. Thomas, 
vice- -president Nathansl Life of Vermont, 
declared in an address at the convention 


of Vermont building and loan associa- 
tions at Brattleboro. 

“Business,” he said, “is investment ip 
merchandise, raw material, or labor with 


the exception of compensation for sery- 
ice in their use. Such investment will 
not be made if there is no reasonable 
prospect of such compensation because 
of uncertainty of the value of future 


dollars. 
“IT would like to hear a straightfor- 
ward, unequivocal declaration from 


every candidate for federal office in Ver- 
mont that he will stand against inflation 
of the currency and in favor of return 
to the gold standard at the earliest 
possible moment; and further that he 
will support the position taken by the 
President at the American Legion con- 
vention in favor of generous support of 
veterans with war-connected disabilities 
and those only. 

“We need all the financial agencies 
now established — commercial _ banks, 
trust companies, savings-banks, building 
and loan associations, investment bank- 
ers, stock and bond and commodity ex- 
changes, and life insurance companies. 
It would be well if each would confine 
itself to its proper function and not tres- 
pass on the fields of others. Criticism 
of one by the other does only harm. 
We will gain more from united effort to 
build up the general confidence than 
from any possible success in stealing 
each other’s clients. 

“In my judgment the public expects 
all institutions at this time to be con- 
servative in the matter of dividends. 
Interest is in security rather than prof- 
its. It is no time to attempt to steal a 
march on the other fellow by payment 
of larger dividends than prudence war- 
rants. Such a policy will only prove a 
boomerang.” 


Elect Stedman and Hill on 
Board of American College 


W. P. Stedman of the National of 
Vermont at Baltimore, immediate past 
president of the National Chapter of 
Cc. L. U., and Grant L. Hill, director of 
agencies for the Northwestern Mutual 
and president last year of the New York 
C. L. U. chapter, were elected directors 
of the American College of Life Under- 
writers at a meeting in Chicago. There 
are a number of other C. L. U’s. on 
the board. The by-laws of the Amer- 
ican College recently were changed in 
line with a suggestion made by G. S. 
Brown, Penn Mutual, Chicago, past 
president of the C. L. U., so that the 
president of the national chapter is eX- 
officio a member of the American Col- 
lege board. 








Life Underwriters Set 
Date for Convention 





The officers and trustees of the 
National Association of Life Un- 
derwriters have set the date for 
the 1934 convention at Milwaukee 
as the week of Sept. 24. 
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Missouri State Reinsurance 
Approved by Supreme Court 


GENERAL AMERICAN ACTIVE 


Oklahoma Situation Cleared Up—Com- 
missioner Mitchell of California Pro- 
tests to Commissioner O’Malley 


ST. LOUIS, Oct. 26—The Missouri 
supreme court has denied the applica- 
tion for a writ of certiorari filed on be- 
half of six policyholders who sought to 
have the highest court in the state re- 
view and set aside the sale of the Mis- 
souri State Life’s assets to the General 
American Life by Superintendent 
O'Malley. 

The Oklahoma ancillary receivership 
involving the Oklahoma assets of the 
Missouri State Life has been vacated 
ynder an order issued by District Judge 
Thomas Lyons at Tulsa. The court 


acted on a petition filed by Superin- 
tendent O'Malley of Missouri. The 
court held that the receivership had 


been improperly obtained. The plain- 
tins in the action were some policy- 
holders of the Missouri State Life who 
reside in Tulsa. 

Under a supplemental order of the 
court Commissioner Jess G. Read of 
Oklahoma was given custody of the 
Oklahoma assets of the Missouri State 
Life until such time as he may decide 
to turn them back to Superintendent 
O'Malley. 

Indiana Arguments Heard 


Arguments were heard by the Indiana 
supreme court on a petition for an in- 
junction to restrain the Indiana ancil- 
lary receivers from aking any further 
action on the grounds that proper ap- 
peal had been taken from the order of 
court appointing such receivers. A rul- 
ing from the high court on the injunc- 
tion petition is anticipated at an early 
date. 

Commissioner Mitchell of California 
has protested to Commissioner O’Mal- 
ley of Missouri against certain pro- 





visions in the contract by which the 
General American Life took over the 
Missouri State insurance. His criti- 
cisms include objections that the lien 
on policies will seriously injure endow- 
ments maturing while it is in existence; 
that stockholders in the old company 
are unduly favored in the application 
of net earnings after the lien has ex- 
pired, and that the contract gives the 
company a leverage for building up a 
large agency plant without much ex- 
pense. He regards as idle the threat 
that liens will be increased where states 
withhold assets of the old company. 


General American Active 


In undertaking to conserve as much 
of the Missouri State Life business as 
possible, the General American Life, the 
successor company, is furnishing its 
agency force with plenty of ammunition. 
These arguments are being presented 
in the form of letters, which may be 
signed by managers and agents and 
sent to policyholders. The first argu- 
ment is that the General American Life 
is the only insurance company that is 
valued on present day market values. 
Most of the policyholders, another argu- 
ment goes, are little, if at all affected 
by the liens, especially those who carry 
accident and health contracts, policies 
that already have a maximum loan, 
short term policies, policies that have 
fo cash value and grou~ policyholders. 


“Suppose,” one of the arguments 
treads, “you did have a book lien of 50 
percent of the cash value. The real lien 
is only the 5 percent interest which is 
charged against this book lien. Death 
values are paid in full and we already 
have paid a great number of them, less 
this 5 percent interest charge, in case 
you have not paid it. It is planned to 
gradually lift the book lien, clearing up 





the entire amount in-five or six years, 





The 5 percent interest charve is then 
refunded to you at 5 percent compound 


nterest. In other words, you are now 
insured in a company whose balance 
sheet is based on market values (no 


amortized or convention valuations) and 
the transfer from the old company to 
the new is not costing you a single 
dime. All new policies issued by the 
General American Life will be regis- 
tered policies and you know what that 
means as to safety.” 


Talbot on Coast Trip 


Walter LeMar Talbot, president of 
the Fidelity Mutual Life, is on a Pacific 
Coast trip and will be the guest of the 
Spokane agency next week. 


To Lift Wisconsin Moratorium 


Commissioner Mortensen of Wis- 
consin has rescinded his moratorium 
order issued April 20, to ‘go into effect 
Nov. 25. 

The additional 30 days’ grace on pre- 
miums giving 60 days instead of 30 
after the premiums are due, for their 
payment is also nullified. 

The commissioner believes that times 
have so improved that 60 days grace 
on premium payments no longer 
necessary. 


1S 








| Report Is Made on Effort 


to Cut Twisting Practice 


FRANK L. JONES GIVES TALK 


Head of Committee Comments on Prog- 
ress That Has Been Made in 
Cooperative Effort 


Frank L. Jones, vice-president of the 
Equitable Life of New York, reported to 
the meeting of the Life Agency Offi- 
cers in Chicago as chairman of the 
committee on replacement. During the 
year he said that 28 additional compa- 
nies have signed the agreement and 
there have been no withdrawals. The 
total number in the group is now 83. 

There has been increased effective- 
ness of company and inter-company su- 
pervision, including the keeping of rec- 
ords of cases in jeopardy. There has 
been an increasing interest, observation 
and regulation by insurance depart- 
ments. Life insurance companies, pub- 
lishers and better business bureaus have 
prepared and distributed many anti- 
twisting pamphlets. There has been the 
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periodicals and the cooperation of the 
National Association of Life Under- 
writers has been obtained. 

Mr. Jones recited some of the typical 
experiences given by companies in an- 
swer to a recent questionnaire, in which 
the companies were asked to give rec- 
ords of the percentage of business they 
salvaged from cases in jeopardy. Some 
of the experiences that were cited were 
impressive. 

During the year, he said, many in- 
dividual cases were brought to the at- 
tention of the insurance departments 
which were helpful in straightening out 
violations of the law. During the year, 
new anti-twisting laws have been en- 
acted in Illinois, Montana, Washington 
and Utah. Nearly all companies have 
supplied their agents and policyholders 
with articles on the evil of replacement. 

Mr. Jones said several companies 
favor adoption of a new commission rule 
with reference to replaced business and 
others suggest that the name of the so- 
liciting agent be furnished in all cases 
of substitution. A letter will be sent 
to the signatory companies soon to de- 
termine just how many will be inter- 
ested in these suggestions. He said in 
Canada a joint committee was appointed 
to consider the possibilities of an agree- 
ment not to pay commissions on re- 


whole-hearted support of the insurance | placed business. 
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will go down in the history of 
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For details write 
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Agency Development Costs 
Are Discussed by Linton 


INVESTMENT IN MAN POWER 





Greater Efficiency in Agency Depart- 
ment Demanded in Time of 
Sales Difficulties 





Expenditures for agency development 
constitute a major investment and some 
of the principles which guide the pur- 
chase of securities may well be adapted 
in the field of man power investment. 
A comparison of investments in securi- 
ties and investments in men was made 
by M. A. Linton, president Provident 
Mutual, in delivering the opening ad- 
dress in the meeting of Life Agency 
Officers in Chicago. 

The character and attitude of the 
agent has an important bearing on the 
financial well-being of a company be- 
cause poor agents are likely to load a 
company with losses for years ahead 
just as in making portfolio investments, 
selection of agents should be made from 
the viewpoint of security of principle 
and ability of sustained yield. 

Greater Efficiency Demanded 


The home office, he said, must take 
a more detailed interest in agency man- 
agement. There is a demand for 
greater efficiency in the agency depart- 
ment, in view of the fact that today 
acquisition cost is bearing heavily on 
each unit produced. 

Education and appeal to the sense of 
fair play, according to Mr. Linton, are 
necessary to overcome the widespread 
practice of substituting new insurance 
for policies against which loans have been 
made. Most agents, he said, desire to 
do the right thing when they know what 
the right thing is. It is important there- 


cyholder loses when he is induced to 
shift his insurance at the attained age 
for the net amount at risk. 

The problem of selling insurance at 
all today in a difficult market with only 
the appeal of straight life insurance is 
perplexing. In the past when the mar- 
ket responded more readily the agency 
executives felt they needed such frills 
as disability. Today the response is 
at a low ebb, the frills cannot be offered, 
net cost is increasing because of the 
functioning of economic law, and sur- 
render values are being decreased. 

Mr. Linton predicted in the future the 
ascendancy of the agency department 
will be less pronounced and the con- 
servative viewpoint of the actuary will 
be more likely to prevail. 

The favorable influence is that the 
public is becoming more and more im- 
pressed with the magnificent record of 
life insurance 2s a whole. They know 
it is the strongest factor in the financial 
picture. 

Insurance company failures, he said, 
have been due to inefficiency, misman- 
agement and failure to follow recog- 
nized practices. Supervision, he said, 
can never take the place of management. 


Analyzes Roosevelt’s Address 


Mr. Linton analyzed President Roose- 
velt’s radio address of the evening be- 
fore. He said it indicated a five-point 
program: To raise the price level with- 
out letting the movement get out of 
hand; to create a better adjustment be- 
tween industrial and agricultural prices 
through the agricultural adjustment act; 
to increase the industrial consuming 
power through the NRA without run- 
ning ahead of the purchasing power 
of the public; to decrease the gold con- 
tent of the dollar, and to maintain the 
purchasing power of money. 

Following such a positive program, 
he contended, is less risky than a policy 
of laissez faire. Powerful political 
groups, representing an impatient part 
of the public, are advocating fiat money 





fore to show to the agent how the poli- 


Northwestern Mutual Cuts 
Dividend Scale 25 Percent 





INTEREST RATE 46 PERCENT 





New Manual Shows Illustrations Based 
on Actual Policy Experience 
Rather Than Estimates 





The Northwestern Mutual is issuing 
a new 1934 dividend scale which shows 
a reduction of 25 percent from the 1933 
scale. The scale adopted depends upon 
and is varied periodically according to 
changes in general business conditions 
as they affect mortality rates, expenses, 
taxes and the company’s investments 
and investment income. 

Although some other life companies 
have been making more or less substan- 
tial reductions of dividend scales during 
the last two or three years, the North- 
western Mutual continued the average 
per $1,000 of 1929 at $10.74 for two 
years, increased it to $10.76 for 1931- 
1932 and showed only a slight reduction 
of about 5 percent for 1933 at $10.23. 

For 1903 to 1929 the trend of dividend 
apportionments was generally upwards 
and especially so during the period of 
business activity fol'owing 1922. Even 
during the depression years 1930-1932 


ace to sound recovery and would seri- 
ously damage life insurance and other 
conservativ2 investments. Therefore he 
urged life insurance men to support the 
efforts of the President to get out of 
the trough of the depression. 

Mr. Linton urged that each company 
regard the Research Bureau as a de- 
partment of the company. The great- 
est field of usefulness for the bureau, 
he said, is to develop efficient sales 





inflation, which he contended is a men- 


consultants rather than to publish print- 
ed material. 


—., 


the company's scale was continued op 
the 1929 basis. Although most of the 
leading companies made substantia! re. 
ductions in 1932 and 1933 the North. 
western’s dividends were continued dur. 
ing 1933 at 95 percent of the 1929-192» 
scale. 

A comparison of the estimated aver. 
age dividend per $1,000 under the 193; 
scale and the average dividends paid 
under the several recent scales during 
the first year the scale was in effect js 
1922, $8.08; 1924, $9.48; 1926, $10.19 
1929, $10.74; 1931, $10.76; 1933, $10.23 
1934, estimated $7.67. 

“During the depression years 1929. 
1932 when many policyholders found jt 
dificult to pay their premiums the 
Northwestern Mutual continued the jn. 
creased scale of 1929,” it was pointed ou 
by Percy H. Evans, vice-president and 
actuary. “The long continuance of the 
depression suggested a slight reduction 
of about 5 percent for 1933 and prudence 
indicates the advisability of a larger re- 
duction of 25 percent for 1934. 


Vice-President Evans Comments 


“Two important points to be kept in 
mind are, first, that by continuing the 
allotment of large dividends during 1929 
to 1932 with only a slight adjustment 
in 1933 the company carried its policy- 
holders through the worst of the de- 
pression on the 1929 basis. The second 
point is that if the improvement in busi- 
ness conditions which started in 1933 
continues during 1934, the adjustment in 
the dividend scale will be less burden- 
some than otherwise and if the improve- 
ment is such that the reduction turns 
out to have been unnecessary the sur- 
plus will remain in the general contin- 
gency fund subject to distribution at a 
later date. The rate of interest on funds 
retained by the company under agree- 
ment has been reduced from 4.8 percent 
to 4.6 percent.” 

A new dividend manual revised for 
use from and after date for illustration 
purposes, is a departure from the pre- 





vailing practice of basing illustrations 








coverage. 








MASSACHUSETTS INDEMNITY 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Rated “A” EXCELLENT Dy Best’s 


9* OF THE MOST INTERESTING EVENTS IN 
the field of non-cancellable activity is the recent merger of the Income Indemnity with the Massachusetts 
Indemnity, both of Boston. 


On May 4th of this year the Massachusetts Insurance Department officially approved the plan whereby 
the Massachusetts Indemnity Insurance Company, one of the oldest and strongest of the disability companies, 
reinsured the entire business of the Income Indemnity Insurance Company. With total assets now approxi- 
mating seven hundred thousand dollars, surplus of over three hundred and fifty thousand dollars and a total 
premium income of close to eight hundred thousand dollars, the Massachusetts Indemnity Insurance Com- 
pany today stands as a striking illustration of a conservatively well managed disability company, with a ratio 
of assets of two to one and 2 surplus of over one hundred percent of total liabilities. 


The policy contracts of the Massachusetts: Indemnity are headed by their non-cancellable life indemnity 
policy issued on an incontestable basis, thus placing them on the same plarie of permanence and stability as 
life insurance. These policies are renewable to age sixty, provide hospital coverage or nurse’s benefits from 
the first day with a non-disabling medical reimbursement feature under the accident provision of the policy. 
A complete line of other commercial forms both cancellable and non-cancellable are offered to facilitate and 
complete the portfolio of the man who appreciates disability coverage as essential to a complete scope of 


Qualified producers are invited to communicate with our Director of Agencies. 














Octobe 


—_— 


on the 
with a 
scale v 
of the 1 
on act! 
ering t 


Whe 
presen 
scriptic 
it wou 
policy 
pairs, ‘ 
a corr 
yidend 
quenni 
tration 
policie 
centur: 
politic 
and W 
practic 
formu! 

The 
lar for 





r 27, 1933 


— 


=—= 





‘inued op 
St of the 
antial re. 
e North. 
1ued dur. 
1929-193» 


ted aver. 
the 193, 
nds Paid 
$_during 
effect js 
, $10.12. 
» $10.23: 


rs 1929. 
found it 
ims the 
the in- 
nted out 
ent and 
> of the 
duction 
rudence 
rger re. 


‘mis 


kept in 
ing the 
ng 1929 
istment 
Ppolicy- 
the de- 
second 
n busi- 
n 1933 
nent in 
yurden- 
Iprove- 

turns 
le sur- 
contin- 
n ata 
| funds 
agree- 
ercent 


ed for 
tration 
e pre- 
ations 









October 27, 1933 


LIFE INSURANCE EDITION 








— 


on the dividend scale of a single year 
with an assumption that the current 
scale will continue throughout the life 
of the policy. The new manual is based 
on actual policy or case histories cov- 
ering the past 25 years. 

New Basis of Presentation 


Where there exists no actual policy 
presently in force of the identical de- 
scription a tabulation is given exactly as 
it would have appeared under an actual 
policy. These histories are given in 
pairs, one illustrating cash dividends and 
a corresponding history illustrating di- 
yidend additions, for each plan at quin- 
quennial ages. It is believed that illus- 
trations based on the records of actual 
policies in force during the past quarter 
century with its history of economic, 
political and social disturbances should 
and will carry more weight than the 
practice of basing illustrations on the 
formula of a single year. 

The 1934 dividends on the more popu- 
lar forms are: 

Ordinary Life 
End of Year 
10 





Age 1 5 15 20 
20 «6$ 4.75 $5.13 $ 5.69 $ 6.34 $ 6.97 
21 4.79 5.19 5.77 6.43 7.07 
22 4.85 5.27 5.87 6.53 7.19 
23 4.90 5.33 5.96 6.62 7.30 
24 4.96 5.41 6.07 6.72 7.42 
25 5.03 5.50 6.17 6.83 7.54 
26 5.09 5.58 6.26 6.94 7.66 
27 5.15 5.66 6.35 7.04 7.79 
28 5.22 5.76 6.44 7.15 7.91 
29 5.30 5.86 6.54 7.27 8.05 
30 5.38 5.96 6.64 7.39 8.20 
31 5.46 6.04 6.75 7.51 8.36 
32 5.56 6.13 6.86 7.64 8.52 
33 5.66 6.22 6.97 7.77 8.70 
34 5.75 6.32 7.08 7.91 8.88 
35 5.83 6.41 7.19 8.06 9.07 
36 5.90 6.51 7.31 8.22 9.27 
37 5.99 6.62 7.45 8.39 9.50 
38 6.08 6.72 7.58 8.57 9.73 
39 6.17 6.83 7.72 8.76 9.98 
40 6.27 6.95 7.87 8.95 10.25 
41 6.36 7.07 8.04 9.17 10.53 
42 6.47 7.19 8.21 9.40 10.82 
43 6.58 7.33 8.40 9.65 11.15 
44 6.68 7.46 8.59 9.92 11.48 
45 6.80 7.62 8.80 10.21 11.84 
46 6.93 7.79 9.03 10.52 12.21 
47 7.07 7.97 9.28 10.85 12.61 
48 7.20 8.17 9.56 11.21 13.03 
49 7.36 8.38 9.84 11.59 13.49 
50 7.54 8.60 10.17 11.99 13.98 
51 7.72 8.85 10.52 12.41 14.51 
52 7.93 9.12 10.88 12.86 15.06 
53 8.15 9.42 11.30 13.34 15.62 
54 8.38 9.74 11.72 13.88 16.22 
55 8.65 10.10 12.81 14.45 16.83 
56 8.95 10.51 12.67 15.08 17.47 
57 9.28 10.92 13.20 15.74 18.16 
58 9.63 11.40 13.78 16.41 18.85 
59 10.04 11.90 14.41 17.14 19.62 
60 10.49 12.45 15.11 17.90 20.39 
61 10.97 13.04 15.87 18.68 21.29 
62 11.52 13.67 16.68 19.55 22.19 
63 12.09 14.38 17.51 20.42 23.16 
64 12.74 15.16 18.42 2.139 24.11 
65 13.43 16.02 19.38 22.39 25.18 

20-Pay Life 

End of Year 
Age 1 5 10 15 20 
20 $5.15 $5.91 $ 7.02 $8.31 $ 9.72 
21 5.21 5.99 7.12 8.42 9.85 
22 5.26 6.05 7.21 8.51 9.96 
23 5.32 6.13 7.31 8.61 10.09 
24 5.37 6.20 7.41 8.72 10.21 
25 5.43 6.29 7.51 8.82 10.34 
26 5.50 6.37 7.60 8.93 10.46 
27 5.57 6.46 7.69 9.04 10.60 
28 5.63 6.55 7.78 9.16 10.73 
29 5.71 6.65 7.88 9.27 10.88 
30 5.80 6.74 7.98 9.39 11.03 
31 5.88 6.83 8.09 9.51 11.18 
32 5.96 6.91 8.18 9.63 11.33 
33 6.06 6.99 8.29 9.76 11.50 
34 6.14 7.09 8.39 9.89 11.67 
35 6.23 7.17 8.51 10.04 11.84 
36 6.31 7.28 8.63 10.19 12.03 
37 6.38 7.37 8.75 10.34 12.22 
38 6.47 7.47 8.87 10.49 12.41 
39 6.56 7.58 8.99 10.66 12.62 
40 6.65 7.68 9.13 10.83 12.84 
41 6.74 7.79 9.28 11.03 13.07 
42 6.84 7.91 9.43 11.22 13.30 
43 6.95 8.03 9.59 11.43 13.55 
44 7.05 8.15 9.77 11.65 13.79 
45 7.16 8.30 9.95 11.90 14.06 
46 7.27 8.45 10.14 12.14 14.31 
47 7.40 8.60 10.36 12.41 14.58 
48 7.52 8.78 10.59 12.70 14.87 
49 7.68 8.97 10.84 13.00 15.17 
50 7.84 9.17 11.12 13.31 15.47 
51 8.01 9.40 11.42 13.65 15.80 
os 8.20 9.63 11.73 14.00 16.12 
a3 8.41 9.92 12.08 14.39 16.45 
o4 8.63 10.20 12.46 14.81 16.79 
99 8.88 10.53 12.86 15.26 17.13 
96 9.16 10.90 13.28 15.76 17.48 
of 9.47 11.29 13.75 16.29 17.85 
08 9.82 11.73 14.27 16.84 18.22 
59 10.21 12.20 14.84 17.44 18.61 
60 10.64 12.71 15.46 18.06 19.00 

20-Year Endowment 

End of Year 
Age 1 5 10 15 20 
20 $5.98 $ 7.51 $ 9.73 $12.32 $15.31 
21 6.02 7.55 9.77 12.35 15.33 
sé 6.05 7.58 9.80 12.36 15.35 
23 6.09 7.63 9.85 12.38 15.36 
24 6.14 7.67 9.89 12.41 15.38 





September Volume 92% 
of Sales for Last Year 














HARTFORD, Oct. 26.—New ordi- 
nary sales in September totaled 92 per- 
cent of the September, 1932 volume, ac- 
cording to the Life Insurance Sales Re- 
search Bureau. The general trend in 
life insurance sales has been upward in 
1933. At the close of the first quarter 
the volume of new business was 74 per- 
cent of that for the same period last 
year, at the end of the six months this 
percentage had increased to 79 percent. 
At the close of the third quarter the 
volume is now equal to 84 percent of 
that of the nine months period last 
year. 

In every 
showed a better experience 
nine months average which 
that the trend is still upward. 
ures are shown below: 

Sept., °33 


Comp. to 
Sept., "32 


section September figures 
than the 
indicates 


The fig- 


Nine Mos. "33 
Comp. to 
Nine Mos, "32 


% ‘ 
New England ..... 94 91 
Middle Atlantic ... 85 81 


East North Central 96 84 


West North Central 91 86 
South Atlantic .... 100 83 
East South Central 100 93 
West South Central 95 86 
Mountain ......... 99 80 
IT .< csxeens qe 91 81 





Van Schaick Speaker at 


Insurance Institute Meet 


NEW YORK, Oct. 26.—The Insur- 
ance Institute of America held its 25th 
anniversary conference and luncheon 
here, Superintendent Van Schaick of 
New York being a guest and being in- 
troduced by President J. V. Barry, who 
also is an official of the Life Extension 
Institute. Mr. Van Schaick commented 
on growth of interest in study of insur- 
ance. Another speaker was Dr. K. Fuji- 
moto, professor of commerce, Univer- 
sity of Tokio. The institute prize, life 
branch, for 1933, went to D. C. Swan, 
Jr., Boston. 

President Barry advocated the joining 
of all insurance educational courses un- 
der one direction. He appeared with an 
arm in a sling, having tripped over a 
wire near his home and broken a bone. 

Secretary Hardy reported membership 
was 1,122. All officers were reelected. 
The board of governors elected is: J. 
D. Craig, Metropolitan; B. M. Culver, 
president America Fore companies, New 
York; Henry Moir, president United 
States Life; E. P. Stover, secretary Se- 
curity Fire; Benjamin Richards, Under- 
writer Service Association, Chicago: H. 


E. Feer, Corroon & Reynolds, New 
York, and O. E. Lane, president Fire 
Association. 
End of Year 

Age 1 5 10 15 20 
25 6.17 7.72 9.93 12.44 15.40 
26 6.23 7.76 9.96 12.47 15.42 
27 6.28 7.82 10.01 12.50 15.45 
28 6.33 7.88 10.04 12.53 15.47 
29 6.39 7.94 10.07 12.56 15.50 
30 6.45 8.00 10.11 12.58 15.52 
31 6.52 8.05 10.16 12.62 15.55 
32 6.59 8.09 10.19 12.65 15.58 
33 6.65 8.13 10.23 12.68 15.61 
34 6.73 8.19 10.28 12.72 15.65 
35 6.79 8.24 10.33 12.77 15.68 
36 6.85 8.30 10.37 12.81 15.72 
37 6.90 8.36 10.43 12.86 15.77 
38 6.97 8.42 10.48 12.92 15.80 
39 7.03 8.48 10.53 12.98 15.85 
40 7.11 8.54 10.61 13.05 15.90 
41 7.17 8.61 10.68 13.13 15.95 
42 7.26 8.69 10.76 13.22 16.01 
43 7.33 8.77 10.85 13.31 16.07 
44 7.42 8.85 10.95 13.42 16.14 
45 7.51 8.96 11.06 13.54 16.22 
46 7.60 9.07 11.19 13.67 16.29 
47 7.70 9.18 11.33 13.82 16.37 
48 7.81 9.32 11.50 14.00 16.46 
49 7.94 9.47 11.67 14.18 16.56 
50 8.08 9.62 11.88 14.38 16.67 
51 8.23 9.81 12.11 14.60 16.78 
52 8.40 10.01 12.35 14.84 16.90 
53 8.59 10.26 12.65 15.12 17.03 
54 8.80 10.51 12.95 15.44 17.18 
55 9.04 10.81 13.30 15.79 17.33 
56 9.29 11.15 13.66 16.18 17.49 
57 9.59 11.50 14.07 16.61 17.67 
58 9.92 11.91 14.54 17.07 17.86 
59 10.29 12.35 15.05 17.59 18.07 
60 10.71 12.84 15.63 18.14 18.29 


|} 








How they do it 


in Minnesota 


is was a one day drive. An objective was 
set for the Agency force of one hundred 
thousand of 
working for during these times. All busi- 


ness had to be written, dated, examined and 


business, something worth 


sent in on the same day. 


Thirty participated. Fifty-nine 


applications were presented. Business was 


agents 


written to the tune of one hundred and 


ninety-five thousand dollars. 


The spirit displayed in Minnesota is typical 
of the courage with which production prob- 
lems are being attacked in every state 
today. The result achieved is an earnest of 
the rewards that follow intelligent and in- 
tensive effort. Every policy issued is an- 
other stone built into the country’s retaining 


rall of financial stability. 


me (SREAT-WEST LIFE 
ASSURANCE COMPANY 


HEAD OFFICE 
WINNIPEG - CANADA 


United States Agencies in Illinois, Michi- 
gan, Minnesota, North Dakota and 
Washington 
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Budgetary Control Is Leading Topic 








(CONTINUED FROM PAGE 1) 


man Canadian Life Agency Officers As- 
sociation; J. Hawkins, manager of 
agencies Midland Mutual, and H. M. 
Holderness, vice-president Connecticut 
Mutual. 


Research Bureau Directors 


The new directors of the Life Insur- 
ance Sales Research Bureau, elected 
Tuesday are: Grant L. Hill, superin- 
tendent of agencies, Northwestern Mu- 
tual Life, to fill out the unexpired term 
of the late C. H. Parsons, whose place 
Mr. Hill took: with the Northwestern 
Mutual; W. W. Jaeger, vice-president 
Bankers Life of Iowa; George H. Hunt, 
superintendent of agencies, Imperial 
Life of Canada; J. MacFarlane, Mon- 
arch Life of Winnipeg; F. B. Wilde, 
vice-president Connecticut General; and 
A. L. Dern, vice-president Lincoln Na- 
tional Life. 

The Research Bureau directors named 
on the executive committee George L. 
Hunt, New England Mutual; W. W. 
Jaeger, Bankers Life of Iowa; M. A. 
Linton, Provident Mutual; H. W. Man- 
ning, Great-West Life, and E. B. Ste- 
venson, Jr., National Life & Accident. 
Ri were 263 people registered for 
the 


joint meeting, representing 106 
companies. 
Linton Opens Convention 
M. A. Linton, president Provident 


Mutual, was the presiding officer at the 
first session and opened the meeting 
with observations on insurance and na- 
tional problems of the day. He per- 
formed in his capacity of chairman of 
the Research Bureau’s executive com- 
mittee. He made an interesting com- 
parison between the investment in 
agents and in securities. He analyzed 
Roosevelt's program as a five-point ob- 
jective and urged the support of life 
insurance interests. 

The next feature of the program was 
a playlet, in which the conversion of 
an agency executive to the idea of 
budgetary control and of cooperation 
with other company departments was 
set forth. The actors received a big 
hand. The players were F. O. Lyter, 
assistant superintendent of agents Con- 
necticut Mutual; James A. Griffin, 
agency manager, and John R. Larus, ac- 
tuary Phoenix Mutual, and Philip 
Hewes, editor “Manager’s Magazine.” 


Papers on Budget Control 


Thereupon, the idea of budgetary con- 
trol having been introduced in the form 
of a sugar coated pill, the conven- 
tioneers settled back to hear two neces- 
sarily heavy papers on the subject. First 
was G. Fay Davies, who resigned re- 
cently from the Research Bureau staff 
to become assistant general manager 
and secretary Northern Life of Canada. 
An agency budget is vital, he said, in 
these days when the problem is to sell 
more insurance for less money to people 
whose capacity to buy is reduced. 

Then P. Samford, vice-president 
and treasurer Liberty National of Bir- 
mingham, outlined a budgetary plan 
which his company is using. Figures 
each month are compared with the pre- 
ceding months and with the estimate 
for the year. 

The final speaker at the first session 
was John Marshall Holcombe, Jr., man- 
ager of the bureau. He told of many 
of the accomplishments of the bureau 
and outlined some of the agency prob- 
lems. The audience gasped at his 
statement that in the last three years 
there has been terminated in the United 
States and Canada 38 billions of insur- 
ance. 

L. J. Dougherty Presides 


The Tuesday morning session was in 
charge of President L. J. Dougherty 
of the Guaranty Life of Iowa, in his ca- 
pacity of chairman of the board of the 
Research Bureau. In accordance with 


committee the day before, Mr. Dough- 
erty, in his opening address, made some 
observations on the question of life in- 
surance failures, pointing out that be- 
cause of the continuous nature of the 
life insurance contract and because lia- 
bilities are deferred there is much as- 
surance that losses to policyholders will 
be minimized in the long run. 

“It is true that in recent months 
there have been a few unfortunate in- 
cidents involving but a very small per- 
cent of the insurance in force, a few 
companies whose affairs have been 
placed in the hands of the authorities,” 
he said. “When this happens it is 
news, dramatic sensational news, because 
it is so rare. It is as uncommon as the 
story of the man biting the dog. When 
99 percent of the companies fulfill all 
obligations and maintain excellent con- 
ditions through the worst panic in his- 
tory, it is commonplace, expected. Let 
one of them waver, and the front page 
has a story worthy of Ripley’s atten- 
tion. 

Prescribed Solvency Test 


“When that rare thin~ happens and 
an insurance company has been taken 
over by a department, or through court, 
it has not failed in the commercial 
sense of the word. What has happened? 
Simply this: With the low and soft 
market for securities, the company does 
not show the capacity to meet, at the 
moment, the prescribed test of solvency; 
a test which is more severe and requires 
greater margins of safety than any such 
test applied to any other business. It 
is the testing of a long-term business 
by the markets of the moment, pre- 
supposing almost a rigid market wherein 
values do not go up and down. 

“Administration of the affairs of the 
few companies which have ceased busi- 
ness is a long term procedure, for poli- 
cies mature at future dates. This de- 
lay in maturities is fortunate, for eco- 
nomic cycles bring values back to nor- 
mal in the course of time. Death claims 
happily do not accumulate with or in 
proportion to difficulties. 


Nominating Committee Report 


“The public have full confidence in 
the legal reserve system. It is being 
demonstrated by the gains being made 
by the insurance in force; by the de- 
cline in number of applications for 
loans and surrenders, but let us bear 
in mind the bewildering transformation 
that has taken place in our industrial, 
economic and social life. This change 
has been both complete and acute. Let’ 
me sound the warning that unless we 
guard ourselves, bad insurance prac- 
tices and evil methods may arise which 
will retard the present and future 
growth of our companies.” 

The custom has developed to inject 
humor into the report of the nominat- 
ing committee. Therefore, G. H. Har- 
ris, Sun Life, as chairman of the com- 
mittee, in delivering the report whim- 
sically apologized for the selections. 

The next speaker was L. S. Morri- 
son of the bureau staff, who empha- 
sized the importance of financial super- 
vision of agencies by the home office. 

Works Twice as Hard 


H. M. Holderness, vice-president 
Connecticut Mutual, thereupon intro- 
duced R. W. Simpkin, agency assistant 
Connecticut Mutual, who outlined the 
cost accounting formula through which 
that company undertakes “to chart the 
general agents’ seas.” Mr. Holderness 
said the information is confidential and 
requested that reports not be made. 
Mr. Holderness said maintenance of the 
general agency system requires the su- 
preme effort of the agency department. 
The Connecticut Mutual, in undertaking 
to develop the cost accounting formula, 
desired to handle the affairs of its gen- 
eral agencies in a confidential and sym- 





a decision reached by the executive 


pathetic manner. 





The company is seek- | 


ing to bring its general agencies closer 
to it by helping to “chart their seas.” 

The general agent, Mr. Holderness 
said, is working twice as hard to get 
half the business that he got in former 
days and working four times as hard in 
the service of old policyholders. 

F. R. Gale, comptroller Continental 
American, with the aid of lantern slide 
charts, described some of the budgeting 
of agency income and expenditures, 
which his company has worked out. He 
emphasized that budgeting income is as 
important as budgeting expenses. Fu- 
ture income and future sales should be 
budgeted. Under a budget, the proce- 
dure is to determine what profit is de- 
sired, what amount of business is re- 
quired to make that profit, and how 
much activity is needed to get the re- 
quired amount of business. Budgeting, 
he said, is a constant incentive to de- 
velop more from the expense margin. 
The Continental American has always 
striven to increase the average size of 
the policy with the result its average is 
nearly twice as large as that of any 
company which does not take reinsur- 


ance. 
Assumption Is Made 


In budgeting for agencies, the Con- 
tinental American assumes that a man- 
ager can put on seven good men a 
year. With that assumption, the com- 
pany, he said, can determine the prob- 
able income of the agency. For in- 
stance a manager, putting on seven new 
men a year, at the end of 10 years 
should have a force of 25 men, produc- 
ing $2,262,000, the new premium income 
being $67,882, and total premium income 
$308,199. 

Clerical routine in the agencies, he 
said, has been simplified, so that the 
saving in this direction amounts to 50 
cents per thousand of insurance. 

Although in easy times, he declared, 
profit followed any reasonable activity, 
in the next decade success won't be at- 
tained by waiting for better times, but 
by working for better methods. 

Kenagy Urges Pian 


H. G. Kenagy, assistant manager Re- 
search Bureau followed, with the recom- 
mendation that operations be planned 


well ahead, instead of engaging in 
“jumpy,” emergency, trouble shooting 
work. 

H. W. Manning, assistant general 


manager Great West Life of Winnipeg, 
told of a plan which his company 
launched so as more effectively to or- 
ganize the field forces. Much responsi- 
bility has been delegated to the branch 
manager, so as to increase his scope, 
outlook and capability. 

W. W. Jaeger, vice-president Bankers 
Life of Iowa, closed the session with a 
great plea for the old agent, for the 
old selling technique of presenting life 
insurance for family protection, and for 
the development of men rather than 
man power. After the analytical and 
technical speeches that had gone before, 
Mr. Jaeger’s dynamic presentation 
warmed his audience. 

Tuesday afternoon the meeting was 
broken up into five group sessions for 
round table discussion, only home ofiice 
agency executives being permitted to 
attend. Supervisors were barred. 


Col. Dunham Introduced 


John A. Stevenson, home office gen- 
eral agent Penn Mutual, presided at the 
Wednesday session as vice chairman ex- 
ecutive committee Agency Officers As- 
sociation. After some _ preliminaries 
Commissioner Dunham of Connecticut, 
who was in the city on other business, 
was introduced and spoke briefly. He 
said the payment of excessive agency 
commissions must be stopped. He said 
he was informed one company is paying 
95 percent. 

Vice-President H. M. Holderness of 
the Connecticut Mutual reported as 
chairman of financial independence week 
April 16-22, 1933. Devotion of a week 
to the publicity and promotion of life 
insurance, he said, has proved a success. 
The designated week this year was one 
of distress. The bank moratorium was 


——— 
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Expense of the Chicago 
Convention Was $2,002 





Total disbursements by the Chi- 
cago committee for expenses of 
the annual convention of the Na- 
tional Association of Life Under- 
writers in that city amounted to 
$2,002, T. F. Lawrence, who was 
general chairman of the Chicago 
committee, reported to the man- 
agers and general agents’ section 
of the Chicago association at a 
luncheon Tuesday. This compared 
with disbursements of $8,000 by 
the Toronto people at the 1930 
convention, $6,000 at Pittsburgh in 
1931, and $5,000 last year at San 
Francisco. 











fresh in the minds of the public, whose 
attitude was critical and panicky, and 
restrictions had been imposed on life 
insurance cash values and loans. “On 
the other hand,” he said, “the fundamen. 
tal safety of the institution and its 
proved security as a means to financial 
independence gave to the country at 
large an added appreciation of its time 
honored value, renewed faith and cour- 
age in the hearts and minds of thov- 
sands of life insurance men and stimv- 
lated to action a work that has stead- 
ily gone forward, showing better results 
and greater public confidence each 
month since this turn of the tide.” 


Educational Movement Developed 


Under the circumstances, the observ- 
ance of the week this year developed 
into a movement almost entirely educa- 
tional. It gave stimulus to hidden forces 
working for the interest of life insur- 
ance, creating over night a renewed 
realization of the power of united action 
and good will, It gave, he said, the op- 
portunity of friendly gratuitous service 
in many branches of publicity and pro- 
motion. 

Mr. Holderness expressed gratitude 
for the work of many agencies, includ- 
ing the Canadian committee, National 
Association of Life Underwriters, life 
advertisers, Dr. S. S. Huebner, Super- 
intendent Van Schaick of New York, in- 
surance commissioners and former chair- 
men of the committee. 

H. E. North, second vice-president 
Metropolitan, outlined some of the plans 
for insurance week in 1934, he being 
chairman of the committee. This yeat 
he said, the companies contributed little 
financially to the project, although the 
agents collectively spent $40,000. Next 
year the companies will be asked to un- 
derwrite the movement. Although he 
didn’t mention a specific figure, it is un- 
derstood the goal is a $100,000 contribu- 
tion from the companies. Life insurance 
week will be March 26-31. The slogan 
will be the same as the one used this 
year, “Financial Independence Through 
Life Insurance.” 


Vote of Thanks 


On motion of W. W. Jaeger, Bankers 
of Iowa, a vote of thanks was given to 
Mr. Holderness for his work. M. A. 
Linton, Provident Mutual, spoke en- 
thusiastically of the plans which Mr. 
North outlined. é 

Frank L. Jones, vice-president Equit- 
able of New York, thereupon delivered 
his report as chairman of the committee 
on replacements. His recommendation 
of a no commission rule on replace 
ments was greeted by a burst of ap- 
plause. 

George L. Hunt, New England Mvu- 
tual, then reported as chairman nom'- 
nating committee to select three mem- 
bers of the executive committee Agency 
Officers Association. ; 

The following speaker was R. H. Rice, 
Jr., National Fidelity, who outlined the 
training and other plans of his company. 

D. Gordon Hunter, vice-president 
Phoenix Mutual, described the contest 
in which his company is engaged in an 
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effort to overcome the spirit of lethargy 
and indifference that has prevailed in 
the field in the last few months. The 
campaign is in the nature of warfare. 
The agents, including old men, have 
been impressed with the seriousness of 
affair and pep has been maintained. The 
first 24 days of October, production was 
38 percent above the same period last 
year and he estimated efforts of new 
men are at least 50 percent greater. 


Officers Not Up to Standard 


Mr. Hunter said the agency officers 
command the largest army of outside 
salesmen in the world. He said the 
officers are not showing the degree of 
leadership commensurate with their 
responsibilities. An immense number of 
people are depending on the officers for 
human leadership. Therefore greater 
vision and mental stamina are needed. 
The ofticers must extend themselves to 
limits that they never conceived to be 
possible before. 

An estimate, he said, should be made 
of the situation from the point of view 


of the mission to be performed, the 
enemy, supporting troops, plan and de- 
cision. 


Keep Up Flew of New Business 


The mission is to keep up a constant 
flow of new and profitable business, dis- 
charging thereby the responsibility to 
policyholders, home office associates and 
agents and their families. In other 

words the job is to be successful under 
present conditions. 

The enemies are the competing uses 
for the dollar, automobiles, refrigerators, 
etc, and the spirit of lethargy that 
exists in the field. 

The supporting troops consist of the 
great record of the institution of life 
insurance. 

The plan to be used is the one which 
will carry out the mission the most 
quickly and most effectively. The de- 
cision must be for the agency officer to 
extend himself to limits that he never 
before believed possible. 

The final speaker at the Wednesday 
morning session was John A. Steven- 
son, who touched on many of the prob- 
lems that had been under consideration 
during the convention. 

In the afternoon important addresses 
were delivered by J. A. Fulton, presi- 
dent Home Life of New York, and Guy 
C. Smth, sales banager Libby, McNeill 
& Libby. 


Dougherty Sees Big Place 
for Insurance in Recovery 


L. J. Dougherty, president Guaranty 
Life of Davenport, who presided at the 
Tuesday meeting of the Life Agency 
Officers and Sales Research Bureau, ex- 
pressed the belief that life insurance will 
play an important part in economic and 
social recovery. The value of life insur- 
ance is now almost universally accepted, 
he said. The growth of the companies 
is largely in the hands of agency execu- 
tives. 

The selling of life insurance has be- 
come a profession in the highest and 
noblest sense of the word, Mr. Dough- 
erty said. He predicted that one day the 
life insurance agent will rank with the 
lawyer, clergyman and doctor in the 
confidence of his community. He will 
be a leader in civic and commercial ac- 
tivities of his community. 

Mr. Dougherty was chairman of the 
board of the Research Bureau. The la- 
bors of the bureau represent the efforts 
of larger companies, middle sized com- 
panies and smaller companies, he said. 
Cooperation was never so vital as to- 
day, he declared. It is important to 
know what to do, how to do it and 
have the will to do. 

Mr. Dougherty mentioned the demand 
that has developed for unemployment in- 
surance. This is an ill-conceived and 
dangerous proposal, he contended. He 
called upon life insurance men to sup- 
port the NRA collectively and individ- 
ually, 
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Dougherty, the pre- 


siding officer, called on Roger B. Hall 
: to bring greetings from the National 
J. B. Thompson, former insurance | The morning of the first day a pro-| Association of Life Underwriters, and 
commissioner of Missouri, was greeted | S™@m was not scheduled. This proved | on 0, J. Arnold from the American Life 
. - hie aig lle “ ‘ t tl ; a good arrangement, for it gave an op- | Convention Mr. Hull is managing di- 
warmly by his new colleagues at the | portunity to the conventioneers to get | rector of the National association. Mr. 
meeting of the Life Agency Officers | much gossiping and fraternizing accom- | arnold is president of the Northwestern 
and Sales Research Bureau in Chicago. | plished before the launching of the for- | National Life. 
He recently joined the agency depart- | mal program. x * * 
ment of the Kansas City Life. ' M. A. Linton appointed on the nomi- 
* * * A luncheon was given by the Research nating committee: G. H. Harris, Sun Life, 
| Bureau to newspaper men Monday, -| chairman; P. H. Stark, Yeomen Mutual, 
The Minnesota Mutual had the lar- | Miller being in charge. and Oliver Thurman, Mutual Benefit. 





gest representation at the meeting, From the Ohie State Life came L. 4 : ‘Gc L. Wil- 
many of the supervisors being brought jarnes and W. V. Woollen. News of the death ~ the Unt 2 Cen- 
to Chicago prior to the holding of a x * * tame, vieo-grenaes & age ort aan. 
conference at St. Paul the latter part | M. B. Farr of the Saskatchewan Life —— — 
of this week. Those on hand were Vice- | claimed the prize for having traveled aaa * * * 
Presidents O. J. Lacy and H. J. Cum- | ero eo He reported four Along each side of the convention hall 
mings, and Supervisors R. C. Lowe, — of snow at _ were impressive displays of publicity 
San Antonio; A. H. Blanton, Columbia, Headquarters were established by the that was received on ananctal independ 
S. C.; R. P. Cox, Los Angeles; E. J. | Yeomen Mutual Life and many friends | — . = oN ee ‘the a. 
Evans, Chicago, and Frank Keenan, dropped up to fraternize. The greeters | 8°" OUt PY <  %  @ 
<ansas City consisted of Vice-President P. A. Stark 4 = ti 
nonme a. *x * and Ward Senn, Secretary George Wall The Sun Life of Comm wee 
and V. M. Shewbert, assistant superin- | sented by G. H. Harris, ee ~ 
Manager John Marshall Holcombe, | tendent of agencies. service bureau, J. 8 renee — = M. 
Jr., introduced to the agency officers a : * * ' Moore, Sapertatenaeene of agenciw. 
. nf . ’ Seated the second row during the 
alr og Mn ee Se J: = opening session were two admiring A cablegram of regret at being unable 
COG, Wao uns See upervisor i “ wives, but not too filled with admiration | to attend was received from C. D. Devlin 
John Hancock Mutual at Columbus, O. | to interfere with their knitting. They | and V. R. Smith, both of the Confedera- 
He will be assigned to research and | were Mrs. M. A. Linten, whose husband | tion Life, who are in England. Mr. 
consultation work. | was the presiding officer, and Mra. John | Deviin is the retiring chairman of the 
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UNIFORM UNDERWRITING POLICIES 


Uniformity is an outstanding characteristic of this institu- 
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Its underwriting policies, while flexible enough to 


keep pace with the changing standards of modern progress, 
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agency officers executive committee, and 
in that capacity would have presided the 
third day had he been present. 

*x* * * 

Frank L. Jones, vice-president Equita- 
ble of New York, was in Chicago for 
the fifth time in six weeks. 

*x* * * 

A dinner for Chicago agents of the 
Phoenix Mutual was held Tuesday eve- 
ning. General Agent R. A. Judd brought 
his staff out to meet home office officials 
on hand, they being M. C. Terrill, J. A. 
Giffin and D. Gordon Hunter. 

*x* * * 

Oliver Thurman, Mutual Benefit, 
sented a memorial on the late C. H. Par- 
sons, who was a director of the Research 
Bureau and superintendent of agents 
Northwestern Mutual. 

* * * 

J. M. Holeombe, Jr., gave the names 
of those who have outstanding records 
in attending the Agency Officers and 
Bureau meetings. Two members have 
attended 16 consecutive meetings, they 
being A. L. Dern, Lincoln National, and 
W. R. Smith, La Fayette; 12 meetings, 
L. J. Dougherty, Guaranty Life; 11 meet- 
ings, H. J. Cummings, Minnesota Mutual, 
A. C. Louette, Peoples Life, and H. E. 
Niles, independent consultant. 

i ¥ 

Mr. Holcombe, in reading the names 
of members who have been promoted 
during the year, drew a laugh when he 
announced: “George Grogan, Federal Re- 
serve Life, previously unmarried, now 
married.” 

* * * 

The nominating committee to select 
new directors of the Agency Officers as- 
sociation consisted of G. L. Hunt, New 
England Mutual, chairman; H. BP. Aldrich, 
Equitable of Iowa, and E. B. Stevenson, 
Jr., National Life Accident. 


Herdman Hears Charges on 
Rebating by Omaha Agents 


OMAHA, NEB., Oct. 26.—Commis- 
sioner Herdman held a two-day hear- 
ing on the charges of rebating and dis- 
crimination in the sales of policies filed 
by the Nebraska Life Agency Man- 
agers Association against the Occidental 
Life and eight of its agents. The case 
will be submitted on briefs, with a 
speedy decision promised. More than 
150 insurance men attended. Testimony 
introduced by the complainants showed 
that a number of policyholders had not 
only paid no first year premium but 
were told specifically that none would 
be asked or collected. Two or three 
others testified to exchanging articles 
they had for policies, such as gasoline. 

Charles White, general agent, said 
that since the first of January $3,500,000 
of insurance had been sold in Omaha, 
the first year’s premiums on which were 
estimated at $60,000. He said that 
agents were paid 80 percent of the first 
year’s premium as commission, that he 
took 10 percent for overwriting and the 
remaining 10 percent belonged to the 
company. He said that in order to 
protect the company’s financial inter- 
este he maintained a deposit, ranging 
from $1,500 to $2,500, which was made 
up of the proceeds of purchases by him 
of agents’ renewals, paying 20 percent 
of the first year’s commission therefor. 
A vice-president of the company said 
that it was without any information as 
to the practices of agents as testified 
to by complainant’s witnesses. None of 
the accused agents took the stand. 





State Life of Illinois 
Is Fighting Receivership 





The officials of the State Life of Illi- 
nois, for which receivership has been 
applied by the attorney general, are 
fighting the petition, denying that it is 
solvent. Superior Judge Lindsay set 
the case on the calendar on call for 
hearing. R. M. Potts, former Illinois 
insurance superintendent, and E. R. 
Elliott, Chicago attorney, attack the con- 
Sstitutionality of the state’s liquidation 
act and deny that the court has the au- 
thority to name the state liquidator as 
receiver. The state insurance depart- 
ment claims an impairment of $103,953. 


pre- 











Actuaries Give Tip on Possible Action 








(CONTINUED FROM PAGE 1) 


Mr. Evans expressed hope that the 
case history basis of presenting divi- 
dends and net cost figures to the public 
will be generally adopted. He said there 
have been many confusing dividend il- 
lustrations given to the people. 





MORTALITY DISCUSSED 








Somewhat lower mortality was noted 
by several speakers. C. E. West, as- 
sistant actuary Provident Mutual, said 
that company’s mortality in the first 
six months of this year was reduced two 
points. He considered mortality of 
primary importance this year. 

J. A. Christman, Metropolitan, said 
the company’s ordinary mortality in the 
first six months remained about the 
same as last year, but industrial was a 
little higher. Heart disease, cancer, and 


diabetes showed advance. Influenza 
death rate was higher than in any year 
since 1929. 


R. Larus, Phoenix Mutual, gave 
the experience of 13 companies, mostly 
of the New England states. Five of 
these showed better mortality rates and 
eight worse rates. The average was an 
advance in mortality of approximately 
two points. He noted advance in mor- 
tality from circulatory and degenerative 
diseases. 


Equitable’s Results Given 


W. L. Blackadar, assistant actuary 
Equitable of New York, said that com- 
pany’s ordinary mortality was about the 
same as in 1932, but the group mortality 
has been running 68 percent this year 
as against 74 percent in 1932. Mor- 
tality from typhcid fever showed a re- 
duction as did Bright’s diseases. Mor- 
tality from automobile accidents was 
practically doubled. There was enor- 
mous advance in mortality from heart 
cases. 

One of the papers, by J. S. Elston, 
assistant actuary Travelers, on mor- 
tality experience under extended term 
and paid up provisions, gave figures in- 
dicating a final mortality experience of 
approximately 82 percent over a 17 year 
period. Mr. Elston said although this 
figure seemed high it included the war, 
1918 influenza experience and higher 
mortality during the depression. 

Medical impairment ratings are used 
very largely by companies which grant 
business on both standard and sub- 
standard plans, but to a less extent by 
companies limiting their transactions to 
the former, Arthur Hunter, vice-presi- 
dent New York Life, stated in his paper 
on this subject. He said ratings have 
tended to produce more uniformity in 
the action of companies and have caused 
many actuaries and medical directors to 
give more intensive study to individual 
impairments, especially where their in- 
clination was to differ from findings of 
the joint committee of the Actuarial So- 
ciety and American Institute. He 
found much more uniformity of action 
with regard to overweight than 20 years 
ago. 





CONSIDER ANNUITIES 








The all absorbing question of an- 
nuities was another subject discussed. 

E. G. Fassel, assistant actuary North- 
western Mutual, noted that annuities 
arising as settlement of insurance poli- 
cies involve no acquisition expense ele- 
ment nor premium tax, therefore 
can be figured at net rates. The mor- 
tality assumption need not be so severe 
on annuity options, he said, as there is 
an average favoring the companies, 
some policyholders electing to take the 
annuity and others not. 

H. G. Walton, actuary Buffalo Mu- 
tual and formerly of the Indiana insur- 





ance department, said it appears there 
will not be so strong selection against 
the company in the case of a beneficiary 
electing annuity options than an orig- 
inal annuitant. The latter has spent 
his money for the benefits. 


High Mortality Experienced 


H. W. Jones, Mutual Benefit, said 
there has been much comment on a 
trend toward higher mortality on bene- 
ficiaries under settlement options. <A 
survey was made on 928 annuities with 
90 deaths. There was found very defi- 
nite selection resulting in 66 percent 
mortality based on the American annu- 
itant’s table. 

H. L. Feay, New York insurance de- 
partment, said if premiums are cal- 
culated with reduced interest rates the 
valuation of annuity reserves should be 
done proportionately. He said possibly 
insurance departments should give an- 
nually the reserve basis which should 
be used on annuities, subject to change 
because of experience. There might, he 
said, be some discussion on the question 
of putting old annuities on a higher re- 
serve basis. 

O. W. Perrin, associate actuary Penn 
Mutual, discussed annuity features of 
the family income policy. He said the 
convertible income form has replaced 
much term insurance in new business 
and displayed a better persistency. 

J. B. Maclean, secretary Actuarial So- 
ciety and assocate actuary Mutual of 
New York, considers the family income 
form fundamentally objectionable, partly 
because it is especially susceptible to 
misunderstanding and misrepresentation. 





VIEW AGENCY MATTERS 





Many life companies under stress of 
depression conditions have carried their 
worth while general agencies financially, 
looking to the long pull in the case of 
offices which may have been hard hit 
during the last four years but offer pos- 
sibilities of sound future growth. This 
appeared to be a consensus at the meet- 
ing. 

W. J. Cameron, Home of New York, 
said his cempany had worked closely 
with the agencies and saved approxi- 
mately 15 percent in agency expenses 
by careful budgeting. It was found 
that many companies and agencies were 
spending a great deal of money on “so- 
called supervisors.” The Home Life’s 
policy is to stand by general agents 
who are striving to survive the present 
times, but readjustments are being made 
in the cases of general agents who are 


licked. 
Linton Gives Views 


M. A. Linton, president Provident 
Mutual, said his company formerly gave 
an expense allowance based on paid first 
and second year premiums, the smaller 
agencies getting a larger proportion of 
allowance than the larger agencies. 
When the depression came it was ap- 
parent changes must be made. It did 
not seem fair to reduce the agencies’ 
expense allowances so readjustments 
were made depending upon the intelli- 
gence, attitude and willingness of gen- 
eral agents in attacking their problems. 
He said there has been an 8 percent 
reduction in agency income in the first 
six months of 1933 as compared with 
1932 but the agencies’ net profits have 
been approximately the same. 

Notes were read from A. T. Mac- 
lean, vice-president Massachusetts Mu- 
tual, who stated the general agent's 
major problem today is carrying on his 
business in force. Formerly in most 
company plans the new business ele- 
ment was an important factor. Reduc- 
tion of new business has made necessary 
many changes. The old system has 
broken down. Companies must look to 
the future. He said that if the general 





agent has proved his ability to get th 
business there is no need to becom 
concerned over present results 





TAKE UP REPLACEMENT 





Replacement, or rewriting of olf 
policies in the same company, remains 
one of the highly important issues of 
the time, the actuaries agreed. It js 
a problem requiring extended educa. 
tional effort by companies among agents 
and possibly corrective measures. 

E. W. Marshall, Provident Mutual, 
told of an experiment made by his com. 
pany when the volume of replacements 
began greatly to rise. Last winter the 
agency records were analyzed, a great 
variance being found in rewriting prac- 
tices of agencies and individual agents, 
In some cases a positive replacement 
fever appeared to have sprung up. 

It was concluded that this was an in- 
dividual problem requiring educational 
effort. There were many fallacies in 
agents’ minds regarding the status of 
heavily loaned policies. Leaflets were 
distributed to agents explaining the 
facts, with excellent results. A definite 
peak in replacenients had been obsery- 
able, but this dropped off sharply after 
the campaign was initiated. 


Comparative Figures Given 


Mr. Marshall gave replacement fig- 
ures based on a factor of 100 in the 
first quarter of 1932. With this as an 
index the figures were: Second quar- 
ter, 1932, 124; third quarter, 118; fourth 
quarter, 157; first quarter, 1933, 151; 
second quarter, 150; third quarter, 103. 
The educational effort was made after 
the second quarter this year. 

E. M. McConney, actuary Bankers 
Life of Des Moines, told of a study of 
$1,000,000 of recently lapsed business 
which the agents had been permitted to 
rewrite, saying that 70 percent of it 
did not enter the second policy year. 

G. Hurd, actuary Fidelity Mu- 
tual, said that under any replacement 
plan where there is value remaining in 
the policy the only person profiting im- 
mediately from the change is the field 
man. The company has received many 
applications which would have used all 
value in the old policy to pav premiums 
on the new. A plan was tried unsuc- 
cessfully using annuity premium credits, 
a part of the old value being applied 
each year in part payment of the new 
premium. 


Commissions Were Reduced 


On such cases it finally was decided to 
pay the agents on such rewritten cases 
where all old value was to be used to 
pay new premiums, only 50 percent of 
regular commissions. Where the per- 
centage oi the agents’s replacement 
business had been a substantial part of 
his total, corrective measures have been 
applied and in two cases the agents’ 
contracts were canceled. Mr. Hurd 
said that unless something effective is 
done the problem will not cease even 
when better times are in prospect. 

L. Feay, New York department, 
spoke of replacements in industrial 
business, saying they appeared to oc- 
cur there more frequently than on or- 
dinary even though no loans are made 
on industrial policies. 

F Mead, vice-president Lincoln 
National, told of an experiment in the 
home office city, Fort Wayne, Ind., 
where a personal survey of policyhold- 
ers was made. Most of these were found 
satisfied, their only problem being one 
of paying the premium. The only ones 
dissatisfied, it developed, had been dis- 
turbed by misrepresentations, improper 
illustrations, etc. 

President M. A. Linton, Provident 
Mutual, said in his company it was dis- 
covered replacement trouble was com- 
ing from a small proportion of agents. 
The criterion as to value of old policy 
always is net equities enjoyed by the 
policyholder. He urged wider dissem- 
ination of the effect of rewriting on 
policyholders. 
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Recognition of Conditions 
as Permanent Is Needed 


HOLCOMBE IN CHICAGO TALK 





Research Bureau Manager Addresses 
Joint Meeting with Life 
Agency Officers 





John Marshall Holcombe, Jr., man- 
ager of the Sales Research Bureau, in 
addressing the joint meeting of the bu- 
reau and the Life Agency Officers in 
Chicago advised the adjustment of 
agency activities to present conditions 
» the theory that those conditions are 
destined to be more or less permanent. 
Operations should be built on the basis 
of contraction rather than expansion. 

Mr. Holcombe reviewed facts and ten- 
dencies that have afflicted agency oper- 
ations. There was the moratorium. 
Twisting has become more prevalent. 
With so much rewriting of impaired in- 
surance, many agents are losing their 
ability to write new business. The cost 
of insurance has been increased. A 
theory that has gained ground is that 
the only way to keep up volume is by 
the wholesale hiring of new men. There 
has been a tremendous shrinkage of in- 
surance in force. Mr. Holcombe esti- 
mated that in the last three vears in 
the United States and Canada there 
has been terminated $38,000,000,000 of 
msurance, 


Brings Out Salient Factors 


Many general agents have devoted 
more time to personal production, need- 
ing the income from that source. This 
has reduced their organizing work. The 
conclusion is being reached that new 
business alone is not a sound goal. 
Quality, quantity and cost are all-im- 
portant factors. 

The agency man, he said, must con- 
duct his work on a planned basis rather 
than merely engaging in emergency or 
trouble-shooting activity. 

Although time control and budgetary 
control are being emphasized the agency 
man must not become so preoccupied 
with the mathematics of these proce- 
dures that he loses sight of the fact he 
is a human being dealing with other 
human beings. He must continue to be 
able to see the problem of the private 
in the ranks. 


Emphasizes Important Points 


Mr. Holcombe enumerated some of 
the things in life insurance which con- 
tinue to be valid. They include the 
necessity of service to the pub‘ic, the 
importance of quality business, the value 
ot a system of compensation and the 
effectiveness of organized sales talks. 

Organized effort is essential in home 
office and field. There is no place to- 
day for the group of prima donnas who 
were formerly exalted. 

The statement of Mr. Holcombe that 
% percent of the business written is 
placed with companies that are mem- 
bers of the Research Bureau drew hearty 
applause. Mr. Holcombe said the bu- 
reau is now concentrating on consulta- 
tion cals. The objective is to call on 
all companies at least once a year. He 
urged the agency officers personally to 
visit the bureau’s office. 

Will Stay Socialistic Trend 
Roger B. Hull, general counsel Na- 
tional Association of Life Underwriters, 
in his talk before the Milwaukee associ- 
ation this week, said that the greatest 
benefits America is to receive in the 
coming years from life insurance are by 
no means indicated by the aggregate of 
its investments. He called attention to 
the fact that more than four billion dol- 
lars was paid out by life companies last 
year and during the last four years these 
benefits have had a tremendous effect in 
Stabilizing and safeguarding the na- 
tonal financial structure. 

He said that during the months of re- 








Time Control Essential in 
Day of the Small Policy 





GREATER ACTIVITY NEEDED 


D. V. Bloxham of Travelers Addresses 
Managers’ Division of Chicago Asso- 
ciation of Life Underwriters 





The importance of time control, espe- 
cially in view of the fact that the era 
of the small policy has returned, was 
emphasized by D. J. Bloxham, superin- 
tendent agency field service for the 
Travelers, in a talk before the managers 
and general agents’ division of the Chi- 
cago Association of Life Underwriters. 
Since the average sized policy is lower 
today, there must be increased activity 
on the part of the agent to keep within 
shooting distance of his volume in the 
past. Time control, he said, is the 
answer. It discloses weak points in the 
operations of an agent and indicates the 
remedy. It has proved the salvation of 
many of the older agents. 

Mr. Bloxham recalled that prior to the 
war the agent’s job was largely to sell 
burial insurance. A $5,000 policy was 
rare. After the war, people learned life 
insurance had a part in conserving as 
well as creating an estate. The average 
sized policy in the Travelers went up 
to $7,000. Then came the smash. Big 
assureds were wiped out and they are 
not coming back. Therefore the agent 
must concentrate again on the larger 
class of buyers who earn $5,000 a year 
or less. Mr. Bloxham quoted E. A. 
Filene as stating that five-sixths of all 
the goods and services purchased are 
by persons with incomes of less than 
$2,000. 

E, B. Dudley Presides 

E. B. Dudley, manager for the Trav- 
elers, presided at his first sessioa as 
chairman of the managers and general 
agents’ division. T. F. Lawrence, Re- 
liance Life, gave a report on the satis- 
factory financial outcome of the conven- 
t.on in Chicago of the National Associa- 
tion of Life Underwriters. 

After hearing about the benefits that 
have come from cooperating with the 
Better Business Bureau, the members 
voted to continue to support that or- 
ganization financially. Walt Tower, ex- 
ecutive secretary, said Illinois is infested 
w.th insurance rackets. The twisters are 
developing new technique by publishing 
what purport to be magazines of disin- 
terested advice to policyholders and by 
conducting what they call rating bu- 
reaus. N. H. Bokum, Massachusetts 
Mutual, who is chairman of the legisla- 
tive committee, said the Life Presidents 
Association in a few days will have com- 
pleted recommendations to Insurance 
Director Palmer of Illinois, who is 
working on a recodification of the IIli- 
nois insurance laws. 

W. M. Houze, John Hancock Mutual, 
‘n a short talk urged the managers to 
inspire in their men loyalty to the in- 
stitution of life insurance as well as loy- 
alty to the individual companies. The 
battle today is for the institution. The 
public must be convinced that life insur- 
ance is sound. He expressed the belief 
the Chicago operators are faced with 
the most difficult problem in the coun- 
try, since 40 percent of the insurance 
companies that have failed have been 
Il'inois companies. 

G. Swanson, New England Mu- 
tual. who was: scheduled for a serious 
address, surprised his audience by turn- 
ing humorist and lampooning some of 
the practices of the day. 


construction life insurance will operate 
to counteract socialistic tendencies. He 
thinks that agents have failed to dwell 
sufficiently on the habits of self-reliance, 
self-denial and unselfishness which have 
been practiced in the creation of life in- 
surance trust funds, for future security 
and welfare of dependents. 











KING SOLOMON SAID: 


“Seest thou a man diligent in his 
business? He shall stand before kings. 


The life underwriter who works diligently 
and intelligently is always respected by 
those with whom he contacts. 


The indolent underwriter soon earns and 
merits the scorn of those whom he assumes 
to serve. 


Enthusiastic, diligent, thinking under- 
writers are now winning their awards in in- 
creased volume, lasting friendships and 
larger incomes. 
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Cause of Life Insurance Failures 


Ir Is interesting in analyzing the failures 
of legal reserve life companies to note a 
predominating cause. These companies 
so far as their professional insurance 
work is concerned could have been 
commended. Their underwriting, ac- 
tuarial, medical, agency departments all 
gave a good account of themselves. The 
weakness in all these institutions has 
been in the investment end. If those 
looking after the investments had been 
as conscientious, intelligent and able as 
those in command of the other depart- 
ments, these companies would not be in 
the plight that they are. 

This fact will tend to create in the 
minds of buyers of insurance the neces- 
sity of scanning more carefully the in- 
vestment record of companies, making 
an analysis of their investments and 
getting a true picture of their investment 
policy. There are certain patent conclu- 
sions that can be drawn from these 
failed companies. They have either been 
exploited for the benefit of those in con- 
trol, they have been manhandled through 
clumsiness and obtuseness or those re- 
sponsible have not had the training for 
their special work that is noticed in 
other departments and have not estab- 
lished standards that have guided the 
rest of the companies. 

There has been a lack of diversifica- 
tion in investments, due largely to the 
fact that those in control employed life 
insurance funds to bolster up outside 
enterprises in which they were inter- 
ested. This is one of the most danger- 
ous financial policies because with the 
tottering institutions outside of insurance 
where an officer may be financially in- 
terested, there is always a temptation to 
call upon the life insurance funds for 
help. 

Again there has been what might be 
termed a lop-sided investment policy in 


Shuts Down on Disturbers 


FeperaAL JupGE Wri_Lkerson of Chicago 
is to be highly commended for his decision 
last week in overruling protests that had 
been filed by two or three cliques trying 


some companies, either running far too 
strongly to one class of investments or 
what is worse to over purchase the se- 
curities of one single institution. Take, 
for example, the most recent collapse, 
the Nationa Lirr, U. S. A. It had 11,050 
shares of CONTINENTAL-ILLINOIS NATIONAL 
Bank of Chicago. That was far too 
great an investment for even one of the 
large companies. The decrease in the value 
of the bank's shares completely wiped out 
the capital, surplus and contingent reserve 
in the NaTionat Lire, U. S. A. We cite 
that as an example of a very mistaken 
investment program. 

The other departments of a company 
have established standards for their 
work, The underwriting, medical, ac- 
tuarial and agency departments have set 
rules. They work within certain bounds. 
There has been no company wrecked 
because of failure of one of these de- 
partments. The damage has been done 
by the investment end of a company. 
Therefore companies will have to give 
a good account of themselves invest- 
ment-wise in the future if they desire 
public confidence because that is going 
to be one of the paramount considera- 
tions in the purchase of life insurance 
hereafter. Furthermore the companies 
will have to present proof of unimpeach- 
able nature that their officers and direc- 
tors will not use life insurance funds 
to bolster up outside enterprises in 
which they are interested. 

The amended investment law of IIli- 
nois passed by the last legislature takes 
this matter into account. It is time that 
life insurance officials recognize the fact 
that the funds over which they have con- 
trol are not private but of a trust na- 
ture. When that attitude toward life 
insurance is found there need be little 
fear of a company collapse, as recent 
developments have shown. 


to upset the contract whereby the CenTRAL 
Lire of Iowa took over the ILtrnors Lire. 
Even after the contract had been fin- 


PERSONAL SIDE OF BUSINESS 





Among those invited by President 
Roosevelt to attend a conference at 
Washington last week, having for its 
purpose the creation of an organization 
for the protection of American holders 
of foreign securities, were Hendon 
Chubb, president of the Federal Insur- 
ance Co. of New Jersey, and Herman 
Ekern, Chicago attorney, former insur- 
ance commissioner of Wisconsin and 
later attorney general of that state. 

A cabin office, as near an exact replica 
of the Abraham Lincoln cabin at Hod- 
genville, Ky., as possible, has been put 
up by J. P. Manley, district agent for 
the Lincoln National Life in San An- 
gelo, Tex. The log cabin is proving to 
be very good advertising. It is on the 
most traveled street in San Angelo, right 
in the downtown district. According to 
Mr. Manley, the public recognition, ad- 
vertising and good will secured from 
this unique office is tremendous. 


Virgil Blackledge, with only three 
months service to his credit as an agent 
of Bankers Life of Iowa, led the entire 
field in individual business written in 
September. Mr. Blackledge is listed as 
a Des Moines agent but works in the 
field outside of the city. He formerly 
was with the Security Life of Chicago 
and has been 20 years in the insurance 
business. 

Ward H. Hackleman, general agent 
Massachusetts Mutual, Indianapolis, and 
one of the biggest personal producers in 
Indiana, recently received two extor- 
tionist letters. Mr. Hackleman was or- 
dered to put $2,000 in different denomi- 
nations in a culvert near the city. Fail- 
ing to comply with the order, he received 
another as a reminder that the money 
had not been placed and no further fool- 
ing would be tolerated. The police ar- 
rested one man charged with the crime, 
who is reported to have confessed. 


Members of the official staff of the 
Penn Mutual Life, with Vice-president 
Frank H. Davis as host, met at lunch- 
eon in Philadelphia to give a comradely 
send-off to John E, Gibbs. Mr. Gibbs 
has joined John T. Haviland, general 
agent at Newark, in a partnership which 
is to operate a metropolitan office as 
well as the long-established office in 
Newark. Mr. Davis, Manager John A. 
Stevenson and Superintendent of Agen- 
cies Wallis Boileau, Jr., speaking for 
the entire group gave Mr. Gibbs their 
best wishes. A memento in the form of 
a bronze electric desk clock was pre- 
sented to him. 

The speed of air service from the mid- 
west to New York enabled Karl Mad- 
den, general agent Penn Mutual at Dav- 








federal court, designing persons still kept 
up their attempt to defeat the action of 
the court. Federal Judge WirkKerson ap- 
proved the report of the master in chan- 
cery as to the value of the assets. These 
outsiders endeavored to overthrow the 
master in chancery’s liquidation value 
of $4,240,000. 

In denying appeal from his decision on 
the reinsurance contract Judge WILKERSON 
evidently felt that he had given full con- 
sideration to all hands and that any fur- 
ther attempt to horn in would only cre- 
ate further loss to policyholders. The 
interminable delay in reaching a contract 
decision on these changes meant a mate- 
rial loss to policyholders. When a com- 
pany collapses it should be the purpose 
of the authorities to protect the policy- 
holders without delay. Every day means 
a loss to those who have paid their pre- 
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enport, Ia. to close a $100,000 jij 
insurance contract with a New Yor 
doctor. Learning that the New Yorke 
was preparing to take on more life jp. 
surance, Mr. Madden telephoned hip 
from Davenport and made an appoin 
ment with him for the following da 
He boarded a United Air Lines trans. 
port plane at the tri-cities and reache; 
New York six and one-half hours afte 
taking off. Mr. Madden stated that th 
fact that he had flown to New York jp 
order to interview the doctor was a cop. 
tributing factor to the sale of the polic, 





Inter-agency production contests oj 
the American Central Life have stirred 
up intense rivalry. The northwest Texas 
contingent of Superintendent F. y 
Studer is contesting M. W. Lammer; 
Indianapolis agency, and R. M. Belisle’: 
westerners the Ohioans of P. H. Roach 

In the Studer-Lammers dispute, if the 
Texans are beaten, their chief will be 
compelled to stroll the streets of his 
community adorned with spats and a 
derby. But, should the Studerites tr- 
umph, the Indianapolis chief must sport 
a ten-gallon hat on the highways of the 
Hoosier capital. The Roach-Belisle duel 
provides that the defeated agency head 
shall suffer the indignity of a yellow 
sash about his belt-line at the next gath- 
ering of American Central field men. 


A. F. Menges, vice-president and one 
of the founders of the National Guardian 
Life, died at his home in Madison, Wis 


After a period of ill health, Leslie R. 
Young, former assistant general manager 
and treasurer of the Canada Life, died 
at his summer home in Weston, Ont. 

E. H. Hix, general agent Mutual Ben- 
efit Life and past president of the Mis- 
sissippi Association of Life Underwrit- 
ers, has been elected president of the 
Jackson (Miss.) chamber of commerce 

Agents of the Lamar Life are dedicat- 
ing all October business to P. K. Lut- 
ken, executive vice-presteent. 


C. G. Taylor, Jr., , third vice-president 
of the Metropolitan Life and a former 
vice-president of the Atlantic Life of 
Richmond, headed the committee of the 
Southern Society of New York which 
was in charge of entertainment at its 
annual dinner and ball. Special guests 
of the occasion were members of the 
Alumni Society of Alabama. The ball 
followed the football game between the 
University of Alabama and Fordham 
University. 

R. T. Stuart, president Mid-Continent 
Life, has been elected president of the 
Oklahoma state chamber of commerce. 
He addressed the Oklahoma City cham- 
ber at its Friday forum on “Economic 
Security in Oklahoma.” 


President H. K. Lindsley of the Farm- 
ers & Bankers Life of Wichita, a mem- 
ber of the executive committee of the 
American Life Convention, has been 
elected president of the Kansas State 
Historical Society. 

George D. Riley, Mississippi insur- 
ance commissioner, was chosen a mem- 
ber of the executive board of the Ma- 
sonic Relief Association at the biennial 
convention in Cincinnati. Commissionef 
Riley was one of the speakers at the 
convention. 


H. E. McClain, Indiana insurance 
commissioner, who attended the annual 
meeting of the Industrial Insurers Con- 
ference at French Lick Springs last 
week, surprised some of the company 
officials and their wives in attendance 
at the meeting by his remarkable know!- 








ally ratified by the receiver and the 
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edge of poetry, ancient and modern. 
Mr. McClain’s unusual ability along this 
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line was brought to light at some of 
the informal social gatherings in con- 
nection with the convention. When 
any well known poem was mentioned, 
Mr. McClain was able to quote it, in 
jyll or in part, and with remarkable ef- 
jectiveness. There were only one or 
two cases, in which anyone was able 
to “stump” him. 


President B. F. Bushman of the Fed- 
eral Reserve Life of Kansas City, Kan., 
who underwent an operation for ap- 
pendicitis in a hospital at Kansas City, 
Mo., is now recovering. The operation 
disclosed a ruptured appendix, which 
made his condition grave for a number 
of days. 

Celebrating Manager E. B. Hough- 
ton’s birthday, 11 producers of that 
agency of the Guardian Life of New 
York in Rochester, N. Y., brought in 29 
applications between 7:30 a. m. and mid- 
night Oct. 10. 

J. E. Durham, 76, head of the Bourne 
& Durham general agency of the Penn 


Mutual Life in Philadelphia, died sud- 
denly of heart failure while attending a 
meeting of his agency at Skytop, Pa. 
He was a former president of the Na- 
tional Association of Life Underwriters 
and the Philadelphia Association of Life 
Underwriters. 

Mr. Durham joined the Penn Mutual 
Life in 1883 and observed his 50th an- 
niversary with the company last May. 
The Bourne & Durham agency was 
formed in 1887. Since Mr. Bourne’s 
death in 1903 Mr. Durham has had 
active charge. Mr. Durham had been 
a trustee of the Penn Mutual Life for 
a number of years and for 25 years he 
served as president of the Penn Mutual 
Agency Association. He was one of 
the company’s topmost leaders in ability 
and influence and for a long period a 
participant in the development of the 
Penn Mutual's activities. He has also 


been prominent in Philadelphia civic 
projects. 

R. L. Maclellan, vice- president ane 
manager of the Provident Life & Acci- 


dent’s life department, is visiting P callie 





Coast territory. 











NEWS OF THE COMPANIES 





Fitzhugh Is Shield 1 President 


Columbian Mutual Life Elects General 
Cc lto S d Binford Who 
Becomes Chairman 











The Columbian Mutual Life has 
elected Scott Fitzhugh, general counsel 
for 11 years, president to succeed Lloyd 
T. Binford, who retired from active duty 
upon the advice of physicians and will 
hold the post of chairman of the board. 

Mr. Binford became ill in 1929 and 
underwent an operation. For the present 
he will live on his plantation near Duck 
Hill, Miss. 

Mr. Fitzhugh, who is 44 years old is 
anative of Dover, Tenn. He graduated 
from Cumberland University and prac- 
ticed law at Paris, Tenn., before going 
to Memphis 16 years ago. 

Employed first as an organizer of the 
Columbian Woodmen fraternal, Mr. Bin- 
ford later became president of its Mis- 
sissippi and Georgia branches. The two 
were consolidated in 1921 and the gen- 
eral office moved to Memphis. In 1923, 
when the Columbian Mutual tower was 
erected, the Columbian Mutual Life was 
made a mutual company authorized to 
write in Arkansas, Mississippi and 
Tennessee. It has $35,000,000 of insur- 
ance in force. 


Will Not Sell Kansas Life 


C. M. Howell, well known Kansas 
City, Mo., attorney, calls attention to 
the fact that there was a misstatement re- 
garding the possibility of the Kansas Life 
at Topeka being sold to another Kansas 
company. Attorney Howell says the 
Pyramid Life of Kansas City owns prac- 
tically nine-tenths of the capital of the 
Kansas Life. It has no thought of re- 
linquishing this ownership, he said. At- 
torney Howell says: “The Kansas Life 
is in one of the strongest positions as 
lar as financial condition is concerned 
of any company in the west. The own- 
ers will continue to operate it as here- 
tofore. There have been no suggestions 
concerning the sale of this company to 
any other Kansas company and if any 
such suggestions are made in the fu- 
ture they will not be considered.” 








Hold Tri-State Meeting 


rhe Life of Virginia will hold a con- 
vention Oct. 28 in Indianapolis for 
agents from Indiana, Ohio and Michi- 
gan. Guests will include B. H. Walker, 
President; I. T. Townsend, vice-presi- 
dent; A. E. Crawford, assistant secre- 
tary, and H. P. Anderson, Jr., super- 
visor of agencies. 
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New Officers Are Elected 


Guaranteed Securities Life of Topeka 
Adds Some Strong Men 
to Its List 











President B. F. Dingman of the Guar- 
anteed Securities Life of Topeka an- 
nounces the directors have elected Hugh 
T. Fisher executive vice-president and 
counsel; H. H. Cecil, second vice-presi- 
dent and agency manager, and T. C. 
Mueller, secretary-treasurer. Mr. Fisher 
has been actively connected with the 
company since the death of C. W. Ding- 
man, the president, a year ago in May. 
Mr. Cecil is a former general agent of 
the Lincoln National Life and*was as- 
sociated with the Metropolitan Life. He 
has had a successful life insurance ex- 
petience. Mr. Mueller is vice-president 
of the National Bank of Topeka. 

President Dingman reports that the 
company wrote three times as much new 
business in October as in any one month 
since June, 1932. During the 90-day 
period just closed it decreased its lapses 
50 percent and increased its new busi- 
ness 190 percent. 


Pleased with Name Change 


The people associated with the Stand- 
ard Life of Lawrence, Kan., formerly 
the Fraternal Aid Union, are delighted 
with the change of name. The company 
was a combination of the Fraternal Aid 
Association and the Fraternal Union of 
Denver. It has issued nothing but legal 
reserve insurance for the last 15 years 
providing legal reserve with the optional 
privilege of paid-up and extended insur- 
ance and giving loan values. The field 
men were almost unanimous in their 
request for a change in name. 


Commissioner to Speak 


Commissioner E. W. Clark of Iowa 
spoke at a banquet to celebrate the 34th 
anniversary of the National Life of Des 
Moines Oct. 24. 








Report for Nine Months 

New insurance paid for by agents of 
the Northwestern Mutual Life the first 
nine months of this year was $140,559,- 
340 on 37,974 policies, it was reported 
at the quarterly meeting of trustees. 
Assets Sept. 30 were $1,005,710,497, a 
substantial increase over $996,003,967 
Jan. 1 








“An increase in disbursements for sur- 
| render values was noted, with a conse- 
quent decrease in the amount of re- 
newal premiums paid, so that the de- 
| crease in new and renewal premium re- 
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Nylic Annuities 
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In order further to meet the demand for retirement in- 
comes among men who must also have protection for 
their families until their policies mature, the New York 
Life has just issued a new contract called the Annuity 
Endowment. 
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This contract provides for an annuity of, say, $100 a 
month to start “automatically” at age 65 with an op- 
tion of $13,400 as a cash endowment in lieu thereof, 
and also provides guaranteed values in event of lapse. 
Provision is also made in this flexible contract for an- 
nuities to begin at various optional ages. 








Insurance protection for beneficiaries is provided up to 
age 65. For a $100 monthly annuity, $10,000 or the 
guaranteed cash value, whichever is greater, would be 
paid at death. The cash value would exceed $10,000 
in the later years of the contract. 
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For women who want a retirement income without pro- 
tection for their families, there are retirement, accumu- 
For women who want 






WONG VO LNG 11@/ 1) 


m7 


lative and immediate annuities. 
a retirement income with protection for their families, 
there is a wide variety of endowment contracts with op- 
tional annuities. All New York Life endowment or 
life policies now being issued offer the insured an an- 
nuity under the optional methods of settlement. 
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The New York Life agent is thus well-equipped with 
contracts to meet the growing popular demand for life 
incomes guaranteed by a strong, legal reserve life in- 
surance company. 
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It is — that all are seeking wherever insur- 
ance is purchased. 

Safety against want in old age—safety to retire 
at a given age—safety in event of accident or ill 
health — safety in event of death by providing 
money to pay off loans, mortgages or other obliga- 
tions—safety to protect that which has been saved 
and accumulated—safety to provide for children 
and other loved ones. 

Safety so that one can always face the future 
unafraid. 

To provide this safety is the duty and obligation 
of all insurance companies. 

To keep each company always in a sound finan- 
cial condition to meet all emergencies is the duty 


of the management. 
* *” * 


Below is an extract from report made by the 
Wisconsin Department of Insurance upon comple- 
tion of sanaien examination of this Company 
January, 1933: 


“The Company is found in a good finarcial condi- 
tion with surplus as regards policyholders of 
$1,607,210.38 and contingency reserve of $225,000, 
after setting aside legal reserves and other reserves 
which are more than adequate. Retrenchments in 
accordance with the present period have been 
programmed. The management is made up of men 
of ability whose tenure of office began with the 
organization of the Company. Its actuarial meth 
ods are sound and mortality experience has been 
favorable. Policyholders receive fair and equitable 
treatment.” 
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Illinois Oregon Gxpff =i 
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Michigan Texas /nsurence Company of America 
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WE SERVE 


Massachusetts Mutual 
a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


ceipts almost exactly represents the de- 
crease in general income for the period, 
leaving all other items of income apn- 
proximately normal,” stated the report 
of President M. J. Cleary. 


New Florida Company 


The Security Life has been organized 
in Lakeland, Fla., w:th $375,000 capital. 
E. A. Goodwin, mayor and large prop- 
erty owner, is president, E. T. Teeters 
and H. G. Craven, vice-presidents. Mr. 
Craven is a member of a big bond house 
and Mr. Teeters will be manager. Ira 
C. Hopper, former Arkansas secretary 
of state, is secretary. Policies of $250 
will be written for the time being. 


Atlas Life Increases Capital 


The Oklahoma secretary of state has 
approved the increase in capital of the 
Atlas Life of Tulsa from $50,000 to 
$300,000. 


Munn Back of New Company 


Harry E. Munn, who formerly was 
Indiana manager for the Mutual Life of 
Baltimore, is the insurance man inter- 
ested in the organization of the Guar- 
antee Reserve Life of Indianapolis. It 
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is incorporating under the assessme 
law but will maintain a full legal reser, 


Approve Atlantic’s Capital Chan», 


Stockholders of the Atlantic Life hay 
approved a recommendation of directo 
that the par value of the stock be ». 
duced from $100 to $50 and $500, 
transferred to surplus. This places tly 
capital at $500,000. 








Would Become Legion Life 


The St. Joseph Valley Life has pe. 
tioned the circuit court at Elkhart, Ing 
for permission to change its name to th 
Legion Life. The application will 
heard at the December term of court 





Life Company Notes 


The California-Western States Lif 
has paid a dividend of 50 cents per shan 
covering the third quarter of 1933. 

The Illinois Mutual Life of Chicag 
has received its charter to operate under 
the assessment life act of 1927. The ip. 


corporators are F. S. Heilemann, for. 
merly president Great American (Cas. 
ualty, now in charge of the Chicago 


branch of the Pacific States Life; Attor. 
ney E. R. Biliott of Chicago, and R. — 
Furrow, assistant manager of agencig 





of the Pacific States Life. 








AMONG COMPANY MEN 





Touchstone in New Position 


Former Lincoln National General Agent 
at Dallas Becomes Salaried £av- 
ings Sales Manager 








J. S. Touchstone, formerly general 
agent for the Lincoln National Life in 
Dallas, has been appointed salary sav- 
ings system sales manager for the com- 
pany. In his new position as sales de- 
veloper Mr. Touchstone will operate 
among all of the general agencies where 
he will devote his time to training sal- 
ary savings system men and securing 
that buSiness. 

Mr. Touchstone went w-th the Lin- 
coln Life originally in 1924 without pre- 





vious life insurance experience and since 
that time has made a remarkable rec 
ord in the business. He has specialized 
on large salary savings system and 
group cases although he has a large 
number of personal policies to his credit 
A feature of his salary savings system 
work has been railroad systems. 





Rathbone Is Educational Director 


The Occidental Life of Los Angeles 
has transferred C. S. Rathbone, former 
manager at San Francisco and more re- 
cently at Fresno, Cal., to the home office 
at Los Angeles as educational director 
H. D. Yaw, recently appointed assistant 
manager of the home office agency, will 
assist Mr. Jenkins. 











LIFE AGENCY CHANGES 


—_ 





Ohio State Minnesota Plan 





Shasky Brothers Have Taken the Gen- 
eral Agency in Minneapolis—Ap- | 
pointment at Stillwater | 





The Ohio State Life has been li- | 
censed in Minnesota and has anpointed 
Shasky Brothers as general agents for 
the Minneapolis territory with offices 
at 340 Security building. 

J. V. Shasky represented the Travel- 
ers in Minneapolis from 1916 to 1927 
and resigned to take the agency of the 
Standard Accident. E. D. Shasky, his 
brother, for five years prior to the for- 
mation of the partnership in 1931, was 
cashier for the First State Bank of Bis- 
cay, Minn. 

*. V. Anderson has been appointed 
general agent at Stillwater, Okla. When 
he returned from the war he became an 
avent for the Mutual Life of New York. 
His work won him the promotion to 
district manager at Stillwater. 





P. A. Duncan, R. W. Ogden 
P. A. Duncan, formerly with the 
Union Central and more recently with 
the Aetna Life, has been appointed gen- 
eral agent of the Minnesota Mutual Life 
at Waco, Tex. R. W. Ogden, formerly 
with the Missouri State Life, has been 
appointed general agent in Alamo, Tex. 





W. E. Day has been transferred as 
manager of the brokerage department at 

















San Francisco to Los Angeles by the 
Occidental Life. t 


Murphy to Philadelphia 


Sales Supervisor for Group Department 
of the Equitable Takes Agency 
Manager’s Post 








Emmet J. Murphy has been ap- 
pointed agency manager of the Equi- 
table Life of New York in Philadelphia, 
succeeding George E. Ott. He started 
with the Equitable as an agent after 
he graduated from Cornell in 1922. His 
work in the field brought promotion in 
1927 to a supervisory position in the 
group department. He became sales 
supervisor for the group end of the 
company throughout the entire country. 
His office is in 1308 Fidelity Philadel- 
phia building. 

V. S. Welch succeeds Mr. Murphy 
as sales supervisor of the group depart- 
ment. He has been regional supervisor 
of the Equitable’s group insurance im 
the New York metropolitan area. He 
is a University of Pennsylvania man. 
He served as director of athletics and 
football coach at Hobart for 13 years 
and while living at Hobart he served 
as secretary of the chamber of com 
merce of Geneva, N. Y. 


Farmers Union | Mutual Is 


Changed to Stock Carrier 


DES MOINES, Oct. 26.—The lowa 
department has approved the applica- 
tion of the Farmers Union Mutual Life 
to become a stock company under the 
name of the Farmers Union Life, with 
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apital of $500,000. The new company 
wakes over nearly $10,000,000 in insur- 
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About $207,180 in stock has been is- 
yed and sold to policyholders of the 
Of this amount, $107,- 
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resident. No change is contemplated 
either in personnel of officers or home 
‘ofice staff. The new company will op- 
erate only in Iowa, Kansas and Ne- 
praska. 

A receivership action filed against the 
Farmers Union Mutual Life was dis- 
missed some time ago. 



















R. T. Shea 


R. A. Napier & Co., large general in- 
surance agency of Chicago, which was 
appointed recently as Chicago and Cook 
county general agent for the Abraham 
Lincoln Life, has appointed R. T. Shea, 
formerly for five years an agent in the 
Chicago general agency of the Aetna 
Life, as manager of the life department. 
Mr. Shea was born and raised in Chi- 
cago. He secured his LL. D. in Kent 
College of Law there and for 11 years 
was in sales work with the LaSalle Ex- 
tension Institute, National Sales Train- 
ing Association, Alexander Hamilton 
Institute, and others. The new life de- 
partment will depend for its business 
largely on production of brokers and is 
making a special appeal to them. 





Ricks Strong 


Ricks Strong of Columbus, O., has 
been named general agent for the Gen- 
eral American Life in Dallas. He for- 
merly was with the Missouri State in 
Little Rock and later in Memphis. Last 
year he went to Columbus as “trouble 
shooter” for the company. He holds 
the C. L. U. degree. 





Supervisor in Agency 
of New England Mutual 








OHMAN 


ERIC 0. 


Eric O. Ohman, formerly general 
agent at Chicago for the Home Life of 
New York, has joined the Julius H. 
Meyer agency of the New England Mu- 
tual Life in that city as supervisor. Mr. 
Meyer is taking on additional space and 
is preparing to expand his operations, 
on the theory that this is the opportune 
time to make such an investment. Mr. 
Ohman was general agent for the Home 
Life until recently when the general 
agencies for that company at Chicago 
were consolidated under W. F. Jenkins. 


district office of the 
Connecticut General, under State Mana- 


the Grand Rapids 





Life Agency Notes 


E. D. Nolen has been appointed dis- 
trict manager for the Reliance Life at 
Austin, Tex. 

Howell Gilbert, who has been manager 
of the Grand Rapids branch of the Bank- 
ers Reserve Life since its establishment 
in 1932, has been appointed manager of 


ger T. F. O'Keefe of Detroit. Mr. Gil- 
bert has established offices at 341 Michi- 
gan Trust building. 
Offices of the Connecticut General Life 
in Oakland, Cal., under the management 
of J. M. Finney, have been opened. Mr. 
Finney was formerly with the Travelers 
|} and New World Life. 











MANAGERS’ ASSOCIATION NEWS 





Breakfast Conference Held 


San Francisco Innovation Proves Popu- 
lar—Strong and Peterson Outline 
Qualifications for Life Underwriters 








SAN FRANCISCO, Oct. 26—An in- 
novation which appeared to be popular 
was a breakfast meeting of the San 
Francisco General Agents & Managers 
Association. J. S. Knox of the Knox 
School of Sales» anship, Chicago, was 
the principal speaxer. 

At a recent meeting Dr. E. K. Strong, 
Jr., professor of psychology at Stanford 
University, spoke on “The Use of Vo- 
cational Interest Tests in Selecting 
Agents,” He discussed qualifications of 
life underwriters and the result of his 
vocational interest test which is based 
upon the records of a large number of 
successful life men. These records have 
been compiled and are used as average 
in checking the score of the underwriter 
or would-be underwriter in his reaction 
fo the test. In this way it is possible 
fo ascertain if the recruit has the same 
mterests as the successful life under- 
writer and thus, what chances he has of 
succeeding in his chosen profession. 

. W. Peterson, manager Phoenix 
Mutual Life, told of the good results he 
has had in using the vocational tests. In 
his opinion, a life underwriter to be suc- 
cessful must have, first, character, and 
second, he must like the business. “After 
that,” said Mr. Peterson, “we can teach 
him the mechanics of the business but 


we cannot make him like the business 
nor can we supply character if he does 
not possess it.” 
Joint School in St. Louis 

A joint training school for life insur- 
ance agents to be conducted by 41 com- 
panies was opened in St. Louis this week 
and will continue to Oct. 27. The school 
is operating under the direction of the 
General Agents & Managers Associa- 
tion of St. Louis. Some 152 students 
have enrolled. The school is in charge 


of a committee composed of E. J. Burk- 
ley, F. T. Rench and C. O. Fischer. 





Report on Conventions 


LOS ANGELES, Oct. 26. — The 
luncheon meeting of the Life Managers 
Club of Los Angeles was devoted to re- 
ports of the Chicago convention of the 
National Association of Life Underwrit- 
ers and the meeting of the 1933 million 
dollar round table. R. A. Brown, Pacific 
Mutual Life, and N. E. Smith, Union 
Central Life, gave valuable pointers 
brought out at the round table. John W. 
Yates, Massachusetts Mutual Life, dis- 
cussed interesting changes developed and 
brought out at the national convention. 


Mutual of New York 


The Mutual Life of New York in the 
last three months this year is conduct- 
ing a national campaign for 30 percent 
greater paid production than in the last 
quarter of 1932. 























LIFE INSURANCE COMPANY 





New York and Ohio 


OPPORTUNITIES 


Outstanding and substantial opportunities are 
available to the right men. Buffalo Mutual Life 
is now growing faster than at any time during 
its 61 years... evidence that its Policies and 
methods for securing business are meeting 
present needs. 


If you would like to grow with us, write in 
confidence with details of your experience to: 
E. Parker Waggoner, Supt. of Agents, Buffalo. 


18 POLICIES ... Birth to age 60... DEPENDABLE PROTECTION 


Whole Life Special @ 20 Payment Life Special ¢ Multiple Option Life and Annuity © 

10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income @ Endowment 

at Age 65 @ Ordinary Life, Endowment at 85 @ 20 Payment Life, Endowment at 65 

@ 10, 15 and 20 Year Endowment @ Special Convertible Term © 10 Year Term @ 
Children’s Policies (Three Forms) Birth to Age 10 

















onfidence 











The rock upon which the salesman must 
build his edifice of success with his clientele 
is confidence. Without it the most masterly 
presentation, the most compelling argu- 
ments, the most inexorable persistence will 
fail. 


When the prospect has become convinced 
that the underwriter to whom he speaks has 
absolute honesty of purpose, an authorita- 
tive knowledge of his subject, and is guided 
by a determination to serve—rather than a 
mere selfish urge to make money for him- 
self—then only does he become more than 
just today’s policyholder: He becomes a 
life-long client. 


And this is surely as it should be, for into 
the hands of the fieldman are placed ali the 
hopes and fears for that which man holds 
highest in life—the future welfare of his 
loved ones and himself. 


=A MERICAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS, IND. 
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LIFE COMPANY 


CONVENTIONS 





Getting Back to Old Forms 


Vice-President J. A. McLain of the 
Guardian Life, Spoke at the In- 
dianapolis Life Meeting 





At the Indianapolis Life convention 
in Chicago Vice President J. A. McLain | 
of the Guardian Life was the guest | 
speaker at the dinner. He said that the | 
buying public is getting away from spe- | 


called attention to the vast contribution 
life companies have made in these un- 
certain times. Those companies that 
have been manipulated for personal gain, 
he said will pass off the stage. Those 
that remain will be stronger and will 
enjoy public confidence. He said that a 
life man who is making good is fortu- 
nate in being connected with the sound- 
est business in the world. He has no 
reason to fear for his future. 








cial policy forms and trick contracts and | . . 
is buying ordinary life, 20-payment life Whatley in Des Moines 
and long term endowments. The record made by American life 
President F. P. Manly in his talk| insurance the last three years was 
%s 4 
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recovery.” 
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WE DO OUR PART 


. “We shall continue to do every- 
thing within our power to promote economic 


—Telegram to President Roosevelt 


Je MUTUAL BENEFIT 


* NEWARK, NEW JERSEY 

















UNUSUALLY ATTRACTIVE 
DIRECT HOME OFFICE CONTRACT 
In Unassigned Territory | 
GREAT REPUBLIC LIFE INSURANCE CO. | 


T. J. McComp, President 
Great Republic Life Building, Los Angeles, California | 

















Organized 1850 








THE UNITED STATES LIFE 
In the City of New York 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


INSURANCE 
COMPANY 


Non-Participating Policies Only 

















praised before leading producers of the 
M. L. Seltzer agency of Des Moines by 
S. T. Whatley, vice-president Aetna 
Life. 

Mr. Seltzer said that as a loyalty 
demonstration to visiting home ofhce 
officials, the Iowa field force had writ- 
ten 150 applications for more than 
$300,000. He presented an engraved 
pewter water set to M. M. Thompson, 
Cedar Rapids, who led the Iowa agents. 

Mr. Whatley was accompanied to Des 
Moines by R. B. Coolidge, assistant 
superintendent of agents, and 

*lorer, agency assistant, who addressed 
the sales conference. 

They went on from Des Moines to 
Omaha for an all-day agency meeting 
of the H. E. Sorenson agency. 





Marquette Life Rally 


The Marquette Life of Chicago held 
a get-together banquet for field workers 
of Bureau county at Princeton, IIl., last 
week. Among the principal speakers 
were President John MacArthur, brother 
of Alfred MacArthur, president of the 
Central Life of Illinois, and Justus 
Chancellor, prominent Chicago attorney. 
Mayor Brown of Princeton presided as 


toastmaster and about 75 attended. 





Columbus Mutual Dinner 


About 70 agents of the Columbus Mu- 
tual Life in the Chicago area were 
guests of that company at a dinner in 
Chicago last week. The home office 
people who were on hand and addressed 
the agents were Carl Mitcheltree, secre- 
tary and actuary, and Forrest Braden, 
assistant to the president. 

Mr. Mitcheltree discussed some of the 
current underwriting problems, particu- 
larly in connection with double indem- 
nity and disability. He emphasized the 
agent’s responsibility in getting full in- 
formation and submitting it with the 
application. Mr. Mitcheltree discussed 
the factors in operations that indicate 
that lower dividends may be anticipated 
in the future. The higher mortality and 
the lower interest that can be earned on 


investments indicate increased cost of 
insurance. ; 
Mr. Mitcheltree was in Chicago at- 


tending the joint meeting of the Amer- 
ican Institute of Actuaries and the Ac- 
tuarial Society of America. 





Bryant Agency Meets 


KALAMAZOO, MICH., Oct. 26.— 
Harry Ricker, assistant secretary North- 
western Mutual, and Russell Thierbach, 
assistant director of agencies, addressed 
a meeting of the Roy Bryant general 
agency of the Northwestern Mutual 
here. Milton L. Woodward, Detroit 
general agent, also spoke. 
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NEWS OF LIFE POLICIES 


New Policies, | Premium Rates, Dividends, Saad 
Values and all Charges in Policy Literature, Ray, 
Books, ete. menting the “Unique Manual. 

gest,” pul annually in May at $5.00 and th 
“Little Gem” pu annually in March at $2 
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New Contract Is Announced 





Occidental Life of Los Angeles Tel; 
About the Policy in a Radio 
Broadcast 





SAN FRANCISCO.—A new 
surance policy, believed by many 
people to be unparalleled in the histor 
of the business, was announced over ; 
coastwide broadcast Tuesday morning 
by the Occidental Life of Los Angele 
It was made from San Francisco by \ 
L. Giannini, president, and Vice-Presj 
dent V. H. Jenkins. Under the title of 
“Tronsides” the policy, as detailed } 
Mr. Jenkins, pays the full cash valu 
plus the full face value on death of pol. 
icyholder; permits withdrawal of cash 
values or borrowing without interest and 
without affecting face of the contract 
permits a policyholder to pay only the 
fundamental premium when unable t 
pay the full premium without penalty oj 
interest or reduction and permits bor 
rowing on cash value to pay such fun- 
damental premium if necessary. 


Canada Life Annuity Rates 
Are Substantially Increased 


life in 


Coast 








The Canada Life has substantially in- 
creased its rates on immediate annwi- 
ties, the immediate annuity with cash 
refund guaranty, immediate, immediate 
annuity with installment refund guar- 
anty, immediate annuity with payment 
for 10 year’s guaranty, and on the joint 
life and last survivorship annuity. The 
advance is substantially more at younger 
ages than older. The scale however ap- 
pears to be generally lower than that 
employed by the Equitable Life of New 
York and other companies based on the 
American annuitant’s 4 percent table 
rating up one year for males and i 
years for females. The new rates at 
quinquennial ages for all but the joint 
and last survivorship annuity are: 


Cash Instal. ‘10 
Ref Ref. Yrs 
Gty Gty. Gty 
$1,834 $1,813 $1,757 
1,72 1,700 1,638 
1,604 1,577 1,508 
1,475 1,443 1,372 
1,338 1,301 1,238 
1,193 1,154 1,111 
1,046 1,003 1,002 
903 855 922 
772 721 one 














AS SEEN FROM CHICAGO 


—, 





GEORGE L. HUNT BREAKFAST 


More than 100 New England Mutual 
agents in Chicago turned out for a 
breakfast Monday morning to greet 
Vice-President George L. Hunt of that 
company, who was in the city for the 
meeting of the Life Agency Officers. 
Edgar C. Fowler presided and_ brief 
talks were made by the other Chicago 
general agents for the New England 
Mutual, they being J. H. Meyer, H. G. 
Swanson and E. B. Thurman. 
* * * 
HEIFETZ AGENCY NOW SETTLED 


The Samuel Heifetz agency of the 
Mutual Life of New York in Chicago, 
which for several years has been quar- 
tered in the Insurance Exchange, is set- 
tled in its handsome new offices in the 
Field building. The formal opening will 
be Friday of this week. Vice-president 
G. K. Sargent was present from the 
home office a few days ago, inspecting 





The number of the 





the new quarters. 


suite is 2022. Mr. Heifetz has taken 
all of one wing, laying the office out 
ideally for his purposes, with the three 
producing units in separate quarters 
grouped around a central hall and ac- 
cessible to the assembly and _ educa- 
tional room. A novel feature of this 
room is that the rostrum is in fact a 
large box with hinged top, and is used 
to contain the folding chairs when it is 
desired to have the room cleared. The 
Field building has a ventilating ‘system 
which purifies the air even when the 
educational room is crowded with 
agents who are smoking. 

*x* * * 


MATHEMATICIAN TODD DIES 
James F. Todd, statistician of the H 


C. Hintzpeter agency of the Mutual Life 
of New York in Chicago for a number 


of years, died this week following 2" 
operation. He was 66 years of age: 
Mr. Todd formerly was statistician of 


the John Carmack general agency ° 
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the State Mutual in Chicago, which later 
pecame the Everts Wrenn agency and 
since has changed hands again. He had 
been in Chicago life insurance work 30 
years. Mr. Todd was a Mason and past 
master of a lodge in his home town, 
Peoria, where burial took place. 


x * * 
CoOL. DUNHAM IN CHICAGO 


Commissioner H. P. Dunham of Con- 
necticut is in Chicago this week con- 
jerring with Superintendent Ernest Pal- 
mer of Illinois on important matters as 
well as meeting with some of the insur- 
ance people. He will be in Detroit the 
latter part of the week. 

x * * 
TOWER LEARNS ABOUT WOLVES 


When a man says “Nice doggie” to a 
canine in the back stretches of the Far 
North where dogs are found infre- 
quently, he often discovers that he has 
been trying to domesticate a timber 
wolf, according to Walt Tower, man- 
aging director Chicago Association of 
Life Underwriters, Mr. Tower has just 
returned from a hunting and fishing trip 
in and about Lake Manitou, Ontario. 





He says his encounter with the wolf 
was his “most embarrassing moment.” 
Mr. Tower returned with 15 pike and 
salmon trout totaling 150 pounds. 
.¢ w 
ESTATE CLASS IS STARTED 

H. T. Powers of Chicago, authority 
on tax and estate matters, is starting 
soon his second annual lecture and quiz 
course for life agents. The objective is 
to give agents equipment which will en- 
able them to analyze clients’ situations 
and develop needs for insurance, to ar- 
range distribution of insurance through 
trusts or under settlement options. Mr. 
Powers has prepared a 200-page manual 
that will be furnished as a text book. In 
addition to the class work, lectures will 
be given by professional or business men 
on related subjects. The last four ses- 
sions will be devoted to a clinical dis- 
cussion of actual cases from Mr. Powers’ 
files in which the principles studied will 
be applied practically by the students. 
For three years Mr. Powers has special- 
ized on the organization of estates and 
has surveyed over 700 situations. En- 
rollments in the class are being taken at 
Mr. Powers’ office in One North La 
Salle street. 











AS SEEN FROM NEW YORK 





J. ELLIOTT HALL TO SPEAK 


J. Elliott Hall, general agent in New 
York City for the Penn Mutual, will ad- 
dress general agents and managers in 
Essex county, New Jersey, and vicinity 
at a meeting which will be held in the 
Newark Athletic club the afternoon of 
Nov. 16. His topic will be “The Prob- 
lem of the Old Agent.” It is possible 
that a dinner will follow, in which event 
a prominent life company official will 
be guest-speaker. 


* * * 
TAX PLAN IS VETOED 


Authorization by the state legislature 
of the New York City refinancing plan 
agreed upon by the city and the bankers, 
and the vetoing by Mayor O’Brien of 
the proposed asset tax on fire and life 
companies has eliminated the danger of 
this capital levy which aroused such a 
storm of protest from all insurance men. 

No opposition has developed to the 
proposal by the bankers that the fire 
and life companies absorb a portion of 
the $70,000,000 bond issue for unemploy- 
ment relief. The fire companies have 
been asked to take $2,500,000 of these 
bonds while the life companies would 
take about $17,500,000, the remainder 
being taken by savings banks and com- 
mercial banks. 

*x* * * 
W. J. BLACKWELL’S ADDRESS 


Hard work, to produce results, must 
be coupled with accurate record-keeping 
or much energy will be wasted, W. J 
Blackwell, assistant general agent Ben 
Hyde (New York City) agency of the 
Penn Mutual Life told members of the 
J. C. McNamara agency of the Travel- 
ers in New York City. 

Entering the life insurance business 
some years ago after long experience 
ina line where salesmanship is closely 
supervised, Mr. Blackwell was aston- 
ished at the lack of supervision in life 
msurance selling and the consequent 
failure of many agents. 

An agent whose production is geared 
On a $5,000 a year income basis, Mr. 
Blackwell said, should remember that 
each hour of an eight-hour day is worth 
$2.08 and that every time he wastes 
half an hour talking with another agent 
in the office each of them has wasted 
$1.04. If he spends four hours at a 
ball game it has cost him $8.32 in ad- 
dition to his ticket. 

Accurate record-keeping, he pointed 
out, enables an agent to spot the weak 
point in his sales methods and remedy 
it before it has cut too seriously into 
his earnings. Perhaps he is going after 
the wrong type of prospect, or his ap- 
Proach is faulty, or his sales talk is 





By R. B. MITCHELL. 





wrong, or he is not making enough 
attempts to close. A glance over his 
records will show specifically what is 
wrong. 

Citing an example from his own ex- 
perience, Mr. Blackwell said that after 
several years in the business he found 
himself in a slump. Consulting his rec- 
ords he found he had been doing all 
right on everything except applications. 
Further investigating of this point re- 
vealed that in his enthusiasm for life 
insurance he had studied it so much that 
he was boring his prospects with actu- 
arial details about life insurance instead 
of closing cases as quickly as possible. 
By correcting this error in his sales 
talks he soon put himself back on his 
former production level. 

He strongly urged agents to sell some 
particular policy or plan when talking 
to a prospect, preferably one that the 
agent himself is enthusiastic about, as 
he is likely to do a much better job of 
selling, and probably make a better im- 
pression on the prospect than if he tries 
to do too much analyzing of the man’s 
needs, at least until he gets better ac- 
quainted. 

* * * 
SALES TRAINING COURSE 


A complete sales training course, 
compressed into two days’ lectures, will 
be given Wednesday and Thursday by 
six well-known lecturers on life insur- 
ance at the Metropolitan Life audi- 
torium under the auspices of the New 
York City Life Underwriters Associa- 
tion. The course has been laid out to 
include all the essentials of salesmanship 
and is a condensed version of the for- 
mer New York University life insur- 
ance training course. 

Speakers will be Vice-president G. M. 
Lovelace of the New York Life, Vin- 
cent B. Coffin, superintendent of agen- 
cies Connecticut Mutual Life; James 
Elton Bragg, manager in New York 
City, Guardian Life and former direc- 
tor N. Y. U. training course; Leon Gil- 
bert Simon, Equitable of New York, 
author of books on business insurance 
and estate conservation; R. G. Engels- 
man, general agent in New York City, 
Penn Mutual Life; D. B. Maduro, coun- 
sel New York association and author of 
many magazine articles on taxation and 
the estate approach. Tickets for the 
course are $3 for members and $5 for 
non-members. 





Kentucky Deputy Resigns 


Dr. M. H. Beard has resigned as 
Kentucky deputy insurance commis- 
sioner in charge of securities. 
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Why Should I Be Interested? 


AGE— . 
Forty-six years of business life—twice the experience period of 
your average prospect. 















STABILITY— 
Insurance in Force.......scccccsssccccccccccsccees $135,000,000.00 
a Serre ere 41,500,000.00 
Assets ..ccccces a7 a 











Resources back of each $1,000 of business........ 
Make any comparison you choose 
ADAPTABILITY— 


Both Participating and Non-Participating—all regular forms, 
equally competitive. 




















































































Three Special Forms 
Master Endowment at Age 63. 
Twenty Year Term Full Return Premium. 
Retirement Income—Guaranteed Investment. 


POSITIVE PLAN— 


Our development plan is working. 
Twelve new General Agencies in past three years. 
Twelve more to “be made” during 1933-1934. 
REQUIREMENTS— 

Above the average 








If you can furnish proof we will be interested. 
Territory available in Illinois, lowa, Missouri, 
Pennsylvania and Ohio. Write A. B. Olson, 
Manager of Agencies. 














LINCOLN,.NEB. 











Opportunity for managers 


Desirable Territory 


OR qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager's contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 
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cally. The theme of the skit is that 
work control is better than time control. 
a ee 
Watertown, S. D.—The Watertown, 
Aberdeen, Huron and Sioux Falls asso- 
ciations joined in a sales congress here, 
at which J. R. Hastie, Mutual of New 
york in Chicago and former president 
chicago association; H. J. Cummings, 
vice-president and superintendent of 
agencies Minnesota Mutual, and R. B. 
Hull, managing director National asso- 
ciation, were the principal speakers. 
kk 
Fort Wayne, Ind.—Opposition to in- 
fation of currency on the ground that 
it would be unfair to those who have 
invested money in life insurance ‘was 
expressed in a resolution adopted at the 
last meeting. P. W. Sutter, past presi- 
dent, reported on the national conven- 
tion in Chicago. 
* * 
Milwaukee—Plans are announced for 
a meeting Nov. 16 at which J. R. Hastie, 
Mutual Life of New York in Chicago and 
past president Chicago association, will 
be principal speaker, his subject to be 
"Self Organization.” 
=. 2 
Paducah, Ky.—J. S. Lawrence was 
elected president at the October meet- 
ing. Schultz Riggs was elected vice- 
president; Sam Sloan, secretary, and 
Troy Mitchell, treasurer. 


Moratorium Just 
a Fainting Spell 
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forgetting how to use the institution of 
life insurance and it had to be taken 
away from them for a while. 

“If one of these ‘fainting spells’ comes 
along, don’t conclude that anything fun- 
damental has happened to the business 
of life insurance. When conditions get 
too bad, the best thing to do is to de- 
clare a moratorium.” 

Touching on the dependable solidarity 
of life insurance, which has brought it, 
as an institution, through the depres- 
sion in such good shape, Dr. Huebner 
said people outside the business, even 
bankers and other financial men, are 
unable to understand why life insurance 
holds up so well during panics, and are 
likely to regard such failures as there 
have been with undue apprehension as 
perhaps forecasting a general collapse 
of the entire institution. 

Mismanagement Cause of Failures 


Canadian banks, he pointed out, have 
suffered no failures in the depression 
and there is no more reason why a 
properly managed life company should 
go under. Failures of life companies 
in this country could all have been pre- 
vented. Every case was due, he said, 
to mismanagement, deliberate or un- 
witting, resulting in the disregarding of 
the fundamentals of conservative prac- 
tice. Lack of adequate insurance laws 
or laxity in their enforcement of course 
facilitate such mismanagement, he 
added. 

_ Yet, assuming that every policyholder 
in every such failure during the pres- 
ent depression should lose his entire 
lien—an extremely unlikely contingency 
—the loss in comparison with the $21,- 
000,000,000 of life insurance assets 
would be only about $1 per $1,000 of 
assets, Dr. Huebner said. A survey up 
to the end of 1932 showed that the fig- 
ure on this basis would be 93 cents per 
$1,000 of assets, and the speaker 
doubted that suspensions since that 
ttme would bring it up to more than 
$1 per $1,000, or one-tenth of 1 percent. 


Favors Investment Side 


Dr. Huebner deplored any tendency 
to limit the investment side of life in- 
surance. 

“Everything but term insurance 
should many years ago have been called 
investment life insurance,” he said. 
“The public has been mystified by the 
tremendous number of names that have 
been devised for these contracts. After 
all, it is just a question of how fast 
the investment element piles up in ad- 
dition to the term insurance element.” 
_ Developing his conception of the life 
msurance policy as a callable, sinking- 





fund bond, Dr. Huebner said it was a 
pity that the New York department a 
few years ago banned the use of invest- 
ment phraseology in the selling of life 
insurance as the more agents keep from 
using investment language, the more 
will the public be kept in ignorance of 
the true nature of life insurance. It 
will be the work of the next ten years, 
he said, to get clearly before the pub- 
lic the simple picture of life insurance 
as a combination of decreasing term in- 
surance plus an increasing investment 
fund whose sum always equals the face 
of the policy. The general public, in- 
cluding many bankers, is surprisingly 
ignorant of this easily grasped picture 
of life insurance, he declared. 

The meeting was conducted by J. M. 
Fraser, New York City general agent 
of the Connecticut Mutual. 


Rehabilitation of Older 
Men Stressed by Jaeger 
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assisted, given advice, and encouraged 
to use their own initiative. 

The purpose of life insurance is un- 
changed, he pointed out. Therefore, it 
is not logical to constantly change the 
technique. He suggested that the busi- 
ness: may be becoming too technical, 
that too many plans are being crowded 
into the minds of the salesmen, so that 
the idea of life insurance for protection 
is buried. 

Mr. Jaeger asked whether the renewal 
system has not contributed something 
to the slump of old men; that is, 
whether the veteran agents, having be- 
come discouraged, have not settled back 
to live on their renewals rather than to 
get into the battle. 

Criticizes C. L. U. 


Many agents, Mr. Jaeger declared, 
are spoiled by attempts to convert them 
into actuaries and counselors. He said 
he has no quarrel with the C. L. U. 
movement but he declared this activity 
can be indulged in satisfactorily only 
by a few men. Those men are qualified 
for it, who want to round out their 
knowledge, after they have had success 
in the field, selling life insurance for 
protection and are able to retain their 
sense of proportion. 

Mr. Jaeger told of one of the agencies 
of his company, which had become de- 
moralized. The staff had been fed 
plenty of new ideas, but they could not 
sell. There was no punch. The debts 
of the agents were mounting up. An 
assistant superintendent of agencies of 
the company was assigned to take 
charge. Instead of bringing out new 
ideas, he dug up some of the old can- 
vasses he had used, reanalyzing policy 
forms in the fashion that had been done 
in selling in former years and the older 
men were touched with some of their 
old time enthusiasm. Under the previ- 
ous management, agents had been per- 
mitted to take notes. The new man- 
ager insisted on selling for cash. He 
told the men he was at their service, 
but it was up to them to think for 
themselves and act for themselves and 
use their own initiative. If they desired 
to employ his counsel in an attempt to 
get back on their feet, he was willing 
to help, but if they were not it was 
their own funeral and he wanted them 
to get out. There was a complete re- 
versal of form in the agency. 

Closed in Second Place 

That agency closed the fiscal year 
Aug. 1, 1933, in second place among all 
the agencies of the company and in 
September it wrote the largest volume 
of any agency. Its September business 
was 98 percent cash with applications. 
A year before the new manager took 
charge $7,000 nets had been charged to 
the salesmen. This year $15.59 was 
all that was charged. 

Mr. Jaeger said the companies should 
not be stampeded into putting out a 
lot of new policies. He deprecated the 
great rush for volume, with concen- 
tration entirely on new business and 
scarcely a thought to the old. He said 
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30 years of 
never faltering service 
to agents makes the 
Guaranty Life outstanding 


as an agents’ company 


modern, liberal policy contracts, 
a strong financial foundation, 
experienced, sincere management 
are yours when you _ represent 


this sound, progressive company 


Ww 


Lee J. Dougherty, President 


Guaranty Lite Insurance Co. 


Davenport, Iowa 
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If 


quick service 
fair dealing 
personal attention 











you want to represent 
a company offering... 


active help 

home office cooperation 
attractive policies 
practical suggestions 


you need not look farther. The Shenandoah 
Life offers all these attractive features. 
Write Charles E. Ward, Agency manager. 


W. L. ANDREWS 
Sec’y-Treas. 


E. LEE TRINKLE 
Vice-Pres. 


R. H. ANGELL 
President 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 

















































































24 THE NATIONAL UNDERWRITER October 27, 193 BR october 
—————— — 
NN |< companies must build more slowly “| 
and more deliberately. The old success- To Seek Bids for oe 
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a Ohio; Toledo, campaign committee; R. W. Nelson, | operation of companies licensed in the are 
ody py eg an yt vice-president Cincinnati] state to see that their agents in — dul; 
t eS , chamber of commerce, and C. M. Cart- | states where the National Life, U. S in ¢ 
erage mma ry INSURANCE COMPANY wright, THE NATIONAL UNDERWRITER. has been doing business conform to —. 
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Ohio National Life Ceremony transact business in Illinois. 1 ~ 
Organised 1870 ' : Superintendent Palmer said that a ot 
9g 7 _ The officers and directors of the Ohio premiums received pending final ad- leg: 
MUTUAL LIFE INSURANCE COMP ANY National Life have arranged for appro-| justment are being impounded in a sp¢- pro 
, priate ceremonies at the cornerstone lay- | cjal fund. He declared that it is to the gud 
of Baltimore ing of the home office building, 2400 | best interest of the policyholders to cot by 
y Reading Road, Cincinnati, at 3 p. m.,/ tinue to pay their premiums. He urged sec 
Home Office: Charles & Chase Sts., Baltimore, Md. a oe se be a luncheon pre-| policyholders not to be stampeded by int 
g the event at whic ayor Kus-/ agents of other companies nor to laps¢ qui 
PARTICIPATING ORDINARY NON-PARTICIPATING sell Wilson will act as toastmaster. The | policies in the National until the plan pul 
INDUSTRIAL guests of honor will be Director of Com-| for reorganization and reinsurance is 
merce T. H. Tangeman and Insurance | worked out. Mr. Palmer said that n0 cas 
Superintendent C. T. Warner of Ohio. doubt all death claims will be paid i cor 








27, 1933 


———_. 





~S.A 


of “con. 
BSibility g 

there 4 
ng a com. 
in run of 
INE assets 
INVeSting 
S business 
ngaged jp 
pany and 
al Liquid. 
[linois jp. 
with his 
Insurance 
ead office 
With the 
$ and con. 
to Over 
and the 
25 or % 


d 


2 looking 
<ind of a 
ess. The 
; to take 
of a re. 
ition for 
stitutions 
me com- 
1 a man- 
‘harge of 
nsurance 
least, as 
ble and 


t to ter- 
as much 


iting in 
intends 
twisting 
| to the 
oped it 
; unless 
d arise. 
>ceiver- 
ed and 
While 
"S$ may 
1y dur- 
ith re- 
airs of 
y duty 
ctment 
st ses- 
e that 
f your 


fien 


egisla- 
unani- 
ernity 
ow is 
irance 
» pro- 
busi- 
is the 


ie CO- 
n the 
other 
eS 
m to 
dof 
re to 


t all 

ad- 
spe- 
» the 
con- 
rged 
| by 
apse 
plan 
e 1s 
t no 
i in 





October 27, 1933 


LIFE INSURANCE EDITION 25 

















jl. It may be necessary to place 
temporary liens on the reserves. He 
aid the insurance department will co- 
operate with the receiver and court to 
the end that a contract fair to policy- 
holders will be entered into. 


Hope for Quick Action 


In view of the long drawn out re- 
ceivership and reinsurance negotioations 
and litigation in the case of the Illinois 
Life, the proceedings in regard to the 
National Life, U. S. A., are being 
watched with great interest. This is 
especially true because of the speed with 
which the Missouri State Life was re- 
insured in the General American. 

It is the hope of all insurance men 
that a deal in Illinois may be disposed 
of as quickly, for there is a serious ef- 
fect on all life insurance to have the 
corpse of a defunct company knocking 
about for many months, with the public 
frequently agitated by daily newspaper 
stories. The keen personal interest 
evinced by Director Palmer and his 
presence actively on the job in the home 
ofice in Chicago this week have indi- 
cated an intention to close matters 
speedily for the good of policyholders. 

Staff Drastically Reduced 


The receiver has made drastic reduc- 
tions in the executive, agency and em- 
ployes’ personnel The skeleton force 
is hard at work attempting to conserve 
the business. It undoubtedly has been 
raided by some agents for upwards of 
two years; ever since the first rumors 
began to spread. In spite of Director 
Palmer's threat of prompt action 
against twisters, undoubtedly much more 
business will be lost before reinsurance 
can be effected. 

The actuarial force is working over- 
time in an effort to value the business 
as of Oct. 17, the date of the receiver- 








ship. There were many lapses hanging 
fire when the doors closed, and this 
business also must be valued. 

A number of ancillary receivers have 
been appointed in some states, and in 
other states, it is reported. steps are 
being taken to this end. 

Commissioner Mitchell of California 
notified the company to appear Oct. 26 
to show cause why he should not take 
control of its California assets. 

C. T. Warner, Ohio insurance super- 
intendent and C. A. Mooney of Cleve- 
land have been appointed ancillary re- 
ceivers in Ohio for the company. Mr. 
Mooney is a former agent of the Na- 
tional Life, U. S. A. 

William Murdoch, former secretary of 
the Oklahoma insurance board, has been 
appointed ancillary receiver in his state. 

Commissioner Sullivan of Washington 
revoked the license of the company 
some weeks ago. It is likely that an 
ancillary receiver will be appointed in 
Mississippi. 

Commissioner Clark of Iowa was ap- 
pointed in his state. Approximately 
$2,000,000 in securities are on deposit 
in Iowa, the company having taken over 
two Iowa companies. 

F. B. McNamara of Indianapolis has 
been appointed ancillary receiver in In- 
diana. Jess Read, Oklahoma com- 
missioner, has asked for a receiver, for 
Oklahoma business. 

In Arkansas, George Brannan of 
Little Rock was appointed ancillary re- 
ceiver. James S. Barrow of Lawrence, 
Kan., has been appointed in that state. 
Thomas McGee of Kansas City, senior 
member of Thomas McGee & Sons, 
general insurance agency, has been ap- 
pointed in Missouri. T. M. Markham 
of Austin, Tex., has been appointed in 
that state. Montana is one of the 
states in which similar action is being 
taken. 





COMMITTEE REPORTS ON CASH VALUES 





(CONTINUED FROM PAGE 1) 


creasing the rate of interest assumed in 
valuation of policy liabilities, and, the 
committee said, but for legal restrictions 
as to guaranteed surrender values these 
principles could well prevail today. 

“Clearly a well managed life insurance 
company reserving for its liabilities on a 
stringent basis, with surrender values 
conservatively guaranteed on a basis ap- 
proximating the standard that would be 
employed for determining solvency, is in 
an impregnable position,” the committee 
stated. 

The committee said the primary pur- 
pose of life insurance is to pay death 
claims and the guaranteeing of cash sur- 
render values should be deemed of sec- 
ondary importance. If a contrary course 
is followed the public probably will be 
compelled to pay a higher price for its 
insurance. 

If cash surrender values are guaran- 
teed on too high a scale this may seri- 
ously interfere with employment of 
members’ funds in investments, other 
than short term securities. 

The committee stated, “It appears that 
the making of long term investments as 
has been the practice of the life insur- 
ance companies is an essential part of 
the national economy. If the members 
are given the right to withdraw an un- 
duly large proportion of their reserves 
in cash it becomes necessary to hold an 
unpredictable proportion of the assets in 
cash or in other available resources that 
must be readily subject to liquidation 
under all possible conditions. On the 
other hand with the withdrawal privi- 
lege limited to a substantially smaller 
proportion of the reserve, the contractual 
guaranteed cash value could be protected 
by a smaller holding of cash and liquid 
securities which would result in a higher 
interest yield on the funds with conse- 
quent lower cost of insurance to the 
public. 

“The converse is that high guaranteed 
cash values require high liquidity with 
consequent reduced interest returns and 








increase to the public of the cost of their 
life insurance, and even with the in- 
creased liquidity unnecessary danger to 
the essential insurance protection. 
“Your committee believes that in times 
of national stress the withdrawal of 
members will be influenced by the de- 
gree of that stress and the scale of cash 
surrender values that are guaranteed. 


Possible Danger Emphasized 


“With a continuance of the present 
practice of making the allowance of high 
cash surrender values the subject of 
guaranty, we believe it is conceivable 
that at some future date, particularly with 
an increase in age of our life insurance 
companies, the values of their assets 
might, especially during a period of na- 
tional stress, fall below the aggregate 
amount of cash surrender values guar- 
anteed. 

“Your committee is not opposed to 
reasonable withdrawal values. We do 
oppose the guaranteeing of cash with- 
drawal values that may at some future 
date impair the equities of continuing 
policyholders and defeat the primary 
purpose of life insurance. 

“Your committee recognizes the im- 
portant part which liberal guarantees 
have played in the development of life 
insurance in the United States during 
the last 25 years and believes that sound 
values available at all times will not re- 
tard and may enhance future develop- 
ment.” 

There was an appendix giving prac- 
tices in Sweden, Germany, Switzerland, 
France, continental Europe, and Great 
Britain. In regard to the latter country 
it was shown that English companies 


DYNAMIC SHORT COURSE 


Designed to pat a new man pro on up a service 


Price $3.0 


basis at end of three day ash with order. full re 


fand if complete wed « a atistied 


Insurance R & R Service 


Indianapolis, Indiana 


plans are 














































Innovations Prove 
Their Worth 


Srartiixc though they were when in- 
augurated 25 years ago, Columbus Mutual In- 
novations have proved their worth. Vested 
Renewals, Unrestricted Territory, Automatic 
Promotion, Direct Home Office Contracts for 
every Agent offering unlimited opportunity for 
Personal Production and Agency building with 
liberal compensation and freedom from con- 
straint or coercion—these Innovations have made 
possible unusually Low Cost Insurance, and 
have saved huge sums for both Policyholders and 
Agents. 


COLUMBUS MUTUAL LIFE 
Columbus, Ohio 
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Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


Dear Sir: 


It Concerns Contract Direct 


With The Company 


SEND ME THE MESSAGE 
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have never been forced or been willing 
to give the high values given in the 
United States, consequently no abnor- 
mal situation has arisen there as the re- 
sult of people dropping policies in one 
company and effecting new insurance 
with another. 





REPORT IS DISCUSSED 











H. H. Jackson, vice-president National 
of Vermont, led off the lengthy discus- 
sion of the subject which followed filing 
of the report. He said here was a 
downward trend in loans in spite of re- 
moval of policy restrictions, but a lag 
in surrenders due to continuing effect 
of the heavy policy loans of the past is 
holding the surrenders at a compara- 
tively high point. The general attitude 
of the public toward life insurance has 
not been hurt by the moratorium. 

Mr. Jackson said specifically there are 
sound limits within which cash demands 
can be met but the limits will be influ- 
enced by competition, economic condi- 
tions, etc. The practice should be car- 
ried out according to the best banking 
methods. Mr. Jackson asked if it is too 
much to hope that the time will come 
when a policyholder who quits will have 
paid the full cost of his association and 
also something extra for the privilege of 
surrendering. He reported in one com- 
pany that a third of the dividends are 
being paid to policyholders less than six 
years with the company. 

Percy H. Evans, vice-president and 
actuary Northwestern Mutual, reported 
figures for his company, loan applica- 
tions having reached $8,500,000 in one 
month at the peak and now coming in at 
the rate of about $3,500,000 a month, al- 
though dropping to $3,000,000 in Sep- 
tember. There is danger in the pros- 
pect of direct inflation, he said, in that 
the public may attempt to make cash 
withdrawals to buy commodities and se- 
curities on which to make a profit when 
the rise comes, but he believes the pub- 
lic will not be able to profit thereby. 
One reason is the much greater powers 
given to insurance superintendents to act 
in emergencies. 


Exponent of Banking Idea 


Mr. Evans was firm in the belief that 
life insurance should be in the banking 
business; it should be organized for that 
purpose. He said too much emphasis 
has been placed on reducing the cost of 
insurance. The public is entitled to the 
service which life companies can offer 
somewhere between outright annuities 
and ordinary commercial banking. In- 
vestments should be adjusted to permit 
liquidity to meet such demands and a 
penalty placed on cash withdrawals so 
as to give a proper and reasonable bank- 
ing service. The solution is linked with 
many problems in the national currency 
and banking situations. 

F. D. Kineke, assistant actuary Pru- 


tuary Metropolitan, also spoke, the lat- 
ter saying there was a distinct down- 
ward trend this year in new loans to 
pay premiums and in cash outlay on 
loans. 

Demand for Loans Reducing 


W. P. Coler of the American Central, 
former actuary American Life Conven- 
tion, saw as very assuring the fact that 
the aggregate demand for loans is reduc- 
ing. He does not believe companies 
should be exposed to demands for cash 
loans on policies. Mr. Coler saw as im- 
perfect the “assets shares” method of 
determining cash surrender values. He 
stated this factor is based on book value 
which may vary depending on condi- 
tions. 

M. A. Linton, president Provident Mu- 
tual, gave interesting figures on cash 
surrenders and loans drawn from the ex- 
perience of 20 companies. He said that 
the percentage of the cash demand for 
surrenders and loans in relation to re- 
serves on insurance held at the begin- 
ning of the year for the 20 companies 
was 8.3 percent for the first eight months 
this year. Corresponding figures for 
other years were: In the 90s 3.3 per- 
cent; 1907, 6.1; 1921, 5.5; 1929, 7.1; 1930, 
7.2; 1931, 9.3. 1932, 10.7. 


Tennessee Life of Knoxville 
Has Made Its Official List 


The Tennessee Life of Knoxville has 
now been authorized to sell stock, it 
proposing to issue $150,000 preferred 
and $200,000 common at a price to pro- 
duce $100,000 surplus. W. H. Pickle- 
simer, president of the Riverside Lum- 
ber Company, has ben elected president; 
W. H. McCroskey, treasurer of Holsten 
Quarry Company; H. G. McMillan, in- 
surance agent and former president 
Tennessee Association of Insurance 
Agents, and George E. Bush, vice-presi- 
dents; treasurer, T. W. Watson, East 
Tennessee Building & Loan Co.; assist- 
ant treasurer, J. H. Warlick; general 
counsel, K. Steinmetz and Leon 
Jourolmon, Jr.; secretary, Stuart Fonde 
of H. C. Fonde & Son; medical director, 
Dr. J. O. Corpening. 


Great-West Life Redating Plan 


From March 1, 1932, to June 30, 1933, 
the Great-West Life was successful in 
having over 2,900 policies for approxi- 
mately $9,000,000 redated. A test was 
made of a representative number of 
these policies for the purpose of ascer- 
taining the persistency and also the 
method followed by the policyholders in 
paying the first regular premium follow- 
ing the redating change. The test re- 
vealed that 91 percent of the policies 
were still in force six months after the 
premium due date following the redat- 
ing change. The results indicate that 
the redating plan has met with a rea- 
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sonable measure of success. 
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No Quibbling 


Life insurance has grown to gigantic 
proportions, 
the absolute assurance on the part of the 
policyholder 
be carried out. 

While accident and health insurance has 
a utility as great, the complexities of its 
various contracts, inherent to the busi- 
ness, 
same assurance that the claim will be 


ith our new contracts, however, this 
difficulty is ended. 
Send in the coupon for further infor- 
mation. 


INTER-OCEAN CASUALTY 


because of its utility and 


that the policy terms will 
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have not, in the past, given that 


with no quibbling. 
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Executive Office 
CINCINNATI-ONIO 
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ce | 


Inter-Ocean Casualty Co., 
| American Bidg., Cincinnatl, Ohio. 

Please send me information regarding your scc!- | 
| dent and health policies. 
| WAM  cccccccccccccccccccccccccccccccesccessese? | 
| BTREERT ...cccccccccccccccccscccscccccccessssee® | 
| GREE cccccccccccccccccccccses Reccccccccocces N.U. | 
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General Education 


(CONTINUED FROM LAST WEEK) 
Question 3 


Legislation restricting or prohibiting 
the passage into interstate commerce of 
goods produced in plants employing la- 
borers for more than 30 hours per week 
has been considered as an economic 
measure by the federal government. 
Discuss the social effects and implica- 
tions of such a measure. 


Answer to Question 3 


The social effects of a 30 hour week 
would undoubtedly be far reaching, but 
the exact social effects are a matter of 
opinion. It would provide for a more 
equal distribution of work because those 
who are now working more than 30 
hours per week would share the excess 
with the unemployed. This would dis- 
tribute more equitably that portion of 
our national income which goes to labor. 
Leisure time would also be more equit- 
ably distributed. 

The social benefits of this more 
equal distribution of labor hours will 
be good or bad depending upon the rate 
of wages. If wages are reduced in pro- 
portion to the reduction in working 
hours, then many workers may be placed 
upon a bare subsistence level or will be 
forced to resort to charity for aid. If 
such is the case, it will become necessary 
to enact minimum wage legislation. 
Otherwise, the net effect of a 30 hour 
week will be to increase the vicious 
practice now existing of subsidizing low 
wage firms by funds obtained from 
charity. 

* * * 

These persons whose employment is 
limited will find themselves with a con- 
siderable amount of free time on their 
hands. The use which is made of this 
extra time will determine whether such 
short hours are desirable. If proper use 
is not made of this leisure time, it will 
result in an increase in crime, unrest 
and kindred evils. The normal individ- 
ual, however, will probably be health- 
ier, happier, have more time to spend 
with his family, and will be enabled to 
improve his mind and to broaden his 
social outlook. The community can as- 
sist materially in developing a better ap- 
preciation of literature, music and the 


arts, and many other things which would 


Answers to C. L. U. Degree Examination 








tend to make better and more useful 
citizens. 
Question 4 

During the business depression a 
greater proportion of our social prob- 
lems have been those resulting from lack 
of adequate income. The method of 
meeting the problems has been largely 
that of alleviation of need through the 
provision of small weekly sums to those 
affected. 

(a) Do you consider this to be a 
satisfactory immediate solution? Why? 

(b) Do you consider it to be a satis- 
factory permanent solution? Why? 


Answer to Question 4 


(a) The method of providing a small 
weekly sum to those actually in need 
during this depression seems to be the 
best immediate way of meeting this 
problem. An alternative method would 
be to provide actual commodities, al- 
though probably this would not be as 
satisfactory. Nevertheless, whatever the 
method employed, when a man or his 
family lacks food, shelter or clothing, 
some provision for the bare necessities 
of life must be made. We cannot let 
people starve, and if we have no work 
for them, we must provide for their 
needs. If we had not provided such a 
plan for alleviation of distress, I thor- 
oughly believe that we would have had 
social unrest, riots and possibly revolu- 
tion. 

*x* * * 

(b) Such a plan, however, would by 
no means be a satisfactory permanent 
solution. The reception of a “dole” 
weakens the moral fibre, tends to 
weaken initiative, and makes a man more 








| prov ided, so that each one may feel that 


he is earning his way. I think that 
President Roosevelt's forest army at a 
dollar a day shows the way to the possi- 
bility of taking care of unemployed with- 
out making them lose their self respect. 
* * 

As a permanent plan it would become 
a heavy burden on the taxpayers and 
others who are putting forth their best 
efforts in an attempt to maintain and 
improve their standard of living. Any 
satisfactory permanent solution must be 
such as to encourage each individual to 
become self-supporting at the earliest 
possible moment. In the final analysis, 
efforts should be made to prevent the 
occurrence of extremes in the business 
cycle, which lead to such great unem- 
ployment and suffering. A prepared 
plan of public works and the establish- 
ment of unemployment insurance funds 
will do much toward a permanent solu- 
tion of this problem. 


September Buyers 
of Life Insurance 


Who bought the big policies in Sep- 
tember? The monthly analysis recently 
made by the Lincoln National Life gives 
a good indication. Brokers, commission 
men, bankers and insurance men led the 
list. Retail dealers were second, lawyers 
third and other professional occupations 
fourth. The following occupational list- 
ings were high on the monthly tabula- 
tion: Chemists, physicians and surgeons, 
wholesale dealers, factory managers of 








and more reconciled to being a recipient | all kinds, buyers in the retail trade, 
of charity. If conditions of employment | salesmen, commercial travelers, meat 
do not improve so that he can be re-| dealers, automobile accessory dealers, 
employed in industry, then some useful | automobile dealers, teachers and book- 
labor at a small recompense should be | keepers, cashiers and accountants. 
. 
Companies and C. L. U. Men 

The companies having the largest} New York, 27; National Life of Ver- 
number of C. L. U. men in their organi-| mont, 8; New England Mutual 21; New 
zations are: Acacia Mutual, 8; Aetna| York Life, 15; Northwestern Mutual, 
Life, 18; American Central, 6; Connec-| 83; Northwestern National, 8; Pacific 
ticut Mutual, 10; Equitable of Iowa, 20;| Mutual, 14; Penn Mutual, 42; Phoenix 
Equitable of New York, 91; Guardian} Mutual, 8; Provident Mutual, 25; Pru- 
Life, 7; John Hancock Mutual, 15; Lin-| dential, 25; State Mutual Life, 11; Sun 


coln National, 9; Massachusetts Mutual, 
48; Mutual Benefit, 33; Mutual Life of 





Life of Canada, 14; Travelers, 30; Union 


Central, 17. 








Amos and Andy Stunt 
Is Used as Illustration 








Whenever prospects want to get 
deeply immersed in figures representing 


dividends, net costs, cash values, and 
premiums, C. C. Calvert of the New 
York Life in Binghamton, N. Y., uses 
the Amos and Andy illustration of di- 
viding 28 tons of coal among seven 
families. 

Amos made the division look like 
this: 

7) 28 (13 

21 
He said that the seven did not go 


into two so he put down the two below, 
the seven went into the eight once and 
the two and the one remainder made 
three, so that each family was to get 13 
tons. 

This result did not seem quite right 
to Amos so in order to prove his re- 
sult he put the number 13 down in col- 
umn formation seven times. He then 
added the column by adding up all of 
the ones and all of the threes and this 


made 28, proving his result. 
lo double check, he multiplied 13 by 
7, the figures looking like this: 


21 

7 

28 

28 

He said that seven times three were 
21 and seven times one were seven 
and when he added this up, it also 
made 28, proving out again. 

Mr. Calvert says that nine times out 
, of ten, by the time he has finished with 
this exposition of figures, the prospect 


has the point and is ready to talk busi- 
|} nese 


C. L. U. Chapter Elects 


At the annual meeting of the Tulsa 
chapter of C. L. U. the following offi- 
cers were chosen: President, R. E. See- 
ver; vice-president, Tom Scott; secre- 
tary-treasurer, Ed Thornton, and direct- 
|ors, R. A. Hittson, Harry Luckhardt 
|} and W. T. Scott. 
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250 Park Avenue, New Bork 


Lawrence f. Cathles, President 
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ST. LOUIS MUTUAL LIFE INSURANCE COMPANY 


F. H. KREISMANN, PRESIDENT 


ST. LOUIS, MISSOURI 
“Solidity maintained three-quarters of a century for policy- 


holders and agents.” 


@Reliable representatives desired in Kansas, Illinois and 


ssouri. 
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“PACKAGE” 
~SELLING . 


is here to stay » » » 


Most Complete and 
Salable "Package" is 


GUARANTEED INCOME 
CONTINUATION PLAN 


Provides any desired 
Monthly Income of the 
Same Amount to cover 


ACCIDENT OR ILLNESS 
EARLY DEATH 
OLD AGE DEPENDENCY 
LACK OF CASH 





ISSUED ONLY BY 


Abraham Lincoln 
Life Insurance Company 
Springfield, Illinois 


H. B. Hill, President 














ey you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 


then you want 


the 
square 


deal 


Agency Contract 


as issued by 


Natjfwvnal 


Insurance Company 
Madison, Wisconsin 
Openings in Wisconsin, Min- 
nesota, lowa and Ohio 
USE THIS COUPON! 


C. M. Kremer, Agenc Supt. 
National Guardian Life Ins. Co 
Madison, Wisconsin 


I would like details of your square deal 
contract. 
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New Deal Doesn’t 
Exempt Insurance 
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provided for people who would other- 
wise not have had it and they secured 
profitable business which enabled them 
gradually to extend their operations. 
That method of building harmonizes 
with sound social planning and is plain 
good business, he said. Life insurance 
companies must be built—not promoted. 
The way to build them is to perform 
some act for someone better than that 
act has been performed before. 


Agency Practice Hit 


In the agency end, a method which 
is in conflict with sound social planning 
is to attempt to duplicate the activity 
of agencies of other companies in ap- 
parently productive fields. A sounder 
and more social course would be to 
search out the communities or sets of 
people in the same field who are not re- 
ceiving life insurance service and pro- 
ceed to give it to them. 

The good of the business as a whole 
demands, he said, that the company 
carry forward some planned and con- 
tinuous activity looking to the proper 
training of men for agency management. 
The company is not doing its share 
unless it is building general agents and 
managers rather than merely attempting 
to recruit them on the spur of the mo- 
ment, when the necessity arises. 

A practice comparable to the sweat 
shop industry, he said, is allowing great 
groups of people who are not actually 
in the business to come in and take 
commissions which should go to full 
time life insurance representatives. 


Protecting Good Agents 


If the companies propose to bring into 
the business men of high type who will 
devote their whole lives to the study 
and practice of the proper life insur- 
ance procedure, the companies must find 
a way to protect them against unfair 
competition. The full time, conscien- 
tious life insurance agent has a right to 
demand protection against this practice. 

Another unfair practice is mass re- 
cruiting of salesmen with little care in 
their selection and turning them loose 
in great numbers, often inadequately 
trained. Every time a poorly 
equipped salesman with inadequate pre- 
liminary knowledge makes an unintelli- 
gent effort to approach and sell some 
potential buyer, he makes it that much 
harder for the properly trained repre- 
sentative. 

Too many general agents and man- 
agers, he said, operate on the theory that 
if they hire enough men, in the law 
of averages they are bound to get a 
given volume of business. A sounder 
practice would be not to employ a man 
unless a general agent thinks he has 
the personality, character and _ intelli- 
gence to make a really successful agent; 
not to let the new man see people unless 
the general agent is satisfied he can 
make an intelligent approach which will 
build good will; not to give salesmen 
the idea of calling on great numbers of 
new people constantly, with little infor- 
mation as to their insurance needs, but 
to build a permanent clientele to whom 
the agent will, over a period of time, 
render intelligent and constructive serv- 
ice. 

Emphasis should be placed on quality 
rather than quantity, he declared. Every 
transaction, agency or otherwise, should 
be viewed as to its helpful or harmful 
effect upon society generally and as to 
its helpful or harmful effect on the busi- 
ness as a whole. 


For the interest of all, there should 





Conservation Work Wanted 


Insurance man of experience, well known 
in South Dakota is available for conserva- 
tion work in that state. Companies interested 
should address X-93, The National Under- 
writer. 
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be a recognition that unusual effective- 
ness in management should always be 
promptly and adequately compensated. 
Too often length of service, seniority 
and other factors have been given too 
much weight and actual accomplishment 
too little. To some extent, this prin- 
ciple is in operation in the field through 
the commission contracts of agents and 
general agents. However, these con- 
tracts are predicated solely on the vol- 
ume of business transacted and renewed, 
with particular emphasis on new vol- 
ume. Persistency, quality of business 
as determined by substantial average 
size, mortality ratio, and other factors 
should be taken into consideration. 

Mr. Fulton recalled that last year the 
Life Agency Officers gave much atten- 
tion to the problem of making changes 
in the contracts with managers and 
agents so that an incentive will be of- 
fered for production of higher quality 
business and reward the permanent 
workers. Such discussions, he said, 
should be continued so that views may 
be clarified. 

“No company or set of companies,” 
Mr. Fulton concluded, “is big enough 
that it can afford to stand apart and 
not cooperate to the utmost in the solv- 
ing of our joint problems. That coop- 
eration, in the light of the joint prob- 
lems of all companies, large and small, 
new and old, must be conducted with 
patience, the willingness to see the other 
fellow’s position, and that breadth and 
far-sightedness of viewpoint which is 
the essence of business statesmanship.” 


General Agents 
Hold Conference 
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unusual opportunity for analyzing an 
agent and his work, said Mr. Witten. 
Is the agent resourceful in retaining old 
business? In seeing and acting on sales 
possibilities? What does lapse ratio 
show as to effectiveness of original sell- 


ing? What type of prospect is being 
sold? 
The “49’er campaign” of the Massa- 


chusetts Mutual dominated the Wednes- 
day morning session. The keynoter was 
L. C. Simon. Other speakers were A. 
T. Haley, C. E. Reuling, A. J. Butzen, 
J. F. Cremen, E. W. Hughes, N. H. 
Bokum, C. W. Schneidereith, J. C. Behan, 
William Hannah and S. M. Blake. Vice- 
President J. C. Behan made the closing 
remarks. 

Monday evening the general agents 
honored F. C. Sanborn at a dinner. Mr. 
Sanborn untll three years ago was gen- 
eral agent in Boston and is now a direc- 
tor of the company. He has completed 
60 years of service for the Massachu- 
—_ Mutual. Mr. Sanborn is 80 years 
old. 


Detroit C. L. U. Class 


A. C. L. U. class has been organized 
in Detroit with 63 members enrolled. 
It is handled by the extension division 
of the University of Michigan under the 
direction of Dr. Fisher. Part 1 is being 
taught by Robert Olmstead, general 
agent, Penn Mutual, a C. L. U. graduate. 
The responsibility of organizing this 
class rests upon George Lackey, general 
agent, Massachusetts Mutual; Frank 
Klingbeil, manager, Prudential ordinary 
department, and the other C. L. U. 
graduates in Detroit. The class has 
several general agents and managers 
in Detroit enrolled. 


Can’t Stop Radio Advertising 

Complaints have been received by the 
Nebraska department against the use of 
radio advertising by companies not li- 
censed in the state. The department 
finds no law that gives it power to for- 
bid sales talk being broadcast, even 


from Nebraska stations, but it has noti- 
fied all of these stations they will not 
be permitted to tell hearers that they 
will receive applications for policies. 



































The New and Original Answer 

to the Demand for Life Insur. 

ance with Disability Income 
Benefits 


Let Us Tell You About It 


5, 
THE PROVIDENT 


Life and Accident Insurance 
Company 


CHATTANOOGA, TENNESSEE 
Established 1887 











Nothing Wrong! 


URING the first 
five months of 
1933 this Com- 
pany sold more pol- 
icies than in the similar 
period of last year. 
The demand for life 
insurance is getting 
stronger. Men of 
character and indus- 
trious habits should 
be interested in a 
direct Home Office 
contract giving liberal 
first year commissions 
and non - forfeitable 
renewals. 


California-Western 
States Life 


Home Office Sacramento 














Send 9 cents in —_ for sample copy 


The Accident & Health Review 


The only exclusive accident and health 
paper published. 
Address your inquiry to A-1946 
Insurance Exchange, Chicago 
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